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EDITORIALS—The Sherman Anti-Trust Law—Busi- 
ness Facts and Fiction—‘“‘Better Selling” Is Needed 
—Decrease Small Drop Shipments—Accomplish 
It by Action—Lower Your Credit Risks 


Complete Story of Joint Convention of 
Southern Supply and Machinery Dealers’ 
Association and American Supply and Ma- 
chinery Manufacturers’ Association in 
Atlanta, May 5th, 6th and 7th 


Pictorial Review of Recent Atlantic City Convention 
Story of National Pipe and Supplies Convention 
Establish a Real Personality for Your House 

W. W. French 
New “Mill Supply Salesman” Section 


New Products and Improvements of Interest 


Many Distributors Overlooking Vise Market 
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“GENUINE DETROIT”? G&G \ 


PRESSED BRASS AND STEEL GREASE CUPS 


“Genuine Detroit” Pressed Brass and Steel Grease Cups are drawn from rolled sheet metal. 


Selected materials, careful workmanship and rigid inspection make these a satisfactory cup 
for bearing and general machinery lubrication. 





Series No. 570 


New York 





Series No, 560 Series No. 575 


DETROIT LUBRICATOR (OMPANY. 





DETROIT, U. S. A. 








Chicago Va 

















This SAND BLAST OUTFIT Will Make Money 


for Metal Goods Manufacturers 


and makers of goods in glass, celluloid, hard rubber, wood and 
other materials by quicker production and superior finishes. No 
experience whatever is required to operate this cutfit so that any 
boy or girl may be employed at the work without fear of marring 
or spoiling the work. 

It can be operated from any power shafting or from an engine or electric 
motor. A half pail of sand lasts for many days. 

An outfit like this feeds the sand automatically and the continuity of the 
sand flow is controlled by foot pressure. All the work is done inside the 
cabinet so that the operator is not bothered with dust. He holds the work 
piece by piece under the nozzle, where the spray of sand quick- 
ly produces the mat finish desired. 

Quantity work is rapidly done in this way— in fact, it is the 
most rapid and improved method of doing this work—displac- 
ing the scratch brush for mat and silky finishes and for clean- 
ing castings before plating—it displaces dangerous acids also— 
and the finish is always more even and uniform from day to 
day without streaks or other undesirable effects. 

Makers of gas fixtures, electrical goods, cosmetic containers 
in metal or glass, rubber goods where moulds are to be 
cleaned; chemical laboratories where bottles are to be 
marked and utensils freed from corrosion; all manner of 
manufacturers in fact should investigate the possibilities of 
cand blasting, as there are unsuspected places where it 
should have been used years ago. 

Tell us your mode of manufacture and we 
will be glad to make recommendations with- 
out any obligations on your part whatsoever. 


WRITE US TODAY 


LEIMAN BROS. 


60 H65 LISPENARD ST., NEW YORK 


Makers of Good Machinery for 35 Years 
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Established 1890 


Brooms are the Entering Wedge! 


Every manufacturing plant uses industrial brooms and brushes. 
That gives the mill supply jobber his chance to use CAPITAL Red 


Cap Brooms and Brushes as an entering wedge to steady, permanent 
. business. 


Possibly you have in mind now some account that you've been try- 
ing hard to land. Let Red Caps open the way. Sell them an order 
of CAPITAL Red Cap Brooms or Brushes. The splendid service 
they give will build good will for you and make it easy to secure 
a firm standing for your house. 


Try this plan. It will work well, as it is 
doing every day for other jobbers handling 
the Red Cap Line. Catalog 17 sent free on 





request. 
Indianapolis Brush & Broom Mfg. Co. 
126 Brush St. Indianapolis, Ind. 





Make 1925 Chnother Red CapYear 


NOTT’S LEATHER BELTS 
HV Are Dependable 


DIAMOND—Oak Tanned 
WETSTONE— Waterproof 
LONG LIFE—Combination 

Tanned Waterproof 
BLUE STONE—Chrome 

Tanned Waterproof 


Makers of belting for over 45 years. 











Also manufacturers of Pump Leathers and a full 
line of Specialties. 


Dealers and Jobbers—WRITE US for our proposition 
It will interest you 


wogewraus.ms WS, NOTT COMPANY 2222." 
201 No. 3rd Street 6 e 37 So. Clinton Street 


“Better Belts Are Not Made Than NOTT Made” 
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HILE this is an era of efficiency 

which tends to take personality out 
of business, HEWITT believes that the 
highest service comes with individual in- 
terest to the individual customer. 


Every member of the HEWITT organ- 
ization, from the mill mixer to the man- 
ager, has been trained to put himself in 
the position of the purchaser. With this 
dominant idea the customer WILL be 


served most satisfactorily. 


Through the era in which we are now 
passing, and in the future, HEWITT 
will endeavor to preserve this tradition. 


With such a policy steadfastly main- 
tained and with a complete line of in- 
dustrial rubber products, HEWITT 
makes an ideal proposition for every en- 
terprising Mill Supply Dealer. Write 
today. 


HEWITT RUBBER COMPANY 
BUFFALO, NEW YORK 
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10,000 Sells Roller Bear- 
ings were part of that 


Dodge deal 


Back in 1912, Dodge Brothers installed 
their first Sells Roller Bearings—just a 
small quantity to try out and test. So suc- 
cessful was this test that orders were im- 
mediately placed for 1000 Sells Bearings 
of various sizes for use on their line, 
counter and jack shafts. 


As the Dodge Brothers plant grew and 
spread over more and more ground, the 
number of Sells Bearings grew—they kept 
ordering more and more—until when the 
Dillon Reid deal, involving a check for 
$146,000,000 was put through, there 
were 10,000 Sells Roller Bearings in use 
in the Dodge Brothers plant. 


And Dodge Brothers with all their facili- 
ties for finding out all about the econ- 
omies and faults of all bearings, would 
never have ordered 10,000 Sells Bearings 
unless they were sure that the Sells was 
the best bearing that they could buy! 


Among other big plants using Sells Roller 
Bearings are:— 


Aunt Jemima Mills 

French, Shriner & Urner 

American Car & Foundry Company 
American Fork and Hoe Company 
Macwhyte Company 

United Shoe Machinery Company 
Borden Condensed Milk Company 
Gillette Safety Razor Company 
Babcock & Wilcox Mfg. Company 


We shall be pleased to hear from Job- 
bers in territories where we are not rep- 
resented. Address Mr. Martin G. 
Sperzel, Manager. 





Royersford Foundry & Machine Co. 


43 North 5th Street, Philadelphia 


For dealer nearest you 


see McRae’s Blue Book 


The ROYERSFORD LINE 






























CONNECT IT TO 
A LAMP SOCKET 


Here is the light weight brother of the regular 
“TOLEDO” Power Drive. It is similar in de- 
sign but equipped with a smaller motor and a 
slower gear ratio. 











It is made primarily for operating “TOLEDO” 
tools for cutting and threading pipe up to 4-inch, 
although it will successfully handle the larger sizes. 


The motor is small enough to permit of satisfactory 
operation from an ordinary lamp socket, and the 
current consumption is negligible. 


The Drive weighs but 165 Ibs. and its list price is 
$450.00, subject to liberal discounts. 


You can well recommend this new “TOLEDO” Junior 
Power Drive to your customers to reduce operating 
expense. 









THE TOLEDO PIPE 
THREADING MACHINE CoO. 
TOLEDO, OHIO 
New York Office, 50 Church St. 
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Twenty-four hours 
a day for Ten Years 


—but read what Mr. Rintoul says! 


ee You can't beat honest 


ia leather for faithful belt 


ing service: you can't get 


Sr er : 
; ; Myles Aimpuny hetter leather belting than 
A jlvin [1 d ola. 


4& 


y is “i 


Yajft Vp = Cocheco Leather Belting 
has the resiliency, the ten 
sile strength, the pulling 
power that make possible 
such service as called forth 
this letter. 












SHEDITE BELTING 


For Drives in Wet Places 


Send for Catalog 











I. B. WILLIAMS &- SONS 


Dover, New Hampshire 


BOSTON, MASS. NEW YORK, N. Y. 
157 Summer Street 71-73 Murray Street 


CHICAGO, ILL., 14-16 North Franklin Street 
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Screw Plates 


KEEP MOVING 


It is the ambition of every dealer to have a ‘rapid turnover.” He 


wants a stock that will move often enough to pay him well for his 
investment. 





The dealer who handles screw plates can get this rapid turnover with 
them if he stocks Gitle Giant . 

For forty years Life Giant has been a standard by which screw 
Cap plates have been judged. For forty years GitleGiant has been 
= THE LEADER in the screw plate field. 

The simple, efficient design, sturdy construction, attractive finish and 


GT/D\ quality are responsible for Little Giant superiority. 





Let us help you to select a complete, economical and profitable as- 
sortment of Gitle Giant Screw Plates. Our experience will enable 
Cutis Sey ae us to give particular attention to your individual requirements. 













Taps and Dies 
Serew Plates 
Twist Drills 


Reamers 


GREENFIELD § TAP AND DIE. 
CORPORATION _ 
GREENFIELD, > MASS.. U.S. A. 


Gages 
Pipe Tools 
“Little Giant” 
Pipe Wrenches 
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PROFITS 


“THE REEVES” pulleys are sold at 

prices which provide a wide margin 

of profit to the jobber — much 

greater than ordinary mill supply 

| and transmission lines carry. Yet 
the selling prices are low enough to 
meet the competition of other high 
grade goods. 


CO-OPERATION 


We co-operate with our jobbers by 
trade paper and direct advertising; ” 
| by distribution of letters, catalogs 
| and circulars bearing the agent’sim- Ae 
print. Also, through special factory TT WOOD SPLIT 


salesmen to establish a demand for 
REEVES pulleys and keep his stock PULLEY 


turning. 





PROTECTION 


“THE REEVES” pulleys are sold 
only through legitimate jobbers. All 
orders coming from an agent’s terri- 


| “Sie tory are billed through the agent. 
MOTOR All inquiries are referred to the 
PULLEY agent. REEVES agents are mem- 


bers of “THE REEVES” family and 
are given absolute protection in 
every transaction. 


SERVICE 


By manufacturing products of only 
the highest grade, which stand up 
year after year in the most gruelling 
service; and by making prompt deliv- 
eries on both standard and motor 
pulleys, we have established a repu- 


tation which will bring “Repeat 
Orders” to all REEVES jobbers. 





Write for full particulars 


| REEVES PULLEY COMPANY, COLUMBUS, INDIANA 


Reeves-Bond Sales Co., 39 So. Clinton St., Chicago 
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Yale quality means lower 
cost to the user—quicker profits 
for the dealer 


Yale Spur-Geared Chain Blocks with their line of steel 
from hook to hook, and now—ball bearings to reduce 
the load sheave friction and increase the speed of lifting, 
are known to your customers. These are two vital selling 
points that create a constant demand and make Yale Chain 
Blocks a profitable line to stock. 

The Yale Ball Bearing Spur-Geared Chain Block is 
the result of over 50 years’ experience in the design 
and manufacture of hand hoisting equipment. 

When yousella Yale Chain Block—Spur-Geared, 
Screw-Geared or Differential—ora YaleTrolley, 
you are selling a product backed by the larg- 
est manufacturer of chain blocks in the 
world—and most extensively advertised. 


The Yale & Towne Mfg. Co. 
Stamford, Conn., U. S. A. 










YALE MADE 
IS YALE MARKED 






HN) Yale 
Ball —aring 


Yale 4 Yale 
ee, Differential Qe Screw-Geared 
Block Bd ? Block 
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IYALE] Hoisting and Conveying Systems 
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INJ ECTORS 





500,000 


satisfied users of U. S. Automatic 
Injectors requiring repairs and re- 
placements, together with an as- 
sured and proper profit to the job- 
ber through our established resale 
prices, make U. S. Automatic 
Injectors a satisfactory and profit- 
able line for any jobber to handle. 











American Injector Co. 
DETROIT, MICH. 





OBERG’S FILES 


With the trade marks 


D C.0. OBERG &C° 
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Circular Cut Files 


Are made of the finest Swedish Charcoal-steel. 
Skilled craftsmen all over the world do know 
Oberg’s files as reliable tools worthy of utmost 
confidence owing to their sharpness, great en- 
durance and uniformity of temper. Fully guar- 
anteed. 


Write for catalogue 


U. S. and Canadian Agents 
SCANDINAVIAN WESTERN IMPORTING 
116 Broad St.. 


Minn. 


Et., 
New York. N. Y. 


Montreal, Can. 


Ltd. 


Minneapolis, 




















Tribloc Chain Hoists 
equipped with our 












This 
of poor welds when renewing 


improvement ends the possibility 


the load 


chains in Ford Triblocs. 


Any 


handy man can take out the old 
chain and replace it with a new one in 
a few minutes. 


The Tribloc Hois 
vides the Pec 
80% Made of m 
drop forged steel 


has spur gears 
eficiency, wh 
alleable iron and 


parts throughout, 
6-B 





Send for Catalog and discounts. 


FORD CHAIN BLOCK COMPANY 


2nd and Diamond Sts. 


Philadelphia, Pa. 








‘Caequou’ Shackle 
































Painstaking Effort Is 
Incorporated in Every 
Product of the 
ROBERTS Line 


REBERTS Products are also progressive. 
They conform to the most up-to-date 
practice in design and workmanship. 

The utmost care is taken in even 
minor constructional details. 


Painstaking effort expended through 
all manufacturing processes are reflected 
in the high operating efficiency and satis- 
factory service rendered by the ROBERTS 
line. 

Standardize on ROBERTS Products. 
They will repay you well. 


THE ROBERTS BRASS MFG. CO. 


Vanufacturers of brass 
gas, gasoline, air, 


DETROIT, 








goods for steam, water, 
oil and automotive use. 


MICHIGAN 


ROBERT 
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is assured. 


in service. 


Mansfield, Ohio 








Uniformity-Strength 


Extra strength in valves comes from a 
uniform structure of metal. If the metal 
is homogeneous and dense—extra strength 


Notice microphotograph at top of typi- 
cal section of O-B Valve Metal. Just one 
of the reasons why O-B Valves stand up 


The Ohio Brass Company 


NLVIES 

















Dumore products are ‘‘want- 
ed” products because they 
have established a reputation 
for their ability to work hard 
and wear well. Buyers have 
come to expect only the high- 
est type of efficient, satisfac- 
tory service from Dumore 
products—and that’s the only 
kind they get. 

That’s why any tool or appli- 
ance bearing the Dumore 
name is easy to sell. And be- 
cause it’s easy to sell, the Du- 
more line presents jobbers 
and dealers with a real oppor- 
tunity to increase profit. 

In addition to the consumer 
good will enjoyed by Dumore 
products, we offer a compre- 
hensive selling plan, national 
advertising and generous dis- 
counts to further interest the 
man whois on the lookout for 
profitable propositions. 

If you’re curious, just drop us 
a line and we’ll tell you the 
whole story. 


€ 





Wisconsin Electric Co. 
46-16th Street, Racine, Wis. 


Dumore 


PRECISION TOOLS 
and APPLIANCES 


Type-C Motor 
te H.P. A splendid tool for 
light grinding work or for 
use as a small power unit. 
Regularly equipped with 


three-step pulley. a 
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Precision 
Drill 
NQRWYy—Y Wii For accurate 

WG’ LS : ee rp 
IMS drilling in 
—aal , steel up to ‘s 
uw? . 
4". 
Com pletely 
equipped. 
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Type-D Lathe 

Operates on A.C. or D.C. 
Speeds 2000 to 0000 R.P.M. 
controlled by rheostut in 
motor base. Willtake Ritter 


or special #3" Goodell-Pratt 
chucks. Motor ‘3 H. . 





ee 


For jewelers or dentists. 
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Power Transmitting Appliances 


Every Appliance Necessary to Transmit Power 
Many Ball Bearing Specialties 





— 





Ball Bearing Hanger Box 


Now-a-days the trade demands that every Power Transmission 
Dealer be able to supply a Steel Hanger Frame. 


In the MARVEL of The CHICAGO Line the Dealer finds a modern 


steel hanger frame that meets every requirement, as well as a sound 
‘‘resale’’ proposition. There is also a MARVEL Steel Countershaft 


Hanger. Write for complete information. 


Chicago Pulley & Shafting Co. 


Main Office: 
17 N. Desplaines St., 
Chicago, Ill. 


Factory: 
Menomonee Falls, 


Wisconsin 
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in Caldwell Helicoid Conveyor 


g The Perfect Spiral or Screw Conveyor 


HE Caldwell original ‘“Heli- 

coid” or Continuous Flight 
screw conveyor is rolled from a 
single strip of inetal. The flight, 
even before the pipe is inserted, is 
very strong and resists to the full 
strength of the metal the lateral 
pressure due to pushing forward 
the material. 





Sistine tesa The absence of rivets and laps means: 
Conveyor Box noninterference with the normal flow of Countershaft Box End for, 
materials, added strength, ease in clean- saeciaienatames 
ing, and long life. All conveyor fittings 
and accessories are of high grade mate- 
rials and workmanship. Special type 
flights, such as ribbon conveyors, paddle 
mixers and others are a part of the regular 
Caldwell screw conveyor line. Address 
nearest Caldwell or Link-Belt offices. 


Send for Catalogue MS-45 








Caldwell Products 
Power Transmission Machinery—Bearings, Shaft- 
ing, Pulleys, Machine Molded Gears, Cut Gears, Rope 
Drives, Chains and Wheels. 
Elevating and Conveying Machinery—Belt Convey- 
ors, Chain Conveyors, Elevator Buckets, Boots & 
Casings, etc. 
Cast Iron Stub Discharge Spout Catalog sent on request. Floor Type Worm Gear 
with Slide Gate Housing 














H. W. CALDWELL & SON CO. 

LINK-BELT COMPANY, OWNER 
New York: 2676 Woolworth Bldg. Chicago: 1700 S. Western Ave. Dallas, Texas: 810 Main St. 
Link-Belt Company Offices in Principal Cities 
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CALDWELI 


-HELICOID CONVEYOR 
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Beware of Imitations/ 


These PATENTED Lugs 
Prevent the 
Bending of Small Pipe 


Like the original Vise, this later improve- 
ment was patented by Williams. Also like 
the Vise itself, this feature is being imitated. 


But, since no other manufacturer has the 
right to use it, purchasers desiring to avoid 
infringement are advised to accept only 


The Genuine 


Williams’ ‘‘Vulcan”’ 


Chain Pipe Vises 


The Lugs eliminate the otherwise in- 
evitable bending under strain of the 
chain the small sizes of pipe used in Nos. 
1 and 2 vises. They bridge the gap be- 
tween the jaws and support the pipe 
rigidly. 


Be sure your Vise is a Genuine Wil, 
liams’ “Vulcan”—not an imitation or in- 
fringement that cannot be continued. 
Literature? 


J.H. WILLIAMS & CO. 


”? 


‘“‘The Drop-Forging People = 
New York BUFFALO Chicago 


ILLIAM 


“VULCAN” 
CHAIN DIPE VISE 












When writing to Advertisers please mention Mitt Supr tress. 











MLL QUPPLIES 








ante Fi OE 


ste SAN NO NT - 





Just a Little Easier to Sell— 
Schieren Belts 


Quality Facts About Belting is telling the story of Schieren Quality in 
your territory, or wherever belts are used or sold. 


Your customers are getting Quality Facts, section by section, as they are 
published. They enable buyers to know belting quality and to appreciate it. 


You need the help that Quality Facts can give in securing the attention 
of intelligent belt buyers, emphasizing the importance of quality belting as 
the most economical investment. ‘| 





A few of the quality facts 
—Schieren uses only “packer hides.” 


—Only the long time, oak bark, lay-away tan- 
nage is good enough. 


—Gritty tanning materials are scoured out of 
Schieren hides, leaving the fibres clean, and 
the finished belt free from internal friction. 


—Schieren Belts are cut from perfectly 
matched hides and the result is uniformity in 
thickness and weight throughout the length 
of the belt. 


Every step a definite reason—WHY SCHIEREN BELTS DO LAST 
LONGER. 


Fill out the coupon below and we will be glad to tell you of our jobbers’ 
cooperative plan that Makes Schieren Belts Just a Little Bit Easier to Sell. 


Gentlemen: You may outline for us your jobbers co-operative 








sales plan. 
“ara 
ff Name 
Ch Belt Manufacturers Address 


Main Office and Factory 
42 Ferry Street, NEW YORK, U. S. A. 


Branches and Distributors in All Leading Cities Date Signed by..... 


Belting Now Handled 
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From Saturday 
Evening Post 
June 20th 
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Such pages as this in the Saturday the Walworth line that you sell better 
Evening Post, June 20th, are advertis- known and more readily saleable to 
| ing Walworth valves, fittings and tools everyone who BUYS TO BUILD. 
i 


to a country-wide market of consumers. 


This series dramatizes the slogan, 
“Whatever you build, you need Wal- 
worth,” driving home the importance of 
naming definite specifications in the or- 
dering of piping equipment. The one 
purpose of this advertising is to make 


Previous pages in this campaign ap- 
peared in The Saturday Evening Post 
as follows: February 28, “Up From 
Slavery”; March 21, “The Most Ro- 
mantic Job in the World,” and May 2, 
“Whatever You Build, You Need Wal- 


worth.” 
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WALWORTH MANUFACTURING CO., Boston, Mass. 


Chicago Cleveland Glasgow Kewanee, Ill. London New York Philadelphia Portland, Ore. 
San Francisco Seattle Youngstown Plants in Boston and Kewanee, Il. 


WALWORTH INTERNATIONAL CO., New York, Foreign Representative 


“WHATEVER YOU BUILD, YOU NEED WALWORTH” 
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“SELL GUs?—BE WELL ADVISED—NATIONALLY SOLD AND ADVERTISED” 
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Inside the Survey Which Sells the Other 


Man’s Experience to Your Prospects 


OU can’t judge a book by its cover” is an 

old adage, but often true. That is why we 
are giving you above a glimpse of what’s in- 
side the striking portfolio illustrated last month, 
containing facts and figures on Skayet Self- 
Aligning Ball Bearing Hanger installations. 

In its 116 pages is a dollar-and-cents story 
as applied to seventeen manufacturers in widely 
diversified industries bound into a convenient 
folder of letter size. Each 
one of the surveys is chock- 
full of important details 














The SKAYEF BALL BEARING COMPANY, 165 Broadway, New York 


BALL BEARING 


and every-day experience a power, 
which will 


enable your prospects to abe these things 
as applied to their own plants. 


lubricant and maintenance costs 


For the “hard” customers, the ones who 
must be “shown” this independent survey is 
the “five-foot shelf” of truth and honest fact 
that will be your greatest aid in closing real 
business. Just a word from you will bring the 
details how you can line 
yourself up with a profit- 
making proposition. 
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Power Transmission Specialties 


\ complete line including Bond Patent Uni 
versal Drop Hangers, “Lytestrong™ Pressed 
Steel Shaft Hangers, Pillow Blocks, Clamp 
Boxes, Couplings, Pulleys, etc. These spe 
cialties have proved their reliability over 
more than a quarter-century of friction-fight- 


ing service. 


‘“‘Spiro”’ Compression Coupling 


A shaft coupling, which by virtue of a single 
spiral slot, exerts 50% more gripping power 
than any other coupling on the market. 


Commercial Roller Bearing 


With or without split outer raceways. They 
feature hardened and ground steel rollers al 
ternating with electrically welded steel stay 
rods. We know of no sturdier Commercial 


Roller Bearing. 


Split Roller Bearings 
For Line Shafting 


Hardened and ground steel rollers revolving 
on a high carbon-steel liner. Sleeve attached 
by steel collars, electrically welded. Simple 
to install—40 to 50% saving in power over 


plain or Babbitted bearings. 


Emery Wheel Stands 


For real value received, they area remark- 
able buy. Constructed of semi-steel. Adjust- 
able working parts. Oversize spindles, two 
, , 

DdDearings 


Truck Casters 


\ truck caster for every conceivable’ service. 
The Bond patented ball race construction in- 
sures instant movabality in the swivel types, 
and they are so designed as to practically 
eliminate breakage from shocks and strains. 
There are heavy duty types which transport 
loads never handled by any other make. 


Garage Equipment 


Some very effective equipment for garage 
and machine shop repairing. Engine and rear 
axle stands, Trays, Bench Legs, etc. All of 
Semi-Steel. 


Send for Catalogs and Literature 
Covering These Articles. There 
Is Not the Slightest Obligation 


Bond Foundry & Machine Company 


Manheim, Lancaster County, Penna. 











For nearest distributor, consult MacRae’s Blue Book ® 
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ENGLISH BROTHERS MACHINERY Co. 


MANUFACTURERS .AISTRIBUTORS 


MACHINERY & SUPPLIES 


CABLE AODRESS 
‘=EN@co” 





ee ee 410-418 WEST 5S*= ST, 


VSEO f neces coitor — Kawsas Crry,Mo.,U.S.A. 
April 21, 1925. 


R. R. Donnelley & Sons Co., 
731 Plymouth Court, 
Chicago, Ill. 

Dear Sir:- 

In reply to your letter of the 17th, it will probably 
surprise you to know that your company printed our first catalogue 
under the title of English Brothers, a book of 285 pages, size 
10 X 7 and you printed it in 1884, We still have one copy in our 


Attention: C, F, Beezley, Jr. 


files. This attractive catalogue was the prime factor in our 
business success at that time and we received many compliments 
from the trade, so you see we have continued to patronize the 
house of Donnelley over a period of many years, Our fim has been 
in existence approximately 61 years, 

We trust this is the information that you want, 


Very truly yours, 
ENGLISH 
APE-CS 7 















Do Catalogues Pay? 


ROBABLY the best indication as to whether it pays distributors of 
supplies to issue catalogues is to be seen in their repeat orders. A 
large majority of the supply catalogues built at the Lakeside Press each 
year are made for distributors who already know from their own exper!- 
ence what Donnelley-built catalogues have produced for them in the past. 
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Printed at The Lakeside Press 41 Years Ago 


4 bo 1884 general catalogue of English Brothers was the earliest 

of the mill and plumbing supply catalogues printed by the House 
of Donnelley, so far as our records show. It was one of the earliest 
general supply catalogues in the United States. 


The above reproduction from an unretouched photograph shows 
the service that this copy of that edition rendered, and yet every 
page is still in place, and the cover more firmly held to the body of 
the book than in many ordinary catalogues but a few months from 
the press. 


























Compiled and Printed at The Lakeside Press in 1925 


§ tines General Catalogue G-25 of English Brothers Machinery Com- 
pany is the latest of the supply catalogues compiled and printed 
by the House of Donnelley. It shows the most advanced products 
in machinery and supplies, and represents the most modern improve- 
ment in supply catalogue compiling—the Donnelley Unit Selection 
Plan. Incidentally, this is the third general catalogue compiled and 
printed at the Lakeside Press for English Brothers in the last eleven 
years. 


R. R. Donnelley & Sons Company are proud to have served 
English Brothers Machinery Company over so long a period. 
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5 Pexto Round Nose Pliers 
Box joint. Gun 
barrel handles; full 
polished head. Con- 

venient for t 


Length. ....inches 4 44 5 6 7 8 
Price, No. 25. ..per doz. $13.99 No 14.80 17.50 20.00 21.70 














Use the Donnelley Unit Selection Plan 
to Increase Your Turnover and Profits 


[THE Donnelley Unit Selection Plan will help Under the Donnelley Unit Selection Plan you 
increase your turnover—and therefore increase do not select by full pages, nor by column groups 
your profits—by concentrating your business on a_ of assorted articles. You “hand pick” the goods 
smaller and more carefully selected stock of what to be shown in your catalogues by individual Units 
you consider to be the most profitable goods for without any extra charge, thus making your cata- 
you to sell in your territory. logue a true reflection of what you are selling. 


The Lakeside Press 


R. R. DONNELLEY & SONS COMPANY 
731 PLYMOUTH COURT - CHICAGO 
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HEN assembled, the _ parts 

shown above compose what a 

chap we know hoped would be 
a successful speed reducer. It wasn’t. 
But the tests he made of it which 
proved it to be a dud also developed 
some of the most impressive phenom- 
ena of Stewart Brons that have ever 
come to our notice. 


This speed reducer was fitted with a 
Stewart Brons bushing. It is shown 
at the bottom of the photograph in 
the center. During the tests, through 
which it developed that most of the 
input energy was absorbed in heat, 
the oil in the reservoir frequently rose 
to a temperature of 240 degrees F. It 
is therefore reasonable to suppose 


that the bushing was subjected to a 
temperature greatly in excess of that. 
A babbitt bearing would certainly 
have burned out. A bronze bearing 
would have seized and scored the 
shaft. But the Stewart Brons bushing 
still retained its perfect bearing sur- 
face and remained in as good condi- 
tion as when installed. 


If any bearing metal customer is 
doubtful about Stewart Brons, tell 
him this story. 

Stewart Brons bars and bushings are 
available in 259 sizes, all in 13-inch 
lengths finished all over or semi- 
finished. They are easy to stock and 
profitable to handle. National adver- 
tising refers users to you. 


STEWART MANUFACTURING CORP., 4504 Fullerton Ave., Chicago 


Olfs 
ydward Avenu 
Michigan 


Cleveland Brons Bear 
ing Metal Co 
1982 E ! 
Cleveland 


L. Nelson 
$20 N. Meridian St. 
Indianapolis, Ind. 


Ungar & Watson 

1566 S. Figueroa St 

Los Angeles, Cal. 

J. Frank Lanning & Co. 
327 First Avenue 
Pittsburgh, Pa 

Station J. Frank Lanning & Co. 
1450 Van Ness Ave 2022 Avenue B, 

San Francisco, Cal Birmingham, Ala. 


Stewart-Warner 
Products Service 


Brons Bearing Metal 


A Satisfied Customer 


Is Business 


There’s a story about this 
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Too much care cannot be taken in the selection of 
hydraulic fittings. You do not want to take down a line 
of piping to replace defective fittings when this necessi- 
tates a full or partial shutdown of your plant. Watson- 
Stillman fittings are tested far beyond their rated strength 
and insure you against this loss and annoyance. We 
build everything necessary to the installation of hydraulic 





systems from pipe to press. Our experience of nearly 
70 years is at your disposal. 


Write for catalogs. 

















tandardized 
setup appliances 


Why Force Your Men to waste time on machine tool set-ups 
when CAD Standardized appliances will convert this non-pro- 
ductive time into productive labor? Why ruin Machine Table 
Slots with ordinary bolts when CAD Bolts are designed to fit 

&.T slots? The CAD Bolt is a standard machine table bolt; it is 

made of steel with full smooth threads, and because it is slot 

size and requires no machining it is ready for use when you 
receive it. 

Our illustrated Folder A3 is full of valuable information. Send for it todav! 


STANDARD SHOP EQUIPMENT CO., INC. 


8139 TINICUM AVE. PHILADEL PHIA, 
( ree eg iN STOC K BY 


fachinists Supply , enon it Chica l 














PA. 
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Airplane view of The Home of 
Diamond Rubber Goods, 
Akron, Ohio 


“The Character of the house 
behind the product is the 
true gauge of its worth» 


This is the Home of Diamond Rubber Goods—a veritable 
city of industry. 


Built upon more than thirty years of experience, it 
stands as a substantial proof of the superiority of Diamond 
products, a striking example of efficiency in serving the 
rubber needs of man. 


As Diamond’s knowledge of rubber is invaluable to 
the future needs of industry, so Diamond’s present 
reputation for reliability is a real asset to the jobber. It 
builds good will for you, it increases your business and 
its profits. 


No matter what your location or industry you can be 
promptly served with Diamond Rubber Goods. A letter 
or phone call to any one of our Branch Offices will 
receive prompt attention. 


THE DIAMOND RUBBER COMPANY, INC., Akron, Ohio 


Atlanta Boston New York Kansas City Philadelphia 
Chicago Dallas Seattle Los Angeles San Francisco 
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Exhaustive tests of all types of pins on the market 
have proved conclusively that the “‘Clipper Special” 
Pin will outwear any substitute for the rawhide pin 
yet devised. 


Made of a specially treated friction resisting sub- 
stance—tough and durable, yet pliant. 


An exclusive Clipper product—made with Clipper 
precision and uniformity. And sold AT EXACTLY 
THE SAME PRICE as Clipper Rawhide Pins. 


Immediate Delivery in Any Quantities 











The Clipper Belt Lacer 


Universally recognized as the most 
efficient lacer in the world. Guar- 
anteed indefinitely—kept in perfect 
working order FREE OF CHARGE, 
provided Clipper Belt Hooks are 
used exclusively in its operation. 
Over 210,000 Clipper Belt Lacers 
now in use. More than 1,800 sold 
every month in the year. 
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Clipper 
Belt Hooks 


Clipper Belt Hooks (100‘. staggered) are made 
from Swedish Steel, the greatest fatigue resisting 
steel obtainable for this purpose. 


Clipper Belt Hooks are actually sold for 30‘: less 
than other makes, notwithstanding the fact that 
Swedish Steel costs 20°: more than domestic steel. 
This is possible only by reason of the efficiency of 
Clipper manufacturing methods and the tremendous 
volume of Clipper Hooks produced. 


3,500,000 Clipper Belt Hooks Shipped Daily 


Standardize on Clipper Belt 

Hooks, Clipper Pins and the 

Clipper Belt Lacer for in- 

creased production, economy 
and satisfaction. 


Srigh Avy 
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» Make that joint 
| permanently tight! 
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|N a gasket, it is the material that 
ch | counts; the time and labor of 
ie >| cutting and fitting go for noth- 
ing if the packing used is not the right 
grade for the work. 


Wherever INDESTRUCTIBLE White 
Sheet Packing is used, a perfect joint is 
the result—one that will remain tight in- 
definitely. It will not yield to the attacks 
of steam, air, ammonia, hot or cold 
water, gas or creosote. Sufficiently firm 
in composition as not to flatten out when 
the bolts are drawn up. 











Carried in stock at all our branches in all 
thicknesses up to 1% inch, 36 inches wide. 


For especially tough jobs, use Style 29 Inde- 
structible with brass wire insertion, or Style 
30 with iron wire insertion. 


NEW YORK BELTING & PACKING CY. 


High Grade Rubber Goods for Mechanical Purposes 


New York Boston Chicago Philadelphia 
Pittsburgh St. Louis San Francisco 
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The Treasure Chest 
| in the Stock Room 


Bunting’s Bronze Bar Shop Assortment con- 

tains 5 cored and solid bars of Bunting Phos- 

phor Bronze which meet over 90 per cent of the 
daily needs of the general shop machinist. In a 
strong, wooden box with a hinged lid. Conveni- 
ent, economical. Simplify your bar business. 
Sell them Bunting Shop Assortments. 


THE BUNTING BRASS & BRONZE CO. 
Toledo, Ohio 


Branches and Warehouses at 





; Z 
: 
NEW YORK (LEVELAND CHICAGY \ PHILADELPHIA SAN FRANCISCO BOSTON 
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“But, General, 
you can’t actually 
teach digging!” 


“Certainly. And it’s well worth 
while.” 

“Why?” 

‘Because when men are taught 
to dig properly, eight hundred 
men can do the work of one thou- 
sand untrained men.” 


What are the 


* Astonishing ! 


most important points of this 
science of digging? I’m curious.’ 


“Two. First, let the weight 
of the body do most of the work. 
Second, use a properly balanced 
shovel.” 


Wood's Mo-/yb-den-um Shov- 


els are properly balanced and 
would meet the U. S. Army’s 
requirements for the science of 
digging. Carpenters’ and ma- 


chinists’ tools have had the proper 
hang for years. Now, the science 
of digging has a tool of the 
proper hang—Wood’s Mo-lyb- 
den-um Shovels. 

These shovels will not break. 
The blades are made of the 





strongest alloy steel 
there is, molybden- 
umsteel. Their life 
is from two to six 
times that of ordi- 
nary shovels. Great 
pressures will bend 
them, fatten them 
out and they will 
7 resume their normal 
But that is all. They are 
indestructible. 

The Moly-D handle will not 
crack, check or split. Workmen 
like it because it is easy to grasp 
and comfortable on the hands. 
lhe “Step” on the upper end of 
the blade them a broad, 
comfortable surface to push on 
with their feet. It does not bite 
into the shoe ,and, besides, mate- 
rially strengthens the blade. 

The men like this shovel be- 
cause of its comfort features. 
Purchasing executives should con- 
sider its ultimate economy in plac- 
ing their orders. Write for de- 


gives 


scriptive folder. We are also 
makers of carbon steel shovels 


under the following brands: 
Wood, Stuart, Wilson and Piqua. 
The Wood Shovel & Tool Com- 


pany, Piqua, Ohio. 


Wood’ 


Mo-lyb-den-um 


em The American Super Steel 





Shovels 

















Distributors of Wood’s Mo-lyb- 
den-um Steel Shovels 
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Fort Smith, Ark K ‘ 
Fort Wayne, Ind.—Fort Wayne Oi & Su; ( 
Grand Rapids Mn L=--West Michigan } 
Heitmann Co 
West Va.-Kk Hl 
J. Holliday & Co 


meron & Barkley Co 
nley Metal & Hardware Ci 
vessee Mill & Mine Su y ¢ 
Bros. & eau 
ston Mine & Mill Supply ¢ 
n Hardware & Supply ¢ 
n-Bevis €¢ 

t ou ir 
ly 





Supply Ce, 









a—F. T 
a.—Railey- Milan Wha ire C 
kee, a ee » Gross via re war « 
Ss ly 
Minne apn sis Stim n—m—Warner Hardware Co. 
oe ntgomery, Ala.—Alabama Machinery & Supply | 
wy ‘Ork ans, La lyde 
New York C ity, 
Moc re, In 


Company 
x. v. —Manning, Maxwell & 





New Ye » N. Y.—Whitehead Brothers €: 
Norfolk, Va.—Empire Machinery & Supply Cory 
Oklahoma City, Okia.—Mideke Supply ¢ 

Omaha, Nebr. 

Omaha, Nebr. 


€ i 
Pa.—Coates and Rainear, Ine 
la.—George F. Pettinos, 1206 


Philadelphia, 
Mhile - Iphia, 


ust St. 
Phlladetphits, Pa—R. J. Crozier Co. 
licher, kla.—Cox Machinery Co. 


Pittsburg = Pa Frick & Lindsay 

Portland, Oregon—Koad Builders’ 

Providence, I Whitehead Bros 

Richmond, ar H KC 

Rochester, Mf PS . Roby € 

Rochester, N. Y.—D. D. Baxter 

Rockford, Ill.- Swords Brothers Co. 

Saginaw Mich.—Morley Bros, 

St Louis, Mo.—Slizo Iron Store Co. 

St. Paul, Minn.—Raymer Hardware Co. 

Salt Lake City, Utah—Salt Lake Hardware Co. 

San Antonio, Texas—Alamo Iron Works 

San Francisco, Cal.—Baker, Hamilton & Pacitie (x 

San Francisco, Cal.—Dunham, Carrigan & Jayde: 
Co. 

Se ttle, Washington—Schwabacher Hardware (Co 

veport, La.——Thomas-Ogilvie Hardware Co. } 

arias, Washington—Holley-Mason Hardware (+ | 

Springtield, Mass.——Hedge & Mattheis Co. 

Syracuse, N, Y.—Burhans & Black, Inc. 


yas nt Co. 
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Tampa, Fla.—Cameron & Barkley Co. 
Toledo, Ohio—RBostwick-Braun Co, 

Utica, N. Y.—Finney & Fuller Co., Inc. 
Wheeling, W. Va.—Greer & Lain 
Youngstown, Ohio—Stambaugh- ae son Co, 
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EASY WORKING PIPE 


for use about the Plant 


At the power house—-and around the plant—it is frequently necessary to 1n- 
stall pipe on short notice. Here and there both long and short lengths must be 
pressed into service—oltten under ditheult installation conditions, with time 
an important factor. 

Under such circumstances, it 1s desirable to have an easy working pipe at 
hand—one that can be bent into form or threaded with comparative ease—a 
pipe that helps speed up the job and at the same time is used with the satisfac- 
tion of knowing it will give good service when installed. 


The modern processes used in the manufacture of “NATIONAL” Pipe are 
intended primarily to produce durability and dependability in the product, but 
they also result in practical working advantages for those who install pipe. Ask 


for “NATIONAL” Bulletin No. 1. 


NATIONAL TUBE COMPANY, PITTSBURGH, PA. 


General Sales Offices: Frick Building 
DISTRICT SALES OFFICES 
Atlanta ome Chicago Denver Detroit New Orleans New York Salt LakeCity Philadelphia Pittsburgh St. Louis St. Paul 
PACIFIC COAST RE oo SENTATIVES: U.S. Steel Products Co. San Francisco Los Angeles Portland Seattle 
XPORT REPRE SE NTATIVES : U.S. Steel Products Co, New York City 


NATIONA 








99 











When writing to Advertisers please mention Mitt Suppties. 














Tiron seme newe cen « 


WMLL, QUPPLUIES 














THE NEW POWELL 
150 POUND PRESSURE GATE VALVE 


Designed for service where conditions demand a High Grade, 
compact, inside screw stem gate valve. 


BRONZE BODY—NON-RISING STEM—SOLID WEDGE DISC 


Has tapered dise and seat and gland packed. All valves thoroughly 
tested and guaranteed. 


SIZES 4 TO 3 INCHES 
Write for Descriptive Literature 


THE WM. POWELL COMPANY 


DEPENDABLE ENGINEERING SPECIALTIES 
CINCINNATI, OHIO 

















Wickwire Spencer begins to 
make rope at the mines. E-very 
process all the way from the ore 
is controlled within one organ- 
ization. 


The’ result is wire rope of uni- 


form top quality, the kind that 
makes repeat orders. 








Wickwire Spencer Steel Company, Inc. 


General Offices 
41 East Forty-second Street, New York 


Worcester Buffalo Philadelphia Cleveland Detroit Chicago San Francisco 


Los Angeles Seattle 
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An Independent Monthly Journal Devoted to the Interests of the Manu- 
facturers and Distributors of Mill, Steam, Mine and Machinery Supplies. 
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THE CRAWFORD PUBLISHING CO. 
537 South Dearborn Street 
CHICAGO 


Member Audit Bureau of Circulations, Associated Business Papers, Inc., 
National Conference of Business Paper Editors, Chicago Business Papers 
Association 


B. H. CRAWFORD-McNASH, CLAY C. COOPER, 

President and Treasurer Vice-President and General-Manager. 
CARL W. MILLER, Secretary 

CLAY C. COOPER, Editor JOHN A. CRONIN, Assistant Editor 

E. N. GRANTVEDT, Special Representative 











two-color advertisements close 
preceding date of publication. Single- 
If mailed after the 18th, copy, cuts and 
class postage and special delivery stamp 


Advertising—Advertising forms containing 
on the 20th of each month 
color forms close on the 22d. 
plates should carry first 
to insure delivery. : 

Subscription Rates—United States, $1 a year; to all other countries, $1.5 
a year. 

Discontinuances—Before expiration of subscription, notice is sent to the 
subscriber. The majority of our subscribers prefer to have their 
file of MILL SupPLIES unbroken, so the publisher earnestly requests an 
early renewal of subscriptions. 


Entered as second-class matter, August $d, 1917, at the post office at 
Chicago, Illinois, under Act of March 8, 1879. 


Coypright, 1925, by The Crawford Publishing Co 
THE SHERMAN ANTI-TRUST LAW 

In every direction business men are studying their 
manufacturing and distributing errors and weak- 
nesses, and are pushing plans to overcome them. 
Recently associations holding a large proportion of 
the broadest minded and most energetic factors in 
the mill supply manufacturing and distributing 
fields, met in annual conventions. They never met 
with more serious intent to lay their cards on the 
table, face up, to reveal what was wrong with the 
game, and to devise ways and means to change the 
rules of play so as to give every honest player, 
according to his deserts, an even chance. 

There was revealed, among other things, a wide- 
spread feeling that the Sherman Anti-Trust Law, as 
at present interpreted and enforced, is a repressive 
and destructive instrument. Not only that, but as 
it now works it is odiously inconsistent, compelling 
one great industry to make price agreements that 
if arrived at by another industry would land the 
price makers in the penitentiary. The framers of 
this law no doubt had the best of intentions, but 
the law has been so distorted and misunderstood that 
the framers could not possibly recognize it. It is 
not necessary to repeal it, for anti-trust legislation 
is no doubt a necessity, but the law as it stands does 
need modifying and clarifying drastically. The 


law has so long been regarded as an ogre, that 
associations, corporations and individuals have 
become afraid to find fault with the monster for 
fear of reprisals. That day is soon going to pass, 
and the three mill supply associations, representing 
both manufacturers and distributors, are pledged 
to boldly back a movement to secure a modification 
of the law. It is realized that the first move is 
to secure the support of other industrial and com- 
mercial bodies in an effort to bring substantial 
pressure on our national lawmakers. It may and 
probably will be a job of considerable magnitude, 
but if pressed with consistent and persistent energy, 
great things can eventually be accomplished. 





BUSINESS FACTS AND FICTION 

It is increasingly difficult these days for the tired 
business man to discriminate between facts and 
fiction, as presented daily, covering the health of our 
industries. It is probably true that a lot of 
individuals are losing money, as are some corpora- 
tions, particularly in certain definite groups, while 
the country as a whole appears prosperous and 
happy. Because the people in the United States are 
generally well employed at high wages and salaries, 
the banks are loaded with money. Despite this, or 
because of it, everybody is living extravagantly, and 
high priced bath tubs and fixtures, automobiles, 
radio sets, de luxe wearing apparel, jewelry, and 
building materials continue to move from manu- 
facturer to consumer with speed and supposedly 
some profit. The railroads are operating on a safe 
margin, and the car loadings of merchandise 
continue in great volume. Our purchases of foreign 
raw materials and finished goods are heavy, but 
despite that our sales abroad are even greater. Our 
farmers are receiving profitable prices for every- 
thing they have to sell, the pound sterling is nearing 
par, stock and bond market values are steadily 
advancing, automobile production is at its peak, the 
government is reducing taxes and saving money, and 
there you are. 

What do you make of that, Dr. Watson? Is the 
ship of business going on the rocks? If the country 
is really up against distressing commercial and 
industrial conditions, then the railroads, banks, the 
government, the newspapers and a lot of statistical 
reporting agencies are engaged in a deep laid plot 
to convince us we are in abundant business health, 
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when in fact we are suffering from an incurable 
disease. 

We are a great people, we in the United States 
who love to call ourselves Americans, to the ex- 
clusion of the remainder of the inhabitants on the 
western hemisphere. temperamental, 
idealistic, we make of life and business a tremen- 
dously interesting game, and play it to the limit. 
Of course we often kick at the hands we hold, for 
that is part of the game, and is used many times 
to cover a well timed bluff. Standing pat is oft 
times a most vigorous offensive, and that contributes 
to making business the very great game it is, if you 
do not weaken. 


Restless, 





“BETTER SELLING” IS NEEDED 

If we were asked to name the outstanding lesson 
t was driven home by the mill supply conven- 
tions this year, we would say without hesitation that 
it was the need of better selling of mill supplies, 
and greater appreciation of the mutual responsi- 
bility of the manufacturers and distributors to this 
end. 

Speaker after speaker stressed the importance of 
this ‘‘better selling’? idea. William Staniar, belting 
and transmission engineer of the E. I. du Pont de 
Nemours company, made it the main theme of his 
very interesting address. S. Horace Disston, of 
Henry Disston & Sons, Inc., named it as the most 
important duty of both manufacturers and dis- 
tributors. Frederick H. Payne, president of the 
Greenfield Tap & Die Corporation, likewise empha- 
sized it in his convention address. Nearly all of the 
dealers who were on the program drove home the 
point in one way or another. 

Under this general heading of ‘better selling” 
must be placed several underlying duties, shared 
alike by both manufacturers and dealers. In the 
first place, it is highly desirable that the former 
shall pay more attention to sending out to their 
dealers only salesmen who are highly trained in 
knowledge of their own products, and who can assist 
the dealers in securing a better understanding of the 
individual products and the sales arguments best 
suited for use by the dealers’ salesmen. It is equally 
essential that dealers should see that the members 
of their sales organizations are trained along the 
proper lines, with the thought of profitable sales 
uppermost in their minds. 

In the second place, manufacturers must bear in 
mind at all times the thought that a high class of 
dealers is absolutely necessary for the economic dis- 
tribution of manufactured products, and that when- 
ever they as manufacturers do anything that upsets 
the orderly functioning of the dealers, they are by 
that very action injuring their own organizations, 
because the dealers must be considered as part of 
each individual manufacturer’s organization. 

On the other hand, it is important that dealers 
should do everything within reason to reciprocate 
with those manufacturers who are co-operating with 
them in every way. 

Another angle of this “better selling’ idea that 
was emphasized during the convention meetings, is 


1 
that 





that in order to sell right, it is absolutely necessary 
to know the costs of doing business. This was driven 
home by Mr. Payne, who incidentally said that while 
co-operation with a view to agreeing to maintain 
prices is unlawful, there is nothing unlawful about 
having a proper cost system, and spreading the glad 
tidings in any direction in which it will be bene- 
ficial to individual companies; nor is it unlawful 
for a group of competitors to agree not to do busi 
ness below cost. 

Back of the entire idea of ‘better selling” is the 
necessity of getting away from the nightmare of the 
past vear’s experience, in which, as J. L. Pitts, re- 
tiring president of the Southern Association, stated, 
distributors were “volume mad and profit foolish.” 
As Mr. Pitts sees it: “If we are to assume that the 
usual sales possibilities have been reached, we can 
but admit that there is something radically wrong 
in our system of distribution which has reduced our 
profits to a dangerously meager margin. It is a 
legitimate presumption to say that this condition is 
one not voluntarily sought or desired by any of us, 
but has come about by circumstances which should 
at least be analyzed, and if possible met by construc- 
tive remedies in order not only to prevent expensive 
dissolutions among distributors, but to cure in its 
incipiency a policy which, if permitted to reach its 
final culmination, will result in economic loss to the 
various localities which we serve.” 

It is, therefore, the duty of each manufacturer 
and distributor of mill supplies to assume his por- 
tion of the mutual responsibility to the consumer. 
If it is essential for manufacturers to see that their 
salesmen are properly equipped to do the best job 
of selling, it is even more essential that the salesmen 
of the mill supply houses should be properly 
equipped, and that involves a duty on the part of 
both manufacturers and distributors to the end that 
these salesmen calling on the consumers be given all 
possible assistance in their work. 

There is every reason to believe that the desire 
to co-operate with the dealers is stronger than ever 
before in the minds of the manufacturers, and with 
this highly: commendable spirit hovering over the 
mill supply field, it is an auspicious moment for 
launching a campaign for “better selling.” 





DECREASE SMALL DROP SHIPMENTS 

When one digests some of the figures presented by 
Charles W. Beaver in his address at the Atlanta 
convention, and realizes the great demands which 
have been made upon manufacturers during recent 
months for sending out small drop shipments direct 
to dealers’ customers, it is difficult to do anything 
other than to condemn the practice. 

Mr. Beaver has no axe to grind. He is now 
engaged in the very pleasurable task of taking a 
long and well earned vacation. What he told the 
members of the American Supply and Machinery 
Manufacturers’ Association and the Southern Sup- 
ply and Machinery Dealers’ Association was based 
on his personal investigations. It was a forceful 
presentation of some very pertinent statistics in 
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connection with a major problem in this mill supply 
field. 

The conclusion which Mr. Beaver reached is that 
the simplification and quick turnover problem of the 
past six years is overreaching itself. This over- 
reaching is evidenced in the tendency to carry a 
smaller stock than appears necessary so that the 
dealers are constantly requesting small shipments 
hy express or parcel post. 

Clerical expense of handling these small orders is 
just as great as for handling orders of several times 
their size, and as Mr. Beaver showed, where a man- 
ufacturer shipped from 50,000 to 75,000 parcel post 
packages ten year's ago, he now ships four times that 
many in a vear. This cannot help but increase the 
cost of doing business. 

\Ve consistently hold to the value of keeping close 
watch on distributors’ stocks, and know that a rapid 
vate of turnover is business of the highest type, but 
distributors must not let the theory of turnover 
supersede the practical workings of their own 
HUSINeSS. 

All mill supply house executives should endeavor 
to reduce, as far as is consistent, their demands on 
he manufacturers for direct shipments, holding 
+] 


them down as nearly as they can to those fill-in 
orders which are at times necessary between the 
receipt of larger stock shipments. 

As Alvin M. Smith aptly expressed it, “the dealer 
who doesn’t keep his stock in such shape as to fur- 
nish the consumer with his needs is not a dealer; 
he is a curb-stone broker.” 





ACCOMPLISH IT BY ACTION 

One big obstacle in the way of eliminating abuse 
of the cash discount has always been the ever 
present fear of losing business to the other fellow, 
who isn’t so meticulous about throwing away his 
earnings. Dealers will all recall some experience 
along this line, wherein a customer, to whom com- 
plaint was made about discounting his bills after 
the allowable date, threatened to give the business 
to some other company. One way in which this evil 
was satisfactorily corrected was explained by a big 
jobber, and while the remedy is not applicable to all 
such cases, there isn’t any question but what it is 
an effective one in many instances. 

In the particular case cited, the jobber had been 
selling to some large companies, and the latter had 
been taking their discounts at periods of 30 to 60 
days. When complaint was made by the jobber, the 
customers threatened to discontinue doing business 
with the supply house, and to give their future 
orders to some other distributor. 

There were only three things to do: Either to 
allow the abuse and continue to lose money, refuse to 
stand for it and lose the business, or save both 
the business and the money by making a _ well 
planned fight. 

The last named course was the one taken by the 
jobber. He went over the heads of the men who had 
made the decision, and went direct to the presidents 
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of the big corporations. It is always much easier to 
get an equitable settlement of a vexatious problem 
when the heads of two big business organizations 
meet to decide a question of mutual interest, rather 
than where a settlement must be reached with those 
who are lower down on the business ladder. 

Consequently the jobber made his point clear in 
two very important cases, with the result that the 
discount terms were thereafter rigidly adhered to 
by the customers. 

[It is readily realized that it wouldn’t be good 
policy to go over employes’ heads in all instances, 
or that all heads of manufacturing organizations 
would acquiesce after having the facts laid before 
them. 

However, there are times in which it is right and 
proper, in fact the only course, to go direct to head- 
quarters, and if you get your story across to the 
proper person, your chances of winning your point 
are greatly enhanced. 

This discount abuse has been talked about and 
talked about for so many years that it is getting to 
be an old, old story. Yet, like the poor, it is always 
with us, and the best way to correct it is to keep 
working out practical remedies. 





LOWER YOUR CREDIT RISKS 

There is probably no phase of the distributing 
business which has more importance than that of 
the credit risks. Even the making of sales at an 
apparently favorable margin of profit proves mean- 
ingless, unless the money in payment of the goods 
is received. Paper profits that must be written off 
because of dead accounts are indeed no profits at 
all; rather, they are distinct losses to the business, 
because they involve not alone a profit item, but a 
capital expenditure and a cost of doing business as 
well. 

It would, therefore, be worth while for the mill 
supply distributors in various localities of this coun- 
try to take action in a way suggested at one of the 
mill supply convention meetings in Atlanta. Start 
local association work along the credit line. Several 
cities in the South are now well provided with this 
sort of association work. 

One of the Southern jobbers in discussing this 
important subject narrated an incident in which one 
of his customers had suddenly become shaky in his 
payments, and by accident he learned from another 
jobber that this customer was also heavily in debt 
to the other company. Had the two jobbers been in 
position earlier to secure accurate credit reports on 
this customer, they would have saved considerable 
sums of money. 

This is practical work that is perfectly legitimate. 
It’s the sort of work that means more money in the 
pockets of the dealers who carry it along. 

There is no such word as “can’t” in the mill supply 
dictionary when it comes to the formation of such 
iocal associations, because the latter have been 
organized in many localities, and they have been and 
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The measure of life is the cover 


Belting engineers know that Conveyor Belt life 
and the quality of the top rubber cover are di- 
rectly and intimately related. 


That is why such powerful, tenacious rubber is 
used in making the top covers of Mechanical 
Rubber Company Conveyor Belts. 


That is why they last longer. 


Also, these belts flex or trough easily,—edges 
are especially protected with tough rubber,— 
the type of duck provides ample, comfortable 
strength and banishes bother from stretching. 


All these factors together mean lowest cost per 
ton of material conveyed. The service records 
prove it. 


Marco Conveyor Belting—a belt of extraord- 
inary quality and stamina for the hardest duty. 


High Grade—a powerful, sturdy belt for aver- 
age duty. 
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ntion Was 


an Enthusiastic Gathering 


Attendance of 500 Manufacturers, Dealers and Guests—Business 
Programs and Entertainment Were Highly Profitable and Enjoyable 
—Speakers Stressed Need of More Emphasis on Selling—Resolution 
Favors Change in Sherman Anti-Trust Law—Honors to John C. Ruf 


It will be a long time before the 500 manufacturers, 
distributors and guests, who attended the joint conven- 
tion of the Southern Supply and Machinery Dealers’ 
Association and the American Supply and Machinery 
Manufacturers’ Association in Atlanta on May 5th, 6th 
and 7th, will forget how thoroughly enjoyable that gath- 
ering was. In point of attendance, in the high character 
of the business discussions, in the quality of the enter- 
tainment and in the general spirit exhibited on all sides, 
the convention was a marked success. It stands as 
another triumph for those forces which have long been 


AMERICAN ASSOCIATION OFFICERS 


President—John C. Ruf, I. B. Williams & Sons, Dover, 
N.H. 

First Vice-President—W. R. 
Pulley Company, Philadelphia. 

Second Vice-President—D. S. Brisbin, The Columbus 
McKinnon Chain Company, Columbus, Ohio. 

Third Vice-President—W. W. Sanderson, The Carbo- 
rundum Company, Niagara Falls, N. Y. 

Executive Committee—Chairman, Robert B. Skinner, 
Skinner Chuck Company, New Britain, Conn.; Horace 
Armstrong, Armstrong Bros. Tool Company, Chicago; 
W. C. Henning, A. Leschen & Sons Rope Co., St. Louis; 
B. O. Payne, Alexander Brothers, Philadelphia; W. F. 
Wright, Wright Manufacturing Company, Lisbon, Ohio. 

Secretary-Treasurer—F. D. Mitchell, Gotham National 
Bank Building, New York City. 


Simpson, American 


cementing good will between the manufacturers and the 
distributors of mill, mine and allied supplies, machinery 
and tools. 

The theme of the entire business program at the con- 
vention might very well be stated as “Better Business 
Through Greater Co-operation.” Time and again leaders 
of the various discussions emphasized in their remarks 
the need of giving more attention than ever before to 
more progressive selling; more intensive training of 
salesmen, both manufacturers’ and dealers’; and greater 
thought to the problem of elimination of price-cutting 
by keeping ever in mind the cost of doing business. 

The excessive cost of small drop shipments by express 
or parcel post direct to dealers’ customers was pointed 
out. Distributors were urged to eliminate as far as 
possible such practices, and to return to the more eco- 
nomic plan of keeping reasonable stocks in their ware- 
houses to meet the demands of their customers. 

Speakers representing both manufacturers and dealers 
made it clear that the responsibility of producers and 
distributors is a mutual one, and that by proper co-opera- 
tion between the two factors the greatest good can be 
secured. 


While no formal action was taken condemning alleged 


wasteful newspaper advertising schemes, the applause 
which greeted the speakers who discussed this problem 
left no doubt as to the views which are generally held 
regarding the growing tendency of promoters to endeavor 
to secure from manufacturers financial support for spe- 
cial editions. 

The most important resolution passed by the American 
Supply and Machinery Manufacturers’ Association was 
one which placed the association on record as favoring 
an amendment to the Sherman anti-trust law, to permit 
closer co-operation among business men generally, “while 


SOUTHERN ASSOCIATION OFFICERS 
President—George Winship, Fulton Supply Company, 
Atlanta. 
First Vice-President—L. J. Larzelere, Farquhar Ma- 
chinery Company, Jacksonville. 


Second Vice-President—T. F. Bailey, Banks-Miller 
Supply Company, Huntington, W. Va. 


Executive Committee—Chairman, J. L. Pitts, Brown- 
Roberts Hardware & Supply Company, Ltd., Alexandria, 
La.; James Biggs, Hardwicke-Etter Company, Sherman, 
Texas; R. M. Williams, Thomas Cox & Sons Machinery 
Co., Little Rock, Ark.; T. C. Keeling, Nashville Machine 
& Supply Company, Nashville, Tenn. 


Secretary-Treasurer—Alvin M. Smith, Smith-Courtney 
Company, Richmond. 


forbidding agreements which are calculated to produce 
monopolies.” A committee was appointed to urge upon 
congress the necessity of making such a change in the 
existing law, and to co-operate with similar committees 
from other organizations towards this end. 

The American Association paid a marked compliment 
to its president, John C. Ruf, by re-electing him for 
another term, the first time in the history of the organi- 
zation that such an honor has been accorded to a retiring 
president. 

The entertainment program included a “Southern 
Potpourri” on Tuesday evening in the ballroom of the 
Atlanta-Biltmore hotel—convention headquarters—fol- 
lowed by dancing and a buffet supper; a card party and 
ride around the city for the ladies on Wednesday after- 
noon; and a ball and buffet supper at the Piedmont 
Driving Club on Wednesday evening. 


THE CONVENTION COMMITTEE 


The convention committee, to whom a large share of 
the credit for the success of the gathering must be ac- 
corded, included the following: 

General Chairman—George Winship. 

Entertainment Committee—H. P. Nelson, chairman; 
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L. J. Leary, W. W. Brown, L. L. 
Watts, J. R. Walraven, W. R. C 
and John F. Rawls, Jr. 

Registration Committee—H. E. Dickerman, chairman; 
W. W. Brown, Charles Moses, Arthur Robinson, J. R. 
Walraven. 

Finance Committee—Charles P. King, George Winship. 

Reception Committee—H. E. Dickerman, chairman; 
William F. Wright, D. H. McPherson. 

Ladies’ Committee—Mrs. Charles P. King, chairman; 
Mrs. W. W. Brown, Mrs. W. Brown Botts, Mrs. W. R. C. 
Smith, Mrs. Howard Conway, Mrs. John F. Rawls, Jr. 


. Smith, Charles P. King 


TUESDAY’S FIRST JOINT SESSION 


Speakers Point Out the High Cost of Handling 
Small Drop Shipments 


The first joint session of the convention was called to 
order at 2:50 o’clock Tuesday afternoon, with N. A. 
Gladding, vice-president, E. C. Atkins & Co., Indianapolis, 
presiding. President J. L. Pitts of the Southern Asso- 
‘lation and President B. H. Ackles of the National Asso- 

















John C. Ruf, Re-elected President, American Association 


ciation were invited to sit on the platform, and later in 
the session, Mr. Pitts suggested to the chairman that 
President John C. Ruf of the American Association 
should also be requested to add his presence to the plat- 
form group. 

The first topic for discussion was “Small Drop Ship- 
ments by Express or Parcel Post Direct to Dealers’ Cus- 
tomers.” Mr. Gladding read an address which was deliv- 
ered by Fayette R. Plumb, president of Fayette R. 
Plumb, Inc., Philadelphia, at a hardware convention in 
Atlantic City in October, 1923, in which Mr. Plumb 
pointed out the inordinate cost of such direct shipments. 

The Western Electric Company, according to Mr. 
Plumb, made an investigation of the cost of filling small 
orders. The company does its own jobbing business. It 
was found that 60 per cent of its orders were for less 
than $25, and that in one year the company lost $750,000 
upon those orders, whereas it made $3,400,000 on the 
remaining 40 per cent of the orders, which were over 
$25 in value. 

Charles W. Beaver, formerly sales manager of Yale & 
Towne Manufacturing Company, was then called upon to 
lead the discussion on this subject. Mr. Beaver enumer- 
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Sullivan, George E. ated some pointed statistics which he had secured from 


several manufacturers. 

One manufacturer said that his orders of two dollars 
or less in value average 30 per cent of his total. Another 
manufacturer reported that his parcel post orders have 
grown twice as fast as his other orders during the past 








George Winship, Elected President, Southern Association 
three years. A third said the average value per pound 
for 350 orders is $1.25, and that the average value of 
all small orders he received is $5.32. A fourth manu- 
facturer reported that in 1923 he had 237,643 parcel post 
shipments of a total weight of 793,344 pounds, or an 
average of 342 pounds per package. 

“The present day tendency,” said Mr. Beaver, “seems 
to be not only to very materially reduce the styles, sizes 
and so on, carried in stock by dealers, but at the same 





Alvin M. Sinith, Secretary-Treasurer, Southern Association 
time to carry a smaller stock than appears necessary so 
that it makes it necessary to constantly be receiving 
small shipments by express or parcel post. 

“These parcel post shipments are requested not only 
by retailers from the wholesaler, but in many cases whole- 
salers order goods from the manufacturer to go forward 
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HE introduction of the Dodge Wood Split Pulley 
forty years ago marked the beginning of Dodge 
supremacy in the power transmission field. 


The Dodge Idea of standardization and interchange- 
ability permitted the stocking of pulleys, hangers, 
bearings, and other power transmission appliances by 
local mill supply and machinery dealers, with only a 
moderate investment and assuring a good margin of 
profit. 


Year by year more and more leaders in all fields of in- 
dustry have standardized on Dodge not only because 
of the power savings and operating satisfaction char- 
acteristic of Dodge products but because they are able 
to concentrate their purchases and secure the important 
advantages offered by the nationwide distribution of 
Dodge products. 


Dodge leadership is the logical result of continual engi- 
neering development to meet the changing require- 
ments of industry, modern manufacturing methods and 
distribution that has kept pace with increasing demand. 


When you are talking transmission to your prospect 
remember that you are selling the only complete line 
of power transmitting equipment. The Dodge line in- 
cludes every appliance for the mechanical transmission 
‘of power but it goes even farther—it includes every 
type of every appliance for the most economical trans- 
mission of power under any service condition you may 
meet. 


We want every salesman selling Dodge transmission to 
receive the Dodge Idea—if you are not already getting 
it, fill out the coupon and mail it to-day. 





Send the Dodge Idea to 

Name 

Firm 

Home Address 

Cy ..... m Penn hones none 


State 
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HE Dodge catalogue and the “Dodge Sell-More Transmission 
Book” are big factors in the development of power transmission 
business. 


The catalogue in your prospect’s file works while you are away—bound 
in its covers is the selling talk that you deliver in person when you call. 


In the “Dodge Sell-More Transmission Book” is outlined a complete 
campaign that works at regular intervals calling the prospect’s atten- 
tion to the Dodge line and to yourself and your firm as representatives 
in their locality. 


If used properly and consistently the Dodge selling program can be 
made to cultivate and assist in the growth of the seeds you plant in 
person and the result must certainly be easier sales and increasing 
volume. 


DODGE MANUFACTURING CORPORATION 
General Offices: Mishawaka. Indiana 


Koorks: Mishawaka, Indiana. and Oneida. N. Y. 





EVERYTHING FOR THE MECHANICAL TRANSMISSION OF 





Branches: New York Philadelphia Pittsburgh Boston Cincinnati Newark Chicago 
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The Brooklyn Eagle Annex in the foreground is the home of the Brooklyn Eagle Commercial Printing Department and the 
Catalog Department of the Brooklyn Daily Eagle. The building with the dome is the home of the Brooklyn Daily Eagle. 


Standard 


“rl Mill Supply Catalogues “sis 


HE COMMERCIAL PRINTING DEPARTMENT of and Salesmen—bring to their task of Trade Cata- 
Tike BROOKLYN DaiLy EAGLE was established logue making many years of actual experience in Miil, 
in 1836, and now operates a plant which for me- Hardware, Automotive, Electrical and Plumbing 
chanical excellence and efficient organization has no Supply lines, in addition to a practical knowledge of 
superior in the entire country. printing and’ skill in book making. 

The CATALOGUE DEPARTMENT of the BROOK- We offer experience, responsibility, integrity and 
LYN DaiLy EAGLE was established by the purchase ability of a high order. We offer speed, which is 
of the assets and the engagement of the personnel so important to the Mill Supply Jobber. 
of the MorGNER CATALOGUE ComPANY. This We would appreciate the opportunity of discussing 
was done at the earnest request of a number of with you our facilities and prices for an individually 
prominent Jobbers who considered it advantageous to compiled catalogue, built to exactly fit your business 
the trade in general to have another responsible, efh- and so arranged as to be of utmost assistance to your 
cient and well financed Catalogue House in the field. inside organization as well as to your customers—a 

The entire personnel in our catalogue organiza- fact which is consistently overlooked in the average 
tion—Editors, Compilers, Compositors, Proofreaders Mill Supply Catalogue of today. 


THE CATALOGUE DEPARTMENT 
BROOKLYN DAILY EAGLE 


“Your Catalogue When You Want It” 
305 WASHINGTON STREET BROOKLYN—NEW YORK 
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by parcel post. It has been proven by many students that 
the amount of clerical and paper work required in con- 
nection with the handling of an order by the manufac- 
turer represents a substantial part of the selling expense. 
This expense varies in almost direct proportion to the 
value of the order handled. Clerical expense of this kind 
is practically the same for an order calling for $10 worth 
of goods as it is for an order calling for $1,000 worth of 
I know one manufacturer who spent the average 
sum of $9.00 per order during 1924 in selling expense. 
While this figure covered clerical expense as well as cost 
of traveling salesmen, I know of another manufacturer 
who actually spent $1.51 on every order for typing the 
order, checking the stock and handling the records. This 
is quite apart from the expense of the traveling sales- 
men. It is easy to see that an expense of $1.51 for cler- 
ical labor in handling a $5.00 order represents about 30 
per cent expense. What opportunity has the manufac- 
turer to do anything but develop a heavy deficit on a five, 
or fifteen dollar order when it him $1.51 for 
nothing 
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clerical work alone to handle this order, to say 
of the additional expense in administration? 








oS By 
Ss Past Presidents of American Supply and Machinery Manufacturers’ 
ociation. in Attendarece at Atlanta Convention Standing, left to right, 
H. E. Dickerman, George T. Bailey, N. A. Gladding, Farnham Yardley 
Charle iW. Beave Seated, Joseph M. Hottel. 


“T have heard wholesalers state that two-thirds of their 
orders are for less than $25 each. I have heard other 
wholesalers state that the expense of handling any ship- 
ment under $15 exceeds the margin of profit on the 
transaction.” 

Mr. Beaver said he knew of manufacturers who are 
now making 200,000 to 250,000 shipments by parcel post 
each year. The question is, where is this going to stop. 
It is invariably necessary from time to time to get quick 
shipments in case of stock depletion to last until the 
larger shipment arrives by freight. This kind of ship- 
ment should be encouraged, but where it is a case of let- 
ting the stock run low and depending on parcel post to 
keep it rounded out, all should try to remedy it. 


DIXON C. WILLIAMS’ PROPOSAL 


The next speaker on the program was to have been 
A. B. Weddington, of the General Supply and Machine 
Company, Meridian, Miss., but Mr. Weddington could 
not be located. In the interim Dixon C. Williams, presi- 
dent of the Chicago Nipple Manufacturing Company, in- 
troduced the subject of what he termed ‘unparalleled 
price-cutting.”’ Mr. Williams expressed the belief that 
steps should be taken, if not to repeal, at least to mate- 


rially modify the iniquitous Sherman Law. This 
gestion was greeted with enthusiastic applause. 

“The Standard Oil difficulty,” said Mr. Williams, 
“brought into existence the Sherman Law—and the Clay- 
ton Act is as bad in many respects—you know the pur- 
pose for which it was put on the statute books. Now 
the department of justice unhesitatingly uses it as a club 
and certain interests throughout this country, certain 
seekers after personal popularity, certain honest men who 
think they are within their rights, are using it for the 
purpose of intimidation. 

“T have in my pocket a report of the Oppenheim-Obern- 
dort Company, commonly known as the Seal-pack Com- 
pany. In the statement made by Mr. Moran, who reports 
the adverse action against this company, forbidding them 
to confer, forbidding them to have anything like an 
agreement of any kind or character until the law 
changed, I find this: ‘That efforts are being made, there 
are bills now pending in congress, seeking to legalize, 
openly however, contracts for the maintenance of the 
resale prices of trade-marked or otherwise identified 
merchandise.’ But, Mr. Moran’s statement to this 
effect: ‘That until the Sherman Law and the Clayton 
Act, as well as the Federal Trade Commission, have been 
treated by the United States Congress, and amendments 
to these made, modifications of them, you dare not at- 
tempt to sell your goods at a profit if a condition obtains 
such as obtains now, certainly as the result of conference 
together.’ ” 

Mr. Williams then urged that a resolution be passed 
by the associations, appealing to the proper authorities 
to take action in this matter, and also that a committee 
be appointed by each association to go into this question, 
to prepare the act which they wish introduced, and to 
get behind it. 
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ALVIN M. SMITH GIVES DISTRIBUTOR’S SIDE 


Alvin M. Smith then stepped into the place left vacant 
by Mr. Weddington’s absence. He began by citing the 
fact that the parcel post was merely another of the 
already high overhead costs tacked on by the entrance 
of the government into the express business. 

“The government,” continued Mr. Smith, “is in the ex- 
press business; the consumer has taken advantage of it 
by sending us little orders for three, four or five dollars, 
which are just as expensive to get out and pack and ship 
and invoice and collect for as a large shipment of several 
thousand dollars. 

“The dealer objects to the manufacturer charging him 
a service cost. Naturally the manufacturer has a right 
to expect to charge for that service. There is only one 
thing left for the dealer to do, and that is to pass the 
same charge to his customer. His customer complains, 
and the dealer tells him, ‘Well, the manufacturer has 
charged it to me; I must in turn pass it on to you’; and 
the reply is the same one you get when our customer 
refuses to comply with our terms of payment: ‘Your 
fellow jobber doesn’t charge me anything for small ship- 
ment direct by parcel post or express, and if you insist 
upon charging it, why I am going to withdraw my busi- 
ness from you and give it to the other dealer, willing to 
waive that charge.” There again we get back to the 
question, what are we going to do about it. 

“There is another angle to this parcel post and small 
order shipment. That is the order that we get some- 
times from our customers for special goods which in the 
aggregate is small in dollars and cents, but which we 
must fill. The goods are not salable stock. It may be a 
saw with an additional number of teeth beyond the 
standard; it may be a piece of belting that is eight-ply 
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Get your copy of 
“Truck Casters’— 
its filed with 
practical informa- 
tion on Faultless 
Truck Casters and 
their application. 
We'll send it along 
on request, 


‘And there is a great deal less 
damage to our floors!” 


Moving heavy metal barrels is the job of Faultless 

Truck Casters in the factory of the Indiana Piston 

Ring Company. “The barrels are much easier 
handled,” is the report, “—and there is a great 

deal less damage to our floors.” 
The miles of wear in Faultless Truck Casters make another 
powerful reason for their popularity. It’s a good line—for 
users and for you. 


FAULTLESS CASTER COMPANY 


EVANSVILLE INDIANA 





FAULTLESS CASTERS 


Makers of Quality Casters for a Third of a Century 
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instead of the size carried in stock; or a two and one- 
eighth inch pillow block where two and one-sixteenth is 
standard. I know you manufacturers don’t want us to 
carry that sort of stuff in stock, but I know you want us 
to give the customer the service. Can’t you charge that 
to advertising? Can’t we use the standard list and 
standard discount on that particular stuff?” 

Mr. Smith later added that direct shipments from the 
manufacturers’ stocks are wrong for distributors, be- 
cause the place for the latter to distribute his stocks is 
from his warehouse. If you ship direct from the manu- 
facturer’s stock, you let the goods in your stock stand 
idle. Jobbers should move those products from factory 
to warehouse and from warehouse to consumer. Here is 
Mr. Smith’s conclusion: 

‘‘Now the dealer who doesn’t keep his stock in such 
shape as to furnish the consumer with his needs is not 
a dealer; he is a curb-stone broker, and we object in the 
distributing business to curb-stone brokers. That is not 
meant as a reflection on manufacturers’ agents who sell 
direct for the manufacturer to the distributor, and who 
let the consumer alone.” 


REMINDED OF THE GOOD OLD DAYS 


Frederick H. Payne, president of the Greenfield Tap & 
Die Corporation, was called upon for a few words, and he 
said that his company had sent out a letter to its good 
friends in December on this subject and that it had a 
very good result. “We had some very fine replies from 
the supply dealers,” he said, “‘and we called to their atten- 
tion that the number of orders that they had been plac- 
ing were all out of proportion to the volume. I will say 
that the orders we received the first quarter of 1925 
reminded us of the good old days when the orders weré 
placed the way they were in 1920.” 

TEXAS JOBBERS EDUCATING THE TRADE 

D. D. Peden, of the Peden Iron & Steel Company, 
Houston, was next called upon to speak. He spoke sub- 
stantially as follows: 

“It so happens that we are about as far away from 
the source of supply as most of the jobbers here repre- 
sented and down there in Texas. If I may tell vou a 
little bit about our own business, about which I know 
more than anything else, we have to carry a stock of 
goods which as a rule runs over $2,000,000, and we do 
just as Alvin said, as far as we possibly can; we buy in 
carload lots, big quantities; we try to order the goods far 
enough ahead to have them when the trade wants them. 
We teach them to buy close to home from the fellow who 
has the stock down there, so we can fill their orders 
promptly, and fill them satisfactorily so that they won’t 
have to be buying away up north and east from the 
manufacturer direct, or from the catalogue houses, to be 
shipped by parcel post or express. 

“We believe that by working together as we are doing 
down there among the jobbers of Texas and that terri- 
tory, we are educating the trade to patronize the jobbers 
more and more all the time, and although business has 
not been just what we would like to have it so far this 
year, we have seen some improvement over last year in 
the way the hardware retailers are buying from the job- 
bers and the supply people down in that territory. The 
general trade seems to be working more and more to- 
wards the jobbers, although, of course, the catalogue 
houses are getting their share. We jobbers are doing 
everything in our power to educate the trade to come to 
us for their needs, and we in turn are trying mighty hard 
to buy from the manufacturers in large quantities so that 
they can, if possible, reduce their costs to us, and we in 
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turn can reduce our costs. We hope that during this 
good year 1925 the fellow who sells $9,000,000 worth of 
goods can make more than $60,000 from his year’s 
efforts, because he discounts his bills to the manufac- 
turer, and unfortunately all his customers do not dis- 
count his bills to them.” 

Following Mr. Peden’s remarks, the first joint meeting 
was called to a close and Mr. Gladding passed the gavel 
over to D. R. Burr, who presided at the second session 
of the afternoon. 


TUESDAY’S SECOND JOINT SESSION 


Talks Better Salesmanship—Keeling 
Urges Standardization of Shafting 


Staniar on 


The second joint meeting on Tuesday afternoon was 
presided over by D. R. Burr, of the Goodyear Tire & 
Rubber Company, Akron. The first speaker on the pro- 
gram was William Staniar, belting and transmission en- 
gineer of the E. I. duPont de Nemours & Company, Wil- 
mington, Del. His topic was: “The Relation of Sales- 
men to Power Transmission.” 

Mr. Staniar emphasized the importance of sending out 
trained salesmen, as the lack of knowledge and the short- 
comings of some representatives are so obvious that it is 
difficult for the purchaser to understand how a reputable 
manufacturer or dealer can afford to be represented 
by an individual who knows nothing about the material 
he is trying to sell, or its correct application. 

“Order seekers, card deliverers and discount men,” 
said Mr. Staniar, “are doing the trade, and particularly 
the belting trade, a definite injury because salesmen of 
transmission commodities who call upon purchasing 
agents and mechanical engineers of large corporations 
not only make themselves ridiculous before men of this 
type, but they belittle the firms they represent. 

“Tt is realized that the average salesman need not be a 
trained engineer, but that is no excuse for his lack of a 
very necessary requisite for attempting to sell transmis- 
sion mediums, and that is knowledge. This requisite 
is just as necessary for the selling of belting and trans- 
mission machinery as it is for selling motors, boilers and 
engines, or in fact anything in the mechanical engineer- 
ing field, because due to the lack of knowledge of this 
very important subject on both the consumer’s and the 
seller’s part, belting and transmission materials have 
had unnecessary failures from abuse and misapplication 
since the year 1838, the dealer and manufacturer gen- 
erally having to bear the burden.” 


SOME ORDER SEEKERS HE HAS MET 


Mr. Staniar told a few of his personal experiences 
with order seekers. Here are two outstanding illus- 
trations: 

“Imagine a man coming into my office representing one 
of the largest rubber belting concerns in the country and 
expecting to interest us in his belt when he did not know 
the first principles of power transmission or what a fric- 
tion surface rubber belt really is. I asked the man what 
was the particular attribute of this brand. ‘Why,’ he 
said, ‘it makes the pulleys go around.’ I then asked him 
what friction the belt had. He said he didn’t know exact- 
ly what I meant. I really thought the man was kidding 
me, but he wasn’t. I then asked him the weight of the 
duck. He did not answer for a while and then said, 
‘Well, I’ll tell you; I don’t know anything about belting 
at all. I have only been in the business four days, and 
previous to that I was a coffee and tea salesman. 

“Another very recent case, as recent as April first of 
this year: A very smart looking chap came into the 

































rececmeeren 








Here is what the Best Pulley franchise 


will mean to you as a dealer— 


ist—Larger profits 
2nd—Bigger turnover 


3rd—Better service 


These are the three things you want. And these are the three 
big features which we have to offer you with the Best Pulley 
franchise. 


Larger profits—because we sell you Best Paper Pulleys direct from 
the factory. We have no factory branches to support. We make 
only one profit. 


Bigger turnover—because we stock our dealers only with pulleys 
we know they can sell rapidly. Our dealers have no slow mov- 
ing sizes to tie up their capital. 


Better service—because our dealers give immediate delivery. The 
man who wants a pulley wants it today, not next week. Our 
dealers keep their customers satisfied by giving immediate 
service. 


Write for our proposition. Let us tell you more of the facts which 
make our franchise the one with which you can make the most 
money. 


Dealers all over the country are making excellent profits out of 
Best Pulleys. Are you? 


BEsT PULLEY MFG.Co 


407 Talcott Ave. St. Louis, Mo. 
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office and asked for the belting engineer. He was in- 
formed that I was the man. He then approached my 
desk and snapped a large card down upon it. It was 
noticed from the card that he represented a well known 
eastern leather belting house; then before I really had a 
chance to examine the card, he dropped a fair sized 
sample of double leather belt down before me and ex- 
claimed—‘Well, what do you think of that for a belt?’ 
and ‘I guess I get an order, don’t I?’ 

“Well, you can readily imagine the reaction. As far 
as selling belt to me, he was all through then and there, 
but having had similar experiences, I started to question 
him. What is the particular merit of this belt, I asked. 
‘Why,’ he said, ‘it goes around the pulleys like this,’ and 
taking up the sample he proceeded to bend it over his 


knee. I said, Well, most belts do that. ‘I know,’ he said, 
‘but this one is certainly a bird.’ The thing by this 


time had become absurd so I proceeded. From what 
particular part of the animal do vou make this belt? 
‘What part?’ he asked, ‘Why, I really cannot answer that, 


but I know they skin the cow and make it from that.’ 


By this time it was difficult to keep from laughing so I 
proceeded, How long have you been trying to sell belt- 








Payne, Gree 


Lett i p 7. yfield Tap & Die Corp.: 
B. Williams & Sons; Henry P. 


John C, 
Nelson, National Tube Company; S. 
Disston, Henry Disston & Sons, Ine.; 


Ruf, 
Hor- 
Joseph H, Grubb, manufacturers’ 


wnt: G. B, Baldwin, A. Baldwin & Co. 


ing? ‘Just started out this morning.’ 


What have you 
been doing before? 


‘Selling locomotives.’ He then told 
me how he had landed his belting job, and the meagre 
instructions that were given him, and also said that his 
firm had told him that it wasn’t necessary to know much 
about belting and its uses because their reputation would 
sell the belt for him. In other words, this man was mere- 
lv a card deliverer and a very poor one at that. 

“Now gentlemen, can you imagine a manager 
employing men of this type? I don’t blame the men. 
They are to be pitied for being sent out to make them- 
selves ridiculous. I blame the sales managers for hiring 
such men and taking chances on jeopardizing their com- 
pany’s prestige in the industry.” 

Throughout the remainder of his address, Mr. Staniar 
continued to drive home arguments in favor of train- 
ing of salesmen. At the close of the session, Alvin M. 
Smith called attention to the fact that the instances 
cited by Mr. Staniar concerned manufacturers’ salesmen 

not mill supply house salesmen—which caused con- 
siderable merriment all around. 

Following Mr. Staniar’s address, T. C. Keeling of the 
Nashville Machine & Supply Company, Nashville, Tenn., 
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read a very interesting paper on the subject, ‘“‘What Is 
Delaying the Standardization of Transmission?” After 
calling attention to the fact that jobbers by degrees soon 
accumulate a large and varied assortment of equipment, 
fully half of which does not move with sufficient rapidity 
to warrant the space allotted to it, Mr. Keeling continued: 

I think it is worth while to mention that many jobbers’ 
customers, particularly the large buyers, have manufacturers’ 
catalogues in their possession. These customers have no way 
of discriminating, or indeed have they any inducement to 
discriminate in the matter of sizes and designs. As all are 
listed in the catalogue, they assume that all are equally 
standard and are, therefore, carried in their jobbers’ stocks. 

I desire to call attention to some of the conditions which 
from the viewpoint of both jobber and consumer could with 
great profit be remedied. 

Shafting—There are some 86 sizes of shafting regularly 
listed between the sizes of 3/16-inch diameter and 4-15/16- 
inch, both inclusive. Many of these sizes, it is true, are not 
regularly used for power transmission, but there are many 
sizes such as 1-11/16, 2-11/16, 3+83/16, which are used much 
less than others, and which could be eliminated with profit. 
In my opinion, it is unfortunate that the manufacturers of 
transmission machinery ever standardized on shafting sizes 
in sixteenths. Would it not be much more desirable if shaft- 
ing sizes were standardized as follows: 1-inch, 144, 112, 1%, 
2, 214, 240, 234, 3, 342, 4, 442 and 5? This would reduce the 
number of shafting sizes between 15/16 and 5-inch from 
18 to 13. Is the trade so confirmed in its use of sixteenths 
that it could not be brought gradually to the use of simplified 
standards? If such action were considered too radical, cer- 
tainly a number of the present sizes could be entirely elimi- 
nated. Many jobbers also carry shafting in various lengths 
such as 18, 20, 22 and 24 feet. The cost of stocking these 
various lengths is doubtless greater than the economic saving 
to the consumer. 

TOO MANY DROPS TO STOCK 

Hangers—I would suggest that the number of drops listed 
by most manufacturers is needlessly large, entailing useless 
expense to both jobber and producer. At present, practically 
all manufacturers of drop hangers list 17 different shaft 
sizes from 15-16 to 4 15-16, both inclusive. One prominent 
manufacturer takes care of these various shaft sizes with 
nine frames and a choice of 128 drops. Another has as 
many as 174 drops for the same number of shaft sizes. Others 
are between these limits. Owing to the present tendency 
to use pulleys of smaller diameters, the extremely long drops 
are now seldom required and could doubtless be eliminated 
entirely. In my opinion, many of the intermediate drops 
could also be eliminated as the graduations are closer than 
common practice requires. Confusion would be reduced if 
manufacturers would define the drop of hangers by one num- 
ber only, as the distance from the base of hanger to the 
center of shaft, rather than by two numbers showing the 
maximum adjustments. 

Pulleys—Steel, iron and wood pulleys have been fairly 
well standardized already. About the only way in which 
manufacturers can assist further is by standardizing the 
bores which are still quite different for different makes. The 
increased use of electric motors has made it desirable for 
jobbers to carry paper motor pulleys, and owing to the fail- 
ure of motor manufacturers to adhere to any universal 
standard of shaft sizes, the number of bores is very large 
and perplexing. Motor pulleys offer a great opportunity 
for simplification. This, however, must originate with the 
motor manufacturers, for it is impossible for the pulley 
manufacturers to do anything except to supply the pulleys 
as specified. 

Detachable chain and sprocket wheels—Jobbers are fully 
aware of the standardization which the War Industries 
Board in cooperation with manufacturers has effected in de- 
tachable chain, having reduced the number of sizes from 
approximately 70 to 24. What has been done as regards 
to this item could possibly be done with shafting, hangers 
and other transmission apparatus. 

Gears—If there is any item in the whole category or 
transmission appliances which apparently has received less 
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PENNSYLVANIA 


HE same mills to which you sell machinery 

amounting to thousands of dollars, spend thou- 
sands of dollars for oil and grease for the very 
machines you sold them. 


Where do they buy their oil and grease? 


Moral; Every wide-awake Mill Supply House sells 
Oils and Greases. 


The Waverly Plan of Merchandising Oils and Greases 
includes an extensive advertising campaign to your 
customers, direct by mail folders, booklets, and liter- 
ature for you to send direct to your customers. We 
will send lubrication engineers and salesmen to in- 
struct your salestaff and work with them right in the 


field. 
You can’t go wrong with Waverly products. 


Further details with sample literature will be sent to 
Mill Supply Houses upon request. Take advantage 
of this new merchandising plan today. 


Complete details of this proposition, with 
samples of advertising and dealer helps, 
will be sent to any responsible party on 
request. We suggest that you at 
least look into this plan. 


Waverly Oil WorksCompany 


5408-54TH STREET PITTSBURGH, PA. 
Established 45 years. 





100% PURE 
PENNSYLVANIA 
or 





Member of Pennsylvania Grade Crude Oil Assn. 
PERMIT NO.11 
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attention from manufacturers with a view to standardization 
I am not aware of it. This wide diversification in pitches, 
faces and other specifications covering gears could be abol- 
ished if manufacturers would agree among themselves on 
certain prescribed standards and would work towards those 
standards rather than away from them. 


NEED TO STANDARDIZE TERMINOLOGY 


There is one particular item in which manufacturers could 
standardize, and which would not require any expenditure 
‘f money. They could agree upon the terminology to be 
used in describing their products. A common flat box is no 
heavier because it is called a pillow block. A clamp coupling 
and a ribbed coupling ought not to mean the same thing: 
neither should plate and flange couplings be two names for 
identical articles. Somebody ought to decide whether we 
will call a given type of hanger a bracket hanger or an ex- 
tension hanger. 

If asked to name the one outstanding reason why trans- 
mission apparatus is not being standardized more rapidly, I 
would give as an answer the multiplicity of shaft 
that are in use. 


S1Zes 
Until shaft manufacturers can be per- 
suaded to cut down the number of sizes manufactured, we 
may expect relatively little progress toward standardization. 
If on the other hand, a reduction were effected in the num- 
ber of shafting sizes, a great simplification would follow 
automatically in hangers, couplings, collars and other trans- 
mission 1tems. 

In the discussion which followed Mr. Keeling’s paper, 
Alvin M. Smith said that the American Society of 
Mechanical Engineers is now working on standardiza- 
tion of gears. E. S. Grant, of Dodge Manufacturing 
Corporation, stated that he thinks that all transmission 
manufacturers are only too anxious to co-operate in 
standardization, and that considerable effort is being 
made right along to do that very thing in the catalogues. 
He thinks that the manufacturers have to do a con- 
siderable amount of educational work with 


engineers 
who specify transmission apparatus. 


His company, and 
he believes all other transmission manufacturers, will 
gladly co-operate with any committee the dealers may 
name to carry on this work. 


EXPLAINS WHY SIXTEENTHS ARE USED 


T. B. Wood of T. B. Wood’s Sons Co., Chambersburg, 
Pa., said: We have always understood that originally the 
mills rolled bars in even sizes only, viz.: 2 inch, 214 
inch, 2! inch, etc. These bars for shafting use being 
finished only at the ends for the couplings and at such 
places in the bars that rested in the bearings. In later 
vears the rough bars were finished the entire length for 
shafting purposes to a diameter 1/16 inch below the 
even rough sizes, thereby producing commercial shaft- 
ing in diameters of 1 15 16 inch, 2 3/16 inch, 2 7 16 inch, 
etc., which became standards for transmission appliances 
and the manufacturers were obliged to accept them as 
such. 

It would be a tremendous task to change standards 
from sixteenths to even sizes, but we think all dealers 
and transmission manufacturers would be glad to see 
many sizes that are seldom called for withdrawn, thereby 
reducing the dealer’s stock by that number, as well as 
relieving the manufacturers of carrying the great 
number of tools, templates, etc., necessary to produce 
these sizes. 

Here Alvin Smith interjected some laudatory remarks 
on salesmen. All make mistakes, however, at times in 
selecting the proper men. He had just discharged three 
“order takers” and hired two men, whom he believes to 
be intelligent salesmen. ‘“‘Salesmanship and sales is a 
science, but instead of treating it as such, we treat it 
as a common every day action on our part in which no 
education or intelligence is required of the man to put 
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it over. We feel sometimes we cannot pay as much for 
the knowledge of the goods we have to sell as the manu- 
facturer can pay, and yet as a matter of fact we should 
pay more for it, because we have a thousand and one 
items to sell, whereas the manufacturer has only his own 
particular product, so we really require a higher type 
of salesman.” Mr. Smith then urged manufacturers to 
see that the man who comes in to the distributor really 
knows his line and can help to educate the distributor 
and the latter’s salesmen. 
The meeting then adjourned. 


WEDNESDAY ’S FIRST JOINT SESSION 


Speakers Stress the Mutual Responsibility of the 
Manufacturer and the Distributor in Selling 


Arthur C. Kingston, newly appointed sales manager of 
the Boston Woven Hose & Rubber Company, presided at 
the first of two joint sessions on Wednesday afternoon, 
the topics for discussion being, “The Manufacturers’ 
Responsibility” and “The Distributors’ Responsibility.” 
W. W. Doe, of the Alabama Machinery & Supply Com- 
pany, Montgomery, Ala., presented the case from the 
distributors’ viewpoint, while S. Horace Disston, of 
Henry Disston & Sons, Inc., Philadelphia, presented the 
manufacturers’ side of the story. 

Mr. Doe began by alluding to the over-production 
which has existed in manufacturing mill supplies. This, 
as he views it, has caused the manufacturers’ sales organ- 
izations to make extra efforts to sell goods, and in many 
instances has led them to go outside the recognized trade 
channels, and is largely responsible for the price-cutting 
of the past year. Mr. Doe told of a case in which a 
prospective customer came to him to buy approximately 
$1,000 worth of goods. A quotation on a cash basis was 
given. The man then went direct to the manufacturer 
and made his purchase on open account for $1000 worth 
of the goods. The manufacturer sent the Alabama Ma- 
chinery & Supply Company a credit memorandum. 

“IT would rather have my five per cent (the credit) 
than the chances of that manufacturer getting his 
money,” remarked Mr. Doe. “When that instance arose, 
we knew that man was no good, but the manufacturer 
was anxious for business, and so went ahead and 
accepted the order, thinking he might get out. That is 
one angle. The credit risk is increased when you go out 
of the legitimate lines of distributing goods.” 


WHERE MANUFACTURERS LOSE OUT 


The next illustration Mr. Doe used was that of the 
manufacturer’s salesman who attempts to secure volume 
by selling to the small retailer, or to the “semi-jobber.”’ 
Here is the result: 

The salesman from the legitimate house goes out and finds 
that a little two-by-four store is making a cheaper price 
than his own house. What is the effect on him? He says 
immediately that he cannot do it. Well, the customer says: 
‘I bought them, and I’ll show you the invoice.’ The sales- 
man will then back out of that as well as he can, but to the 
next customer he calls on he won’t mention that item. It is 
out of his book from that time on because the salesman 
knows that this semi-jobber can beat his price or is doing it. 

What is the result on the goods? They, you might say, 
are taken off the market as far as that salesman is con- 
cerned. He won’t quote them. If anybody asks him for a 
price, he will say, ‘I haven’t any price for this season on 
those goods.’ He knows that if he makes a quotation the 
semi-jobber can beat him. It makes the line unpopular and 
everybody wants to get away from it. 

The other class of customers that the manufacturer’s sales- 
man goes to is the preferred customer, such as public utili- 
ties, railroads and municipalities. The manufacturer sells 
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Brinell hardness 
Price, 45c a pound. 


Tensile strength, 36,000 to 37,000 pounds per square inch. 





HarBronz 
Cored and Solid Bronze Bars 


Nothing takes the place of bronze for dur- 
able machine bearings. HarBronz cored and 
solid bars, the product of 41 years’ experience, are 
e of virgin copper and tin and the quality is always 
. Bars are 12” long and from '4” to 5” in diameter. 


. number 64. Elongation in 2” from .47” to .50”. 
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Engineers, Coppersmiths, Brass Founders and Brass Finishers 
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ALLACE Portable Machines meet the de- F 

mand of manufacturers and pattern shops F 
everywhere for high speed, accurate, economical 

woodworking machines which can be moved about x 

the plant, and which will handle all but the largest i 

work. b 


The next question is, can you meet the demand 
for Wallace Portable Machines in your com- f 
munity? Continuous trade paper and direct mail i 
advertising is rapidly building an insistent demand 
for these precision-built, direct-motor-driven tools. 
They will be sought by manufacturers near you. 
Capitalize this advertising by stocking the com- : 
plete Wallace line. You will build a profitable 4 
business and a host of satisfied and enthusiastic 
customers. 
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Write for our dealer proposition, today! 


C California & Wilcox Aves. 
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to these customers apparently on the assumption that they 
are large buyers, and as such that they are entitled to prices 
equal to the jobbers’, or in some cases below. The effect 
is that the jobber who stocks these goods keeps them in 
stock. He cannot turn them. If the manufacturer is going 
to sell under his nose, he cannot move his goods. Then 
vhen the preferred customer comes to the jobber for a price 
for an emergency order, the jobber’s price seems high and 
the preferred customer says the jobber is a robber. He 
doesn’t take into consideration that the factory made him 
that original price. He thinks of the difference between the 
factory and the jobber’s price, which is only the legitimate 
profit to which the jobber is entitled. The customer’s impres- 
sion then is that the jobber is a robber, which has a bad 
effect in any territory. 


MUST CONSIDER SELLING COST 


It seems to me throughout the south manufacturers are 
iwakening to two or three things: First, that in the south 
the population is very small as compared to the northern 
states. Second, the distances between towns and customers 
are very great, and the conditions of the road, part of the 
year, are very much against going direct to the retailer or 
consumer. These conditions all increase the costs of sell- 
ng the goods direct from the factory. 


the 


The territo1 y that 











t te ght, C. A. Bower, Clayton & Lambert Mig. Co.; G. B. Bald- 
F 1. Baldwin & Co.; N. A. Gladding, E. C. Atkins & Co.; Charles B. 
Chancellor, Union Shovel Works: G. M. North, Ferry Cap & Set Screw 


C. HH. Wasmer, Cleveland Wrought Products Co. 


must be covered by a salesman to secure a given quantity 
of business in the south may be estimated at three or fow 
times what it would be in the thickly populated states in the 
north. Now, that is something that the manufacturer should 
take into consideration when he comes down here to try to 
go direct to the trade. 

Then, they are beginning to awaken to the fact that when 
they go direct to the trade, their pay is doubtful, that the 
jobber does pay promptly as a general rule, that the jobber 
has several assets. His sales force covers the territory fast 
and gives apparent satisfaction, and the most important 
point is that the jobber is in a position to give quick service. 

I have called this the age of speed and steel. Everybody, 
if he orders only a toothpick, wants it right now, not the day 
after tomorrow, and the supply business is becoming more 
and more local, as I see it, for two reasons—first, that they 
vant quick service; and, second, that the freight rates are 
sO excessive at the present time that the customer cannot go 
far in order to get his supplies, unless he gets them in car- 
load lots. 

I don’t believe that a manufacturer’s responsibility is over 
vhen he sells goods to the jobber. The jobber has a sales 
force, both inside and outside. Unless the manufacturer 
takes it upon himself to have a representative there and to 
sell the inside salesman, as well as the outside salesman, his 
product is apt to remain on the jobber’s shelves for a long 


while. The manufacturer might think that this is a duty 
of the jobber. In a way it is. The jobber has selected the 
article and bought it on its merits, but the jobber is not 
as good a salesman, and cannot sell his men on it as well 
as the manufacturer’s representative. Therefore, I believe 
that the manufacturer’s representative should go with the 
jobbing house, and try to train the latter’s men. In our 
experience, we have found that where we have had the co-op- 
eration of the manufacturers with their missionaries, the 
results have been one hundred per cent better than when we 
have had no co-operation. 


A MUTUAL RESPONSIBILITY, SAYS MR. DISSTON 


Mr. Disston, speaking from the viewpoint of a manu- 
facturer, said that he prefers to think in terms of the 
mutual responsibility of the manufacturer and distribu- 
tor to the consumer, because the distributors’ interests 
are too nearly identical with the manufacturers’ and the 
only thing a divided house can do is to fall. 

“We are not going to fall,” said Mr. Disston, “if we 
keep constantly in view the idea that our interests are 
mutual; that we are engaged in one and the same service 

—service to the consumer; and that whether we make 
or distribute goods, the only way we can make anything 
out of our jobs, either in satisfaction or in money profit, 
‘s to pull together in the service of that customer.” He 
then continued: 

There is one important truth I believe we are prone to 
forget. That is, that no manufacturer succeeds unless the 
distributors who handle his products succeed with him, and 
in the same way that no distributor can be successful in the 
long run unless the manufacturers whose goods he sells 
succeed also. 

Some of us make goods and some of us buy goods, but all 
of us must sell goods. You distributors do a lot of things. 
You buy; you stock; you render service; you collect money; 
but all these are incidental to your big job—that is the job 
of selling merchandise. 

It is the selling of goods and more goods that gives the 
reason for buying, that makes stocks necessary, that makes 
collection of money possible. It is important to distributors 
and to all of us that we see these things in their proper 
relation. 

It is my observation that many of the problems that con- 
front us have grown from the practice, particularly among 
the distributors, of giving undue importance to these other 
functions, to the detriment of the all-important function of 
selling. Often I have the impression—in which, of course, I 
may be wrong—that many wholesalers think that the chief 
end of man is to buy. Now, seriously, I have no thought of 
belittling the function of the buyer, but my deliberate pur- 
pose here today is to emphasize the vital necessity of greater 
and still greater aggressiveness in selling. 

The fellow who goes out and sells a bill of goods is the 
fellow who makes the factory wheels go round, but he is a 
bigger man than that; he is the fellow who makes the world 
go ’round; and everyone of you men know it! 

I am told that the cost of doing business for the distribu- 
tor has very materially increased during the year 1924 over 
that of 1923, with the result of the decreased profit showing 
on the balance sheet. Does it not, therefore, behoove the 
distributors to maintain suggested re-sale prices made by the 
manufacturer, in order that they may enjoy the full benefit 
of differentials allowed, and, at the same time support the 
manufacturer in the prestige and good will that he has 
earned for his goods? 

Mr. Disston then interjected some incidents relating 
to the misuse of the manufacturer’s guarantee, and con- 
cluded his talk with the following: ‘Make a sale! Make 
it at the right price! Make a delivered sale! and many 
of the problems of these unusual times will be solved.” 

A. S. Gould, of the Oster Manufacturing Company, 
Cleveland, pointed out in no uncertain terms how the fail- 
ure to maintain resale prices has affected manufacturers. 
He said that unless the evil of price-cutting is properly 
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RIGID STEEL BENCH LEGS 


ERE’S another example of the big 

sales possibilities for these better 
steel bench legs—every factory, every 
shop and garage is a prospective user of 
2, or 200, or 2000!! 


Show the purchasing agent and shop 
“supe” how easy it 1s to build substantial, 
long-lived benches, quicker and cheaper, 
and yvou’ve made a sale. 


W rite for data and prices. 


STANDARD PRESSED STEEL Co. 
Box 3. JENKINTOWN. PA. 
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solved, it threatens the very economic foundation of our 
business structure, for we cannot long do business with- 
out a profit. Mr. Gould said that his company distrib- 
utes only through the jobbing trade, but that the whole 
trouble is in persuading some of the jobbers to take the 
full profit to which they are justly entitled. 

“It seems,” said Mr. Gould, “that there must be a large 
percentage of altruistic folks in this jobbing business, 
because many of them persist in sharing their profit with 
their customers, much to the disgust of the jobbers who 
quote the standard resale price in vain, and the embar- 
rassment of the manufacturer, who is doing his level 
best to prevent his line being used as a football, until 
it ceases to be of interest to the jobber because he no 
longer can sell it at a profit.”’ 

To illustrate what is happening, Mr. Gould told of a 
case in which two stocking jobbers and a non-stocking 
jobber were after an order for an Oster machine. The 
stocking jobbers submitted bids and the non-stocking 
jobber submitted a low price. One of the former refused 
to cut his bid price, and the order eventually went to 
he non-stocking jobber. As a result, the staunch jobber 
said: We 
making an 


“What’s the use of quoting on a machine? 
‘annot get the will 
effort to sell it.” 


business, so we cease 

Manufactuers, said Mr. Gould, are between the devil 
and the deep sea, and during the past year so much 
correspondence on this subject of cut-prices has been 
received that his company has been considering seriously 
changing its method of distribution, or reducing the 
jobbing profit to such a small margin that there will 
be no opportunity to share it. 

In answer to Mr. Gould’s request for a solution, Alvin 
M. Smith quoted the legal opinion of Felix H. Levy, New 
York attorney, on the rights of a manufacturer to sug- 
gest resale prices, and to refuse to make subsequent 
sales to a customer who does not observe such suggested 
resale prices. Mr. Smith also asked why a manufacturer 
should penalize a jobber, whose standard of ethics is 
good, because his next door neighbor has a poor standard 
of ethics. He himself lost a sale of over 
last year to a price-cutter, 
ating his business. 


100 machines 
but the latter is now liquid- 
(Applause. 

A very interesting discussion ensued on the subject 
of ‘Manufacturers’ Alvin M. Smith 
opened it by reading a letter which a large manufacturer 
sent to a jobbing house requesting that the latter dis- 
continue bringing to the office or plant outside mission- 
ary men representing manufacturers. Mr. Smith said 
that he has found the missionary men to be very agree- 
able persons to have with his salesmen, and that he 
always tries to arrange to have a factory man come and 
talk to his men. However, in some weeks they have as 
many as 15 missionary men who want time in that week. 
Sometimes missionary men do harm, because they induce 
the company to buy goods and stock them, and then later 
there is not a ready sale for them. 

Charles A. Brown, of The Lunkenheimer Company, 
Cincinnati, was called upon to tell about his company’s 
missionary plan. He said that his company also has a 
plan of having its jobbers send their staff to the factory 
for discussion. Both in this and in their ordinary mis- 
sionary work, the company has been successful. 

E. L. Parker, of the Taylor-Parker Company, Inc., Nor- 
folk, Va., said that he had found the help of missionary 
men very beneficial. He had tried the plan of sending 
his salesmen to various factories, but it is a very expen- 
sive proposition. He prefers to have the manufacturers 
send their men to him. 

T. C. Keeling, of the Nashville Machine & Supply 


Missionaries.” 


A Anas eae PN 8 SON SS AAO AS 


C2 


ii 





Co., said that he has found that his salesmen had learned 
a great deal by making use of the Lunkenheimer plan of 
going to the factory for three days, and that it is very 
much better than to have the missionary men come to 
Nashville and attempt in a short time to impart a good 
deal of information. 

W. W. Doe, of the Alabama Machinery & Supply Com- 
pany, suggested that if a missionary man were allowed 
to go with the salesman, but not to be allowed to intro- 
duce his subject until after the salesman had concluded 
his own sales call, it is more satisfactory all around. 

S. Horace Disston said he believes that there is a dis- 
tinction between a demonstrator and sales service work. 

J. B. Madden, of the Sherwood Manufacturing Com- 
pany, Buffalo, said that he believes that a proper sched- 
ule for the visits of the missionary men would help solve 
numerous problems. 

The gavel was then passed over to Dixon C. Williams, 
chairman of the second group session of the afternoon. 


WEDNESDAY’S SECOND JOINT SESSION 


Decry Growing Tendency to Seek Support 
Special Newspaper Advertising Schemes 


for 


The second session of Wednesday afternoon 
devoted to a discussion of “Various Advertising 
Schemes.” Dixon C. Williams, president, Chicago 
Nipple Manufacturing Company, presided. 

Robert B. Skinner, of the Skinner Chuck Company, 
New Britain, was the first speaker on this subject. Mr. 
Skinner called attention to the fact that almost weekly 
a new form of getting the manufacturer to stand an 
additional charge in connection with advertising was 
being experienced. This or that jobber is celebrating 
some special anniversary. Arrangements are made for 
a big spread in the local newspaper. Then the manu- 
facturer is approached by the promoter and asked to 
take space. After the promoter has succeeded in selling 
all the manufacturers he can, he goes over to the news- 
paper and contracts for so many pages, and receives a 
fat commission. 

D. K. Swartwout, of The Swartwout Company, Cleve- 
land, said that his company has a set policy for such 
cases. When a request is received from a jobber asking 
his company to come in on such a plan, it is pointed 
out to the jobber that that kind of advertising is not a 
good thing. “We say to such a jobber,” said Mr. Swart- 
wout, “sure, we'll go along with you. We write them 
this kind of a letter. We hold that the object of adver- 
tising is to sell goods along with salesmanship. Other- 
wise, it isn’t any good to the manufacturer or the jobber. 
So we try to put it in a way that the jobber will see 
it in the right light, and we have yet to see a single 
instance where the jobber hasn’t been perfectly satisfied 
and happy. We write a letter something like this: 

““*We thank you for your letter of such a date offering 
to us the opportunity of cooperating with you in your adver- 
tising program and commend your enterprise. 

“Tt gives us a great deal of pleasure to notify you that 
you may count on us for assistance under our standard plan 
for local distributors’ advertising, which is as follows: 

““Make your own contracts for such local advertising as 
in your judgment will be helpful, and pay for them. Then 
send a memorandum invoice for this amount to us, which 
we will set up on our books as an advertising debit to be 
deducted as an extra five per cent discount from our most 
favorable trade prices, the deduction commencing when a 
copy of the advertising is delivered to us evidencing the 
publicity and continuing until the entire amount has been 
disposed of. 

“We shall hope you will get this publicity under way at 
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A certain large retailer 


There is a certain very large and well-known hardware 
jobbing house in the Central West that is needlessly losing 
business every month. It is losing it in the same way that 
this country is losing foreign business because it will not 


give its customers the kind of assistance that they want. 


\ certain large retailer in this jobbers territory recently 
“We like the firm (re- 


ferred to above) and give them all our regular stock busi- 


told one of our salesmen this: 


ness. But practically all our orders for articles we don't 
stock go to another house. This latter concern gives us 
a loose-leaf catalog and loose-leaf price book. In connec- 
tion. it also send: us every week neatly printed sheets of 
all price changes and new catalog sheets as they are 
needed. These prices are guaranteed for the week. With 
this kind of service we can order from catalog with great- 
est confidence, knowing that every order will be filled at 
the prices in effect when the order was made out. 


“The other house issues only a tight-bound catalog. with 
extra supplements and new price lists from time to time. 
We never feel sure of their prices on goods not stocked.” 


The business-getting- possibilities of a flexible, kept-up-to- 
the-minute catalog and price book service of the loose-leaf 
type are just as great in the mill supply business as in 
the hardware field. If you haven't carefully studied the 
business-getting possibilities of the loose-leaf catalog and 
price service, let us tell you about it. Write now for full 


information, 


THE HEINN COMPANY 
Originators of the Loose-Leaf System of Cataloging 


351 Florida Street Milwaukee, Wis. 


~by~day catalogs 
yeurcatter~ 
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the earliest possible moment, and that it will be the means 
f very materially stimulating sales.’ 

“Now, gentlemen, there is no joke about that at all. I 
im glad to say that all of these intelligent jobbers see that 

the best way. We rarely have a come-back. The theory 
f it is this: I consider that a fairly good advertising budget 
is anywhere from two and one-half to five per cent. Any 
good manufacturer is delighted to appropriate that amount 


for advertising. Now, why not appropriate that amount 


to the jobber if he wants to do that local advertising. I 
lon’t believe, however, that that kind of advertising, such 
is my friend (Mr. Skinner) read here, does the jobber a 


D of good.” 

N. A. Gladding, E. C. Atkins & Company, Indianapolis, 
said that the manufacturer is up against an advertising 
and these extras come along. It is these little 
things piled up on top of that break down 
le structure of cooperation which manufacturers and 
istributors are trying to build up. 


udget, 


yu 
each other 
Others who spoke on this subject were Clay C 
manager, the Crawford Publishing Company, 
W. R. C. Smith, president, the W. R. C. Smith 
Publishing Company, Atlanta; and D. R. the 


Press, Inc., Chicago. stressed 


Cooper, 
general 

Chicago; 
Egbert, 
All 


f eliminating waste in advertising. 


International Trade 


the importance 


FINAL JOINT SESSION 
Newly Elected Officers Introduced—Discussion on 
Important Business Topics 


oint called 
Charles W. Beaver presiding. 
officers of the Southern 
were announced as follows: President, George Winship, 
Fulton Supply Company, Atlanta; first vice-president, 
L. J. Larzelere, Farquhar Machinery Co., Jacksonville; 
second vice-president, T. F. Bailey, of Banks-Miller Sup- 
ply Co., W. Va.; executive committee, J. L. 
Pitts, of Brown-Roberts Hardware & Supply Co.., 
Alexandria, La.; James Biggs, of the Hardwicke 
Etter Co., of Sherman, Texas; Robert M. Williams, of 
‘homas Cox & Sons Machinery Co., Little Rock, Ark.; 
r. C. Keeling, of Nashville Machine & Supply Co., Nash- 
ville, Tenn. The chairman of the textile committee will 
be F. W. Glover, of The Textile Mill Supply Co., 
otte. N. C Applause greeted the 
new officers. 
The 


sented, a 


j session of the convention was 
o order at 12:05 p. m., 
newly elected Association 


Huntington, 


the 


Char- 
presentation of these 


American Association selections 
fresh outburst of applause 
announcement of the re-election of John C. Ruf as presi- 
dent. The other officers of this association are: First 
vice-president, William R. Simpson, The American Pulley 
Company, Philadelphia; second vice-president, D. S. 
Brisbin, The Columbus McKinnon Chain Company, 
Columbus, Ohio; third vice-president, W. W. Sanderson, 
of The Carborundum Co., Niagara Falls, N. Y.: execu- 


were then pre- 
following the 


tive committee, Robert B. Skinner, of Skinner Chuck 
Company, New Britain; Horace Armstrong, of Arm 
strong Bros. Tool Co., Chicago; W. C. Henning, of A. 


Leschen & Sons Rope Co., St. Louis; B. O. Payne, of Alex- 
ander Bros., Philadelphia; W. F. Wright, Wright Manu- 
facturing Co., Lisbon, Ohio. These new officers 
also greeted with enthusiastic applause. 


were 


MISINFORMED COMPETITION IS UNHEALTHY 

The first topic for discussion was, ‘““Misinformed Com- 
petition.” The first speaker was Colonel F. H. Payne, 
president of the Greenfield Tap & Die Corporation, 
Greenfield, Mass. His address follows: 

There is nothing more stimulating or healthy than good 
<een competition, either in manufacturing or distributing. 
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America has been built up along these lines, and it is the 
duty of all of us to see that this competition remains keen 
and healthy. Unhealthy competition is where a manufac- 
turer sells goods below cost, or a distributor sells at a price 
that does not allow enough margin to cover the overhead. 
The president of a large corporation told me some months 
ago that on a bid to the United States Government they had 
lost out to another manufacturer. He said he immediately 
called in his cost accountant, had him re-check their price, 
and it showed very clearly that the bid made by the com- 
petitor hardly covered the cost of material and labor, to say 
nothing about overhead and a reasonable profit. He 
so sure of his ground that he took the matter up with this 
competitor and told him that either an error had been made 
in the bid or they were not keeping proper costs. It is 
needless to say that the competitor, after he realized what a 
fool he had been, installed a proper cost system, and my 
point in bringing this up is simply to state that this large 
manufacturer had the courage of his convictions and showed 
the smaller competitor the error of his way. This is only 


was 


one instance; there are probably hundreds of others where 
manufacturers unknowingly are selling articles below cost. 


“LIVE AND LET LIVE” 
We, 


vho are in business, either as manufacturers or as 
distributors, should abide by that maxim, “Live and Let 
Live,” and when statistics compiled by the United States 


Government that out of 250,000 business corporations, 
more or less than half of them operate without profit, and 
not more than 5 per cent of the total number know what it 
actually costs to make their goods, it shows very clearly 
that it 
proper 
turers, 


show 


is the duty of those corporations who are keeping 
costs, to impart that information to other manufac- 
where it can be done. Most commodities are sold a 
prices established by competition in the open market, as we 
all know. A large manufacturer with an established good 
will may be able to get a little higher price than can be 
obtained by a small competitor, but the latter has to be 
considered, as he is usually offering some price concession 


in order to obtain any business at all, and if the profit of 
the large manufacturer is reasonable, the opportunity for 
the small manufacturer to grow is very small, providing 
lis price ut of line th his older and larger competitor. 
Now vat true of the manufacturer, is also true of the 
distributor. 

The vear 1924 was one of more or less price-cutting in 
many . T he nanutacture? uffere and also the dis 
ributo I nu iorts for 1924 clearly showed that 
althoug ery good volume of busine went over the 
counter, n stributors either were in red or showed very 
small profi yportion to the amount of work and worry 
that they experile need. 

MUST KNOW YOUR COSTS 

Althous true that it is unlawful for industry 01 
distributo to e an association for the maintenance of 
prices yt unlawful to have a proper cost system and 
to spread the giad aings n anv direction w here you believe 

vill be beneficial to your own company. 

As f back as 1916, the Federal Trade Commission, in 
its pamphlet, ““Fundamentals of a Cost System for Manufac- 
turers,’ Mr. Edward N. Hurley, then chairman of the com 
mission, stated that “The comm nm has found that an 
amazing number manufacturers, particularly the smaller 
ones, have no adequate system for determining their costs, 
and price the goods arbitrarily It is evident that there 
must be improvement in this direction before competition 


can be placed upon a sound economic basis.” 

Later, Mr. Nelson B. Gaskill, chairman of the commission, 
delivered an National Wholesale Grocers 
on “Some Aspects of Price Cutting,” in which he mercilessly 
flays this practice, and after producing arguments to arrive 
at the assertion that “productive effort is entitled to an ade- 
quate return,” goes on to say, “but when the question is put 
to the individual in his capacity as consumer-buyer, or to 
the mass of society in that character, ‘At what prices are you 
entitled to receive that which some one else has produced?’ 
the answer is apt to be, ‘For nothing if we can get it. For 
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Th Ve t 6 Drop Forged 
Central Stations and modern Industrial Power plants are steadily ad- 
vancing in the use of steam at higher pressures and temperatures. With 
temperatures of 750° and pressures of 600 pounds and higher, special 
designs of valves and fittings are automatically demanded. Vogt forged 


open hearth steel valves and fittings fully meet these extreme conditions 
of pressures and temperatures. 


Complete information regarding Vogt Drop Forged 
| Steel Valves and Fittings is yours for the asking. 


HENRY VOGT MACHINE CoO. 


INCORPORATED 
LOUISVILLE, HY. 
New York Chicago Philadelphia Dallas 


| Vanufacturers ¢: DROP FORGED STEEL VALVES AND FITTINGS, OIL REFINERY EQUIPMENT, WATER 
TUBE AND HORIZONTAL RETURN TUBULAR BOILERS, ICE MAKING AND REFRIGERATING MACHINERY. 
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little as possible, if we must pay at all, and the answer 
wrong.” In other words, the “Something-for-Nothing,” or 
‘As-Little-As-Possible” theory is wrong. Each individual, in 
capacity as producer or distributor, is entitled to a profit. 
rach in his capacity as consumer is entitled to pay a 
hich yields a profit. 
If it is unlawful for a group of competitors to agree to 
maintain prices, it is not unlawful for them to agree not to 
lo business below cost. I do not believe there is one concern 
of ten that manufactures a varied line of goods, sub- 
ject to competition and open market conditions, but that is 
lling one or more of those articles at a loss 
erous, is making up that loss on other articles. That 
indoubtedly is not as true of distributors, but I should think 
t might possibly cost more to distribute certain material than 





price 


and if pros- 





would others. 

We, in the manufacturing business, are striving to sim 
ify and standardize our lines. In other words, to make 
ewer articles in larger quantities. That is helpful, not only 
to the manufacturer, but to the distributor. It not only 
educes the manufacturer’s inventory, but the distributor’s a 
ell, and naturally make a quicker turn-over. Most of the 
manufacturers in this country have put their house in order 
by disposing of their excess material that was left on their 


1ands after the armistice was signed, by either selling it at 

reduced price or scrapping it. I assume that the distributor 
as done the same thing. In other words, it is the duty, not 
only of the manufacturer, but the distributor, to carry as 
near 100 per cent pure stock as possible. 

There are not many things permissible under law for 
ndustry to undertake by way of combination and co-opera 
tion. Labor unions and farmers seem to have certain privi- 
leges allowed them which are denied the rest of us, but there 
is one thing that both the manufacturer and distributor can 
do, and I believe would meet with the approval of the Fed- 
eral Trade Commission—there is no law that will 
from entering into agreements not to sell below 
manufacturer should know 
listributor should know 


accordingly. 


stop us 
cost. The 
his costs and act accordingly; the 
what it costs to sell goods, and act 
Everyone in this country, including the ulti- 
mate buyer, will be happier and be better off financially if 


e all do business on the above plan. 


PITTS TALKS ON COSTS 


J. L. Pitts, retiring president of the Southern Asso- 
iation, approached this same subject of ‘“Misinformed 
Competition” from a new angle, the method by which 
some distributors arrive at the cost of their merchan- 
lise plus the transportation charge to make the goods 
o. b. warehouse. 
suggestions 


some 


He also interjected some interesting 
relative to “profits on extras.” Here 
of Mr. Pitts’ remarks: 


In the case of a carload of steel, the matter is a simple 


are 


one, as it is in all cases where the item is sold on a 
eight basis- 


hundred- 
the method being to add freight per hundred- 
veight to cost per hundredweight. However, we’ll take, for 
nstance, goods bought and sold on list and discount, which 

more complex and confusing. In ridiculous 
is it may seem, the clerk in our purchasing department, 
responsible for figuring costs, sometimes uses a percentage 
for delivery that is all out of line with facts. This is some 
mes used arbitrarily, regardless of the market fluctuations, 
hich is misleading in the extreme—5/8x10, for instance. At 

liscount of 60 per cent, with a freight rate of 75 cents 
per hundredweight, it costs 15.9 per cent to make delivery, 





some Cases, 





} While the delivery cost goes to 21.3 per cent when the 
; discount is raised to 70 per cent. In this same shipment 
if we base delivery cost on one-half by two, it takes 10.4 
per cent to deliver on the 60 per cent price, while on the 
70 per cent price it requires for delivery 13.8 per cent, and 
this relative condition holds good on carloads, due to the 
| variation in sizes in carload shipments. 
| We close our eyes also to losses due to antiquated systems 
} In vogue and make no effort to overcome them. I speak 
now of the foolish practice of making no profit on extras. 
| Suppose we sell track bolts on a basis of $5.00 with a cost to 
us of $4.50 base. In this case we get for 4x4, or base 
— 
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sizes, a profit of 50 cents per hundredweight, or 10 per cent 
on our selling price. Should our customer, however, pur- 
chase #2 by 2, which takes an advance of $1.35 over base, 
we make the same 50 cents, but it means only 7.86 per cent 
profit on the sale. Some might argue that this is an excep- 
tion, but it applies to steel, shafting, nuts, washers, horse- 
shoes, metal sheets, nails, wire, axes and a great many items 
all through the line. In the case just recited the gross profit 
on the sale has been diminished practically one-third by the 


failure to add a profit to the extras. This, in my opinion, 


means a considerable reduction in the gross of a year’s 
operation, and is a practice that should be eliminated by 
the distributor. 

ANOTHER FACTOR IN LOW PROFITS 


Just here would possibly be an opportune time to speak 
of another contributing factor in profit shrinkage which, in 
my opinion, has taken on alarming proportions. Many of us 
are frightened into meeting unprofitable prices due to mis- 
leading information from our men. I do not question 
their sincerity when reporting to the sales manager regard- 
ing concessions which are being made, but am often in doubt 
about their good judgment, as subsequent analysis proves 
sO many times that their S. O. S. call is often due to “stage 


road 


fright” rather than to authentic information or a specific 
statement from their trade. 
We need men as never before who can combat low prices 


with intelligent sales information, and sales managers with 
“guts” to demand this attribute as the foremost qualification 
for salesmanship. 

URGES 


PROFIT ON EXTRAS 


T. F. Bailey, president of the Banks-Miller Supply 
Company, Huntington, W. Va., was next introduced to 
lead a discussion on ‘Profits on Extras.” Mr. Bailey’s 
remarks were substantially as follows: 

Mr. Pitts and cleaned up my subject. How- 
ever, he didn’t suggest a remedy which is worth while. Of 
course, the manufacturer of chain blocks, conveying equip- 
ment and material of that nature, isn’t interested in extras, 
but all manufacturers and jobbers handling mill 
are interested in them. 


introduced 


supplies 


For instance, a steel bar three quarters of an inch thick 
and two inches wide sells for a base price, and a three-inch 


base round sells for an extra. I believe the extra is 40 
cents. The manufacturer recognizes the cost of doing busi- 
ness, the greater cost for making a smaller shape, and he 


adds an extra to it. He used to allow the jobber a special 
price. He used to give him one-half extra, and the jobber 
in turn would sell it at the full extra and thereby would 
maintain his ratio of profits to sales. That plan has been 
discarded by the manufacturer, I think without proper 
thought as to the form of distribution, and the consequence 
is today, the jobber is in a great many cases—I’ll say 90 
per cent of the cases—selling steel products at a base price 
and not adding a profit on the extras. 

I’ll say that in our 
stock tied 
an article 
extra, we 
profit. 


firm we probably have $50,000 in 
up in extras, and that necessarily when we sell 
on a base price, unless we make a profit on the 
are losing money or at least are making a less 
SUGGESTS 


ALLOWANCE AS A SOLUTION 


I think the solution and a very fair one would be for the 
manufacturer to allow a differential to the jobber on that 
extra. In other words, allow the old plan of the steel mak- 
ers, of allowing the jobber 50 per cent of the extras or half 
extras, and the jobber in turn would charge the full extras. 

Now, we have, for instance, nails. Sometimes the finished 
nails will sell at $2.00 a keg of 100 pounds more than a 
standard eight or ten-penny nail. If the jobber does not 
get an extra profit on the extra, he is doing an injustice 
to his business and to his stockholders, and slowly you are 
destroying a form of distribution which is very economical 
for the manufacturer. 

N. A. Gladding, speaking on ‘Business Conditions,” 
said that he had been traveling almost constantly since 
February, having been all the way to the Pacific coast 
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and back through Minneapolis. He interjected a com- 
pliment to the other speakers on the program, stating 
that the papers struck the keynote as to the selling of 
He believes that too much has been drummed 
into the minds of retailers about turnover and overhead 
expense, especially turnover. He believes that we can 
be encouraged as to the future, and that just as it always 
stops raining, so will it be with business. The business 
skies always have cleared, and they will. 


goods. 


ST. LOUIS FAVORED FOR NEXT YEAR 

Secretary Mitchell explained that in order to crystal- 
lize the sentiment of members in the matter of a selec- 
tion of a place for the next convention, it would greatly 
facilitate matters if some expression of preference was 
secured. He said considerable effort is being made to 
select St. Louis for next year’s gathering, and if possible 
to make it a triple convention. A show of hands indi- 
cated that this suggestion met with general favor from 
+} 


hose present. 
Dixon C. Williams, chairman of the resolutions com- 
mittee, then presented three resolutions, the first urging 


congress to give consideration at the earliest possible 
moment to legislation looking to the modification of the 
Sherman law; the second recommending that a commit- 
tee be named to join with like committees appointed by 
other industrial bodies to make most effective the first 
resolution: and the third recording the sincere thanks 


and appreciation of the association to the local committee, 
the management of the Biltmore hotel, the woman’s club, 
the Piedmont Driving Club and the citizens of Atlanta 
generally. 

Mr. Williams then stated that he had been commis- 
sioned to perform a most delightful task, and without 
further ado he began a long eulogy on the services 
which John C. Ruf, president of the American Associa- 
tion, had rendered to his organization. 

“Mr. Ruf,” he said, “it is a fact which should be 
most gratifying to you, that the members of this organ- 
ization have expressed, and are expressing, their great 
appreciation of you as a man and as a friend. I suppose 
there is no exception in this house, not a man in the 
place, who has had to do with the situation connected 
with this organization, but who carries in his heart the 
tenderest kind of sentiment for you, due to the fact that 
vour life and your accomplishments have been such as 
to endear you to all.” 

He continued by drawing a vivid word picture of Mr. 
Rut’s home life, as an example of perfect harmonious 
living, and paid a fine compliment to Mrs. Ruf. At the 
conclusion of his address, he presented Mr. Ruf with a 
suitably engraved watch and chain of white gold, and to 
him for Mrs. Ruf a handsome tray. The presentation 
was followed by prolonged applause in which all present 
joined. 

Following the presentation, the convention adjourned. 





Southern Association Dealers Met in Atlanta 


Story of Three Interesting Executive Sessions—The Attendance Was 


Numerically Good and in Quality and Interest Manifested Very High 


President J. L. Pitts, Brown-Roberts Hardware & 
Supply Co., Ltd., opened the first executive session of 
the annual convention of the Southern Supply and 


in the Atlanta-Biltmore 
Hotel, Atlanta, on Tuesday morning, May 5th, with a 
good attendance of members. Alvin M. Smith, 
Smith-Courtney Co., secretary-treasurer of the associa- 
tion, functioned as secretary. 

Before getting down to routine business President 
Pitts introduced B. H. Ackles, president of the National 
Supply and Machinery Distributors’ Association, who 
was present as an honored guest. Mr. Ackles briefly 
expressed his appreciation of the courtesies extended to 
him. 


Machinery Dealers’ Association 


ver\ 


The chair stated that while he was down for a report 
covering the past year’s work he had written nothing and 
would only briefly state the president’s appreciation of 
the splendid support given him by Secretary Smith and 
other officers of the association. The speaker said he 
had but to report greater progress in the formation of 
group associations in the south, and that he thoroughly 
believed in their value. He said the Southern Associa- 
tion is in a very fair condition financially, but he 
believed a sinking fund should be formed to meet 

It is his opinion that the distributors of 
mill supplies in too many cases have gone volume mad 
and profit foolish, but there is hope for the future, 
because in the association there is a greater feeling of 
unity displayed than ever before. He does not believe 
that anything can be done, or at least well done, indi- 


emergencies. 


vidually. A mass attack on existing evils must be 
brought about if the troubles were to be remedied. 
The secretary-treasurer was then called on for his 
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report, and opened by stating that including new mem- 
bers recently enrolled and members reinstated, the 
present membership is now 145. The new memberships, 
he declared, were the result of personal solicitation by 
members of the association, and if members would take 
more interest in getting new members, the result was 
sure to be most gratifying, and he asked for the help of 
all present. 

In regard to standardization, Secretary Smith stated 
that a few of the lines in which members are interested 
have already been standardized, resulting in the elimina- 
tion of many unnecessary sizes, kinds and finishes, with 
many others now in course of standardization. He 
stated that President Pitts and the secretary had 
attended several group meetings where it was thoroughly 
realized there was necessity for closer co-operation in the 
industries, and the elimination of various trade abuses 
that continue to exist. It was evident that many dis- 
tributors were ignoring their cost of doing business, and 
were selling at ruinous prices. 

CONSTANT CHANGES IN MANUFACTURERS’ LIST PRICES 

In conventions which the secretary had attended, and 
in various group meetings, there was discussed the 
standardization of leaf sheets that would go a 
long way toward improving conditions surrounding the 
constant list price changes by manufacturers. Secretary 
Smith believed that the adoption of standardized loose 
leaf catalogue sheets seemed necessary to offset the costly 
mistakes brought about by frequent changes of lists. 
He was glad to report that the manufacturers were in 
very many cases giving cordial support to this move- 
ment. Members’ relations with manufacturing friends 
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in the American Association were extremely amicable. 
Out of seventeen complaints filed during the year against 
manufacturers, eleven were settled satisfactorily, five 
were not successful, and one remains in an unfinished 
state. 

It was a pleasure, Mr. Smith said, to announce that 
a larger number of manufacturers of prominence each 
year adopted the strictly dealer distribution plan. It 
was the speaker’s profound conviction that manufac- 
turers can sell their products much more economically 
through the warehouse distribution of the dealer, not 
only because all the burden of selling expenses was 
upon the dealer, but largely because of the 
ybliteration of credit risks, from which they would be 
relieved. 


placed 


Secretary Smith reported that returns on the cost 
distribution sheets, sent out last March, were not only 
greater in number than usual, but much more satisfac- 
tory than for several years. Despite this fact, the number 
of houses reporting was not sufficient to make the 
knowledge of cost distribution in the mill supply industry 
entirely accurate. A strong plea was made to members 
to make the returns during the present vear one hundred 
per cent. Several members stated that they were willing 
to stand an assessment for any reasonable amount to 
secure these reports. 

Members were earnestly requested to communicate 
with the secretary of the association for any additional 
information they desired regarding advertising and 
other agencies seeking the distributors’ money. Many 
of them would be found to be organizations unworthy 
otf support. The Southern Association has actively 
co-operated with the Chamber of Commerce of the 
United States in many of its activities, especially cover- 
ng Secretary Hoover’s efforts to assist manufacturers 
in the simplification or standardization of products. 
The speaker stated that the subject of resale prices and 
maintenance of a discount allowance of a two per cent 
cash discount for payment strictly within ten days of 
date of invoices, was an ever present subject for con- 
sideration, but would not be covered in detail. All 
members were requested to work consistently in securing 
fair terms, with both manufacturers and distributors 
living up to the terms agreed on. 

It was felt by the association that while the question 
ot freight classification and rates is still being agitated, 
it was believed the investigation of the Interstate Com- 
merce Commission of the entire structure of the country 
would be gone into and settled at an early date. 

Secretary Smith stated that the situation regarding 
pipe and fittings was very unsatisfactory. While price 
has not been an issue with the manufacturer, dis- 
tributors were in many cases freely cutting prices for 
no apparent purpose except in an effort to maintain a 
standing with their mill connections. Cases were known 
of sales that represented a straight loss to the distrib- 
utor. The secretary then quoted from a business paper 
which editorially said: 

“Trade associations exist for the purpose of protect- 
ing capital investment, and making it more effective in 
serving the public. That is not only a perfectly proper 
aim, but is a thing that is absolutely essential for the 
success of the country. 

“Free and unlimited price competition would be 
absolutely ruinous, because it would lead to the destruc- 
tion of capital, since a large portion of all cost lies in 
verhead, and free and unlimited price competition would 
ignore overhead, if not all the time at least for long 
enough spells to destroy capital.” 

In speaking of the Federal Trade Commission, Secre- 





tary Smith stated that in many complaints issued by 
the commission charges could not be substantiated, 
resulting in great injustice to the one complained against. 
It was recalled that when the commission was created 
it was to act as an advisory body, but that in the final 
enactment of legislation it has developed into an inquisi- 
torial and regulatory body. 
GOODS SOLD WITHOUT PROFIT 

In closing the report, Secretary Smith called attention 
to the increasing tendency of distributors to take busi- 
ness on a five per cent gross profit basis. This was 
especially true of heavy goods. In the case of pipe, on 
which the distributor was formerly allowed five per cent 
on car load business, his discount has been cut in half 
through the failure of the distributor to maintain the 
five per cent allowance. He thought that distributors 
were prone to think of profit in cents per pound or 
dollars per hundred, when they should consider it only 
in percentage terms. Success in business is not deter- 
mined except in percentage of profit shown, after making 
allowance for overhead costs. Appreciation of the work 
of business papers in the mill supply industry for their 
co-operation and publicity given, was expressed. 

The secretary’s report was on motion accepted and 
placed on file. The reports of various committees were 
presented and placed on file. The chair then appointed 
a committee on resolutions as follows: J. A. Vann, R. S. 
Page, R. D. Hildebrand and V. A. Vail. A nominating 
committee was also appointed to consist of J. G. Belding, 
James Biggs, Marshall Turner and George Weaks. 

The report of the executive committee came up on 
the subject of changing the title of the association, by 
omitting the word “Dealers’” and substituting the word 
“Distributors’.’”’ The committee did not favor the change. 
and on motion its report was adopted, and the associa- 
tion, therefore, will retain its old title. 

A discussion which was very general, followed on 
reports from members in both the National and Southern 
Associations, proving that the cost of doing business 
by dealers was in the neighborhood of twenty-one per 
cent, which does not fit in very well with the reports of 
business being taken ranging as low as two and one-half 
per cent on car load lots. Every speaker stated that 
definite efforts had been made to reduce expenses, but 
that it was practically impossible. There were frequent 
references to the matter of throwing out unprofitable and 
slow moving lines, but almost every speaker finally got 
back to the question of the error of selling goods on a 
nonprofitable or low profit basis. All agreed that it was 
a wrong policy. All agreed there was great value in 
keeping a perpetual inventory, and called attention to 
the danger of not knowing definitely the cost of doing 
business. One speaker was very strongly against dupli- 
cating lines in stock. He believed it was best to carry 
one line of injectors, one line of wrenches, and but a 
single line of. vises, twist drills, ete. 

The meeting then adjourned for the joint meeting in 
the afternoon, to be held with the American Supply and 
Machinery Manufacturers’ Association. 


SECOND EXECUTIVE SESSION 


Southern Association Members Heard Interesting 
Statement on Bolt, Nut and Rivet Situation. 


The second executive session of the Southern Associa- 
tion was called to order Wednesday morning, May 6th, 
by President Pitts. Before starting the regular busi- 
ness the chair introduced Mark Lyons, recently elected 
president of the Southern Hardware Jobbers’ Associa- 
tion. Mr. Lyons cheered everybody up by stating that 
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tion Strictly 


he believed that membership in a live association was 
worth more to the house interested than the service of 
ny one man in it. 

The first topic for discussion was “What Progress Is 
Being Made in Exchanging Credit and Trade Informa- 
Within Legal Lines?” George Winship, 
Fulton Supply Co., Atlanta, stated that the Atlanta dis- 
ributors found their credit men were working together 
very nicely, and without any danger of breaking the law. 
[. F. Bailey, Banks-Miller Supply Co., Huntington, West 
Virginia, stated that in his town of 32,000 people there 
were thirty-two people employed in the credit bureau of 
the local chamber of commerce, and the utmost use was 
made of the information furnished by practically every 
that territory. D. D. Peden, Peden Iron & 
Steel Company, Houston, Texas, stated that a local asso- 
jation in his town, co-operating with a state organiza- 
tion, was doing very satisfactory work. The greatest 
trouble in his territory was with the oil and lumber 
ompanies, which at least tried to get away with dis- 
ounting bills two per cent at the end of thirty or sixty 
days, but this abuse was rapidly. being corrected. 


buyer in 


THE BOLT, NUT AND RIVET SITUATION 

Chairman Pitts then called on Charles J. Graham, Gra- 
ham Bolt & Nut Company, Pittsburgh, to discuss the 
influence of trade associations on the ethical standards 
of industry. Mr. Graham stated that he had been trav- 
eling for several weeks attending various conventions, 
with the purpose of discussing the troubles of the bolt, 
nut and rivet industry. From observation he concluded 
that jobbers and distributors were practically up against 
the same situation that so much disturbed the manufac- 
turers. He stated that the manufacturers of bolts, nuts 
consumed 20 per cent of all the steel bars 
manufactured in the United States, and did a business 
of approximately one hundred million dollars a year. 
The war resulted in a heavy over-production in these 
which in turn resulted in a “cut-throat” selling 
1923 that was disastrous to all concerned. 
Losses were so terrible that it became necessary to do 
some real constructive work to prevent ultimate disaster. 
The greatest trouble was the lack of a successful uniform 
accounting system. It may be well to 
that Mr. Graham is president of the National 
and Rivet Manufacturers’ Association. 

Mr. Graham stated that the Bethlehem Steel Corpora- 
tion has the best cost accounting system in the country, 
and with the help of that corporation, fifty-six of the 
leading manufacturers are developing a system which, 
it is believed, will be adopted universally by these par- 


and rivets 


lines, 


policy in 


cost 


state here 
solt, Nut 


ticular manufacturers. The speaker declared that dur- 
ing the war many railroads went largely into the manu- 
facture of bolts, nuts and rivets, and are still in the 


business, in many cases with obsolete machinery, turn- 
ing out bolts at a cost that would be absolutely prohibi- 
tive to independent manufacturers. An effort is being 
made to induce these railroads to cease manufacture. 
The speaker stated that the thing to do was to take the 
speculation out of the industry and get down to a com- 
mon sense profit He declared that thirty-eight 
companies last year did a business of seventy-two million 
dollars, at a net loss of seven million dollars. 
from thirty thousand to six hundred thousand 
dollars per company. 


basis. 


Losses 


ranged 


The speaker declared that all the industry desired was 
a fair margin of profit, and he believed that distributors 
generally were perfectly willing to aid the industry in 
coming back to this absolutely necessary condition, 
because if manufacturers do not prosper, certainly dis- 




















































tributors cannot hope to succeed for a very long period. 
Mr. Graham paid his respects to the Department of 
Commerce, and declared that Mr. Hoover’s simplifica- 
tion plans are going to mean a great deal to all indus- 
tries. In closing the speaker declared that while com- 
petition would never cease, because it is the life of trade, 
he is confident that the old “cut-throat” competition is 
fast becoming a thing of the past. 

Chairman Pitts thanked Mr. Graham for his address, 
and stated that from the dealers’ standpoint the principal 
trouble has been that bolt manufacturers went direct to 
railroads and certain big manufacturers and made prices 
that were in a great many cases lower than the prices 
made to distributors, thus cutting the dealers out of 
their most profitable trades. 


VALUE OF TRADE ASSOCIATIONS 


James Biggs, Hardwicke-Etter Company, Sherman, 
Texas, then spoke on “Trade Associations’ Opportunity 
for Assisting in Economical Distribution, and Their 


Influence on the Ethical Standing of Infdustry.” The 
speaker stated that after considerable study he concluded 
that trade associations of various kinds have existed 
since the dawn of history, so that our modern trade 
associations, so called, are not so modern after all. An 
honest trade association, the speaker held, could educate 
not only its members, but all those with whom these 
members did business, to practice common honesty. It 
could teach them to give their invoices an honest dating, 
mail them promptly, and so encourage the buyer to take 
a cash discount only when he was entitled to it. It 
could teach dealers and manufacturers to refrain from 
unfair competition. He believed it was unnecessary to 
define unfair competition, because everyone knows just 
what it means. Low prices and cut prices are not syn- 
onymous terms, but when prices were cut until there was 
no profit that was dangerous, and any effort to restore 
them to a reasonable level should meet with general 
approval. 

Mr. Biggs believes the greatest danger in business is 
ignorance of what it actually costs to do business. In 
other words, he believes that many distressingly low 
prices are made without the price maker realizing the 
effect of what he is doing. The speaker believes that 
one trouble is jealousy of a competitor—the 
desire of one house to secure the distribution of a line 
which a rival had built up to a profitable basis. This is 
followed by a disposition to believe the most improbable 
stories of his rival’s tactics, and to retaliate without 
investigation. Here’s where the trade associations come 
in, in bringing these rivals face to face. Then there 
usually comes the realization that your competitor is not 
such a bad fellow as you thought he was. 

In closing Mr. Biggs stated that he thought his 
address contained many thoughts of great importance. 
At least he had thought important thoughts, and if they 
had failed to impress his hearers, he would simply have 
to apologize for not putting them over in better shape. 
Chairman Pitts helped out by stating that Mr. Biggs’ 
stenographer must certainly be a very bright woman. 


cause ot 


LOSSES IN SELLING FITTINGS 


The chair then called on George D. Mellvaine, secre- 
tary of the National Pipe and Supplies Association, to 
discuss a proposed new plan of selling cast iron and 
malleable fittings. Mr. McIlvaine declared that while he 
had ideas on the subject he had not expected to be called 
on to state them. It was well known that there had been 
for some time a lack of profit in the distribution of cast 
iron and malleable fittings. The greatest trouble was 
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: Pipe Hanger 
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and 


tronges 
HANGER EVER MADE 
@ Note the ball and socket 
joint. 


@ Hanger can swing in any 
direction. 


¢ Not necessary to remove 
hanger to raise or lower 
pipe. 


Write for 
‘Our Silent Salesman” 





The Penn Engineering Co. 
Philadelphia, Pa. 


{sk for our Vanufacturers and Sole Licensees in the territory where the belt is in- 
“Tentacular” Literature for the United States and Canada stalled. Full information on request. 
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ALLEN” 


the 30°% stronger hollow screu 


30% extra strength over broached hollow screws— 
the only other kind made. Cold-drawn by a pat- 
ented process which increases the density of the 
steel around the socket-hole, and heat-treated scien- 
tifically according to size and style of point. 


The Allen process makes deep, perfectly formed socket-holes, 
with no chips in the bottom. The entire length of the 
“Allen” is utilized either for solid metal at the point, or 
depth of socket for the wrench. All sizes in stock from % to 
1%” diameter; any length, point or thread. Also Socket 
Head Cap Screws, Pipe Plugs, Tap Extensions and Socket 
Wrenches—Allen process. 


The Allen booklet, with its charts of sizes and 
Prices, wii mare ifse useful to every mul sup 
rly dealer who sends for tt 


The Allen Mfg. Co. 


143 Sheldon St. Hartford, Conn. 
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that very few distributors knew exactly their cost of dis- 
tribution of these particular items, and the result was 
that in many cases dealers were giving away fittings, and 
performing a good service to the consuming public at a 
very great expense to themselves. A Boston jobber kept 
an accurate accounting for a year and found out that 
throughout that 
ent on fittings. 

Mr. Mecllvaine stated that this matter would be pre- 
sented in a very illuminating way at the annual con- 
vention of the National Pipe and Supplies Association 
held at French Lick Springs on May 26, 27 and 
28. The speaker was willing to agree that the Boston 
dealer’s costs may have been unusually high on the par- 
ticular item of fittings, but he had yet to find anyone, 
who from an actual survey had figures which would con- 
trovert these costs. It was his belief that there was not 
a jobber in the country who did not pay a heavy price 
for the privilege of having fittings in stock. The result 
was that many distributors were abandoning the line. 
Mr. Mellvaine’s belief that the salvation of 
competitive industry is dependent largely on co-operative 
effort, and therefore there is nothing before the indus- 
tries that equals in importance a serious consideration 
of the cost of doing business, which means the cost of 
distribution. The speaker presented many interesting 
firures regarding not only volume of business, but cost 
of distribution on various lines, obtained from sixty per 
cent ot the membership of his association. Much of it 
was not for publication, but would be given out after the 
meeting of the association in French Lick. 


his cost 


year averaged thirty-six per 


to be 


It was 


THE ECONOMY OF DEALER DISTRIBUTION 


The next subject on the program was, “Why Is a Ware- 
Distributor or Dealer?’ Alvin M. Smith opened 
discussion by stating that within the last few 
months two large manufacturers had stated to him that 
the only economical plan for them to distribute their 
products was through the dealers’ warehouses. Another 
big manufacturer had told him at Dallas that he could 
distribute his product through the dealer at but a frac- 
tion of what it would cost to go to the consumer direct. 
Since coming to this convention, Mr. Smith stated, a 
large manufacturer present told him that his company 
was going to abandon its plan of making sales partially 
direct to consumers, and in the future was going to 
confine its distribution to dealer agencies. These state- 
ments seemed to end the discussion on this subject. 

The last subject on the program was entitled, “Various 
Advertising Schemes.” The discussion was opened by 
George Winship. The speaker’s thought about dealers’ 
advertising was that it was confined to a limited terri- 
tory, and that it could not really stimulate sales in the 
industry like advertising something to drink or some- 
thing to wear. He could see but five forms of advertis- 
ing tor the mill supply dealer. One in trade papers, one 
in newspapers, another in the way of getting out a house 
organ, using direct mail advertising, and then the dis- 
tribution of novelties, such as calendars and things of 


nouse 


this 


that sort. He could not see that the dealer could make 
use of business papers because their circulation was 
either national or over a wide territory, so while the 


dealer’s territory was limited, he naturally could not 
afford to pay the price of consequent waste circulation, 
nor could he see a reasonable return on the money spent 
to advertise in newspapers. That brought the speaker 
up to direct mail advertising, where everybody felt that 
they were on familiar ground. While it was claimed 
that only five per cent of direct mail advertising was 
read, still results proved that there was undoubtedly a 








place for it. As far as the speaker’s house was con- 
cerned, most of their advertising money went into a 
house organ, which they were well satisfied to continue. 
As to the use of novelties, on which they were frequently 
solicited, he could easily see that many of them could be 
used. 

Chairman Pitts stated that about the best advertising 
his house gets is from competitors’ salesmen telling their 
customers how his house cut prices, and then remarked 
that of course his house did not cut prices, but it is 
good advertising to have the other fellow say it did. 
Secretary Smith stated that there was one form of adver- 
tising that none of the others mentioned, that he hoped 
they all would frown on, and that was the advertising 
solicited by church socials, the opera that is given for 
the benefit of the Rotary Club, and the railroad time 
card that the union man brings around. The meeting 
then adjourned to meet with the American Associatior 
in the afternoon. 


THE FINAL SESSION 
Southern Association Finished Its Program, Planned 
a Busy Year, and Adjourned 


The third and last executive session of the Southern 
Association was called to order Thursday morning by 
President Pitts. The first subject brought up for dis- 
cussion was the increased tendency of distributors to 
handle business on a five percent gross profit basis, 
especially on heavy goods. It developed that the five 
percent differential often dwindled away to two and 
one-half percent when goods were handled in car load 
lots. 

President Pitts recalled that the subject was one that 
had been discussed at this convention and at other con- 
ventions, but without direct result, except that there was 
a growing sentiment that profits were of more importance 
than volume. He was of the belief that it made mill 
supply distributors look foolish to do business on a five 
percent basis when in his section of the country there 
were saw mills that were declaring monthly dividends of 
more than thirty per cent. It seemed more than just 
foolish talk about a condition of trade in which only 
the fittest could survive, when by using sensible busi- 
ness methods all could continue to live happily. 

Gorge Winship was of the opinion that this condition 
was more the fault of the distributors than of the 
manufacturers, because the latter were willing to pay 
five percent on heavy stuff if the distributors would take 
it instead of giving part of it away. The discussion 
of this subject was then participated in by W. W. Doe, 
Alabama Machinery & Supply Company, Montgomery, 
Ala.: W. W. Taylor, Arkansas Mill Supply Co., Inc., Pine 
Bluff, Ark.; Secretary Alvin M. Smith, Smith-Courtney 
Co., Richmond, Va.; L. J. Larzelere, Farquhar Machin- 
ery Co., Jacksonville, Florida, and others. 

J. G. Belding, Lombard Iron Works & Supply Co., 
Augusta, Ga., was of the opinion that it would be a good 
thing to have the president of the association appoint a 
committee to thoroughly digest the proceedings of the 
combined conventions, and then formulate plans and 
ideas of a constructive nature, which would not only 
eliminate present abuses, but would suggest worthwhile 
improvements in methods of doing business. T. F. 
Bailey, Banks-Miller Supply Company, Huntington, 
W. Va., approved of the idea in a general way, and 
specifically advocated the publication of the worth while 
parts of all discussions. This only after careful 
editing. He believed that if a number of the larger 
interests in the mill supply distributing field would get 




































What Do You Expect of Employees? 


Employers of labor expect and pay for full performance of a duty. 
If the employee is skillful, loyal, careful and efficient, he becomes a 
valuable asset, worth more than mere wages, no matter how much he 
is paid. This fact is recognized by every employer. 


To how many employers has it occurred that what is true of men is 
also true of equipment? The tool which performs its full duty and 
shows a reserve of strength renders real service. If it is so constructed 
as to always perform that duty with safety to the operator and con- 
serve his energies, it is a trustworthy tool. If it will do work which 
would otherwise require a number of men, it is an economical tool. 
The cost of such a tool need not be considered when compared to the 
service it renders. 
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The ATLAS Car Mover is always a reliable and efficient tool. It 
stands up under any strain put upon it and renders an incomparable 
service. By actual performance it has won for itself a reputation for 
Power, Durability, Economy and Service. 
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ANDERSON 


Steam. Specialties 





Model “D” Steam Trap 


A trap of the highest efficiency. Can be used - “Junior”? Steam Trap 
on steam pressures varying from 250 lbs. to O me : ; 
gravity by simply changing valve and seat. ur newest trap. A practical trap with lim- 
Sack ect, saumielie atin sek eves ited capacity at a low price. Suitable for 
cae” Shamed ter deoaibt: sterluizers, paper dryers, radiators, etc. 
glass. C Works at all pressures from 150 Ibs. down. 
sorry? ‘6 ” ° 
Model “‘F”’ Steam Trap Anderson”’ Air Trap 


For low pressures. A moderate priced trap 
for hot blast coils and other heating appa- 
ratus. Unusual quality and large capacity. 
Furnished without water gauge unless or- 
dered. 


Removes accumulated air from water under 
pressure. For street mains, mains and pipes 
in large buildings, heating systems and 
closed water receivers. Simple and auto- 
matic. Works at pressures from 0 to 150 lbs. 


Dealers attention. If you do not already have 
a copy of Anderson’s Steam Specialties in 
your files, send for one at once together with 
complete information regarding the Anderson 
line. 


Use an Anderson— it’s a trouble killer. 


The V. D. Anderson Co. 


1935 W. 96th St. 
Cleveland, Ohio 
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together, they could formulate a model system of book- 
keeping that would show the cost of doing business in 
great detail. The convention then approved the appoint- 
ment of such a committee by the president, to give 
consideration to the subject under and to 
formulate such plans for action to them 
beneficial. 


discussion, 
as seemed 

The convention then passed to the consideration of the 
benefits derived from roundtable conferences of those in 
the same line of business. The discussion very 
and more than member referred to the 
fact that the dealers in Portland cement everywhere have 
ven educated to take the business that comes their way 
profit. There thing 


as selling at a was 


became 


general, one 


yniv at a was 


industry 


no such in that 
and it that 
mill supply distributors could only become inoculated 


loss, agreed 


vith the same germ, all talk of distressing conditions 
n the industry would cease. 
C. W. Beckner, West Virginia-Kentucky Hardware 


& Supply Co., Huntington, W. Va., was strongly in favor 
He 


trouble of 


if group meetings among mill supply distributors. 
believed they the entire 


Secretary 


carry a solution of 


ndiscriminate price cutting. Smith was oft 


the opinion that as there is just so much business going 


he 


around, and as it was bound to | 
why the 


e purchased anyway, 
distributor 


there 1s no 


should not get 


reason 


iis share of the business at a reasonable profit without 
cutting prices. D. D. Peden, Peden Iron Works, Houston, 
Texas, said that not only the Portland cement manu- 
acturers, but the lumber interests have demonstrated 


that it was possible to do business at a profit, and it 
seemed that the mill supply people ought to be 
as they 

T. W. 


+ ] ° by ° > > . 
not decrying the benefits of 


smart 


as 
are. 
Lewis, Lewis-Brown Co., Memphis, Tenn., while 


group meetings, did 


not 


believe that such meetings covered the whole subject, 
unless individuals took themselves and their actions 
more seriously and assumed the right attitude toward 
those against whom grievances were carried. The solu- 
tion was to get together on a right feeling basis, willing 
to believe that your competitor is an honest, truthful, 
God-fearing man. The first thing to do is to convince 
your competitor that you will tell the truth, and that 
you will do exactly as you say you will. When that time 
arrives, a solution of all troubles is not far away. 

President Pitts here digressed to introduce the 
business paper representatives present, and to say an 
appreciative word regarding the helpful and constructive 
publicity given the association by their publications. 

The chair then called on the nominating committee 
for its report. The committee, consisting of J. G. 
Belding, James Biggs, Marshall Turner and George G. 
Weaks, reported as follows: For president, George 
Winship, Fulton Supply Company, Atlanta, Ga.; first 
vice-president, L. J. Larzelere, Farquhar Machinery Co., 
Jacksonville, Florida; second vice-president, T. F. Bailey, 
Banks-Miller Supply Company, Huntington, W. Va. The 
report of the nominating committee was accepted, and 
the new officers installed immediately. After being called 
to the platform for a general introduction to the 
members all promised to work hard in an endeavor to 
earn the large salaries anticipated. The usual vote of 
thanks to the local committee for its splendid hospitality 
was recorded in the minutes. 

Secretary Smith stated that his office had received 
many reports on distribution late that it was 
impossible to present a complete report to the convention, 
but that soon after his return home, his reports would 
be put into shape and mailed out to the membership. 
The convention then adjourned without date. 
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Executive Meetings of American Association 


\dopted Resolutions Recommending Modification of Sherman Law in 


Order to Permit Closer Cooperation Among Business Men Generally 


The first executive session of the American Supply 
and Machinery Manufacturers’ Association was called 
to order at 11 o’clock Wednesday morning, May 6th, 


with President 
Robert B. 


John C. Ruf in the chair. 


Skinner, of Skinner Chuck Company, New 


Britain, reported for the auditing committee, showing 
that the American Association is in a flourishing condi- 
tion financially. Secretary-Treasurer Frederick C. 


Mitchell 
members 


that 
been 


reported during the past year, 30 new 
have added to the roster, “‘due to the 
energetic work of Chairman Irving W. Lemaux and his 
committee.” 

President Ruf then delivered his presidential address, 
in which he expressed his regret at the inability to 
arrange a triple convention this year, and his pleasure 
over the very bright prospects of holding such a gath- 
ering next year. The closing portion of his address is 
follows: 

“As we look back just a few years, no one but a 
pessimist could say that we have not laid the foundation 
of a wonderful organization. Inspired by those who saw 
the needs of getting together, of comparing notes and 
ideas, of working for our common good, this association 
has gone forward this year. True, it has not been a 
mushroom growth and perhaps it is better so; but the 
present convention, with its interesting program, its 


as 
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wonderful and enthusiastic attendance, is proof positive 
that we have builded well. 

““As time is reckoned the association is still young, and 
too much should not be expected from it, but each year 
it has made wonderful progress, each year the enthusiasm 
has grown, not altogether as a result of the conventions, 
but of the work done day by day by our secretary, Mr. 
Mitchell. 

“We must build securely and safely, even if we do 
not build rapidly, and while we want more members, 
it is far better to add a few manufacturers, who measure 
up to our high ideals, than to add hundreds who have 
failed to come up to the standards set by our association. 
We should all be glad to feel that we have a part in the 
work that has been going on to help the industry as a 
whole. 

“In closing, I desire to express my most sincere thanks 
and appreciation of the wonderful work done by my 
esteemed friend, Irving Lemaux, chairman of the mem- 
bership committee, and the assistance and advice I have 
had almost daily from that human dynamo, Fred 
Mitchell.”’ 

Secretary-Treasurer Mitchell then read his annual 
report. After explaining in detail the conferences held 
in an endeavor to arrange a triple convention this year, 
he explained that this year the association was again 























































active in frustrating the abuse from certain advertising 
promoters in connection with various local newspapers 
in issuing enlarged editions. He showed that the asso- 
ciation’s finances were never in such splendid shape. 
The chairman appointed the 
committee: Dixon C. Williams, 
Disston and Charles W. Beaver. He also appointed the 
nominating committee as follows: George W. Bailey, 
chairman; Charles W. Beaver, N. A. Gladding, Irving W 
Lemaux, Joseph Hottel, all 
and four members 
Farnham Yardley, H. E. 
and N. J. 
Each of the six 


who 


following resolutions 
chairman; S. Horace 


members of the 
from the 


Dickerman, 


advisory 
follows: 
Frederick H. Payne 


board; floor as 
Clark. 


former presidents of the association, 


were present, and 


Ruf’s 


a few remarks, 
President 


was called upon for 
paid 


each in turn high tribute to 
administration. 

which he 
leaders for a dis- 
proposed compulsory the 
system, and said that the Cleveland Chamber of 
Commerce had issued a pamphlet showing that it would 


cost one of its members approximately $240,000 to make 


the difficulty 


Secretary Mitchell explained 
had ins 


encountered in trying to secure 


ussion of the adoption of 


metric 


the change. 

Telegrams of being able to attend the 
convention were received from Past President Irving W. 
Lemaux and from Vice-President Harold D. North. 

Secretary Mitchell that he had talked with 

officers of the Southern Association, as well as 
members of his own organization, and had found 
that all were unanimous in the suggestion that the next 
convention be held in St. Louis next May, and that the 
National be asked to join with the other 
two organizations in a triple convention. 

The meeting then adjourned. 
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MANUFACTURERS’ FINAL SESSION 


John C. Ruf Unanimously Reelected President, the 
First to Receive This Great Honor 


The closing executive session of the American Asso- 
ciation was held Thursday morning at 10:20 o’clock, with 
President Ruf presiding. The nominating committee 
made its report, which was unanimously accepted. For 
the first time in the history of the association, the out- 
going president was reelected, a very great compliment 
to President Ruf. Each of the newly elected officers 
present was introduced and accepted his election with a 
few remarks, pledging himself to support the work of 
the association during the coming year. 

At Secretary Mitchell’s suggestion, 
voted to contribute $50 towards a relief fund for the 
benefit of the families of six Atlanta firemen who lost 
their lives while fighting a blaze during convention week. 

Dixon C. Williams, chairman of the resolutions com- 
mittee, reported three resolutions. The first cited that 
as a result of interpretations of the courts, the Sherman 
law has placed upon business interests of this country 
grievous burdens; that an amendment should be made 
to this law, permitting closer cooperation among busi- 
ness men generally, while forbidding agreements which 
are calculated to produce monopolies; furthermore that 
the American Association respectfully urge upon con- 
gress that consideration be given at the earliest possible 
moment to legislation looking to the modification of the 
Sherman law; and that copies of this resolution be trans- 
mitted to the President of the United States, to the 
President pro tempore of the United States Senate, to 
the Speaker of the House of Representatives, to the 
Attorney-General of the United States, to the Secretary 
of Commerce, and to the individual members of the 


the association 
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nited States Senate committees on the judiciary and on 
interstate and foreign commerce, as well as to the 
individual members of the House of Representatives’ 
committees on the judiciary and foreign affairs. 

The second resolution recommended that a committee 
q f the association be named by the president for the 
purpose of securing early consideration by congress of 
the necessity for the revision of the Sherman anti-trust 
laws, and that this committee be empowered to join with 
<e committees appointed by other industrial bodies with 
the view of making most effective the resolution. 


The third resolution expressed appreciation of the 
work of the local Atlanta committee, the management 
the hotel and others who had contributed to the 


entertainment at the convention. 





The resolutions were adopted. Following the conven- 
tion, President Ruf named the following committee to 
act in accordance with the second resolution: Chairman, 
Dixon C. Williams; Mason Britton, of McGraw-Hill Co., 
Inc., New York; Clay C. Cooper, MILL SUPPLIES, Chicago; 
D. R. Egbert, International Trade Press, Chicago; and 
W. R. C. Smith, W. R. C. Smith Publishing Company, 
Atlanta. 

Following the adoption of the resolutions, the chair- 
man appointed H. E. Dickerman and F. H. Payne as a 
committee to visit the Southern Association meeting and 
to inform the southern dealers that the American Asso- 
ciation awaited them for the final joint session. 

The American Association executive meeting 
adjourned. 


then 








Ce "Mont me ’ : Ww. VW. Bae Re “Ge, 
Philadelphia: R. M. Pindell, Jr., G. G. 
‘o., Birmingham; F. H. Mohns, J. M. G. Parker. 
in ulley Co., Philadelphia: W. R. Simpson, F. E. 
n Steel & Wire Co., Atlanta; F. W. Ream, John H. Hoagla 











3aldwin. 


Banks-Miller Supply ¢ Huntington, W. Va.: T. F. Bailey, J. H 
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leton ¢ Mover Co., Appleton, Wis.; G. L. Carleton. 

Arkansas Mill Supply Co., Inc., Pine Bluff; W. W. Taylor. 

\rmstron srothers Tool Co., Chicago; Horace Armstron 

Asheville Supply & Foundry Co., Asheville, N. C.; G. I. Black, Jr. 

Atlantic Steel Co., Atlanta; C. S. Burges. 
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Beck & Gregg Hardware Co., Atlanta; J. R. Almand. 
Belmont Packing & Rubber Co., Philadelphia; Osc W. Trumbull. 
“Belting, Transmission, Tools & Supplies,’ Chicago; D. R. Egbert 
Bethlehem Steel Co., Bethlehem, Pa.; Frank W. Stone, Charl P. King. 
Billings & Spencer Co., Hartford; E. R. Lafferty, Jr. 
Black & Decke Manufacturing Co., Towson, Md.; R. D. 
Procter, W. C. Allen, Walter Silliman, G. W 
Bluefield Supply Co, Bluefield, W. Va.; W. E. 
Bluford Sharp Co., Chicago; Bluford Sharp. 
Bond Foundry & Machine Co., Manheim, Pa.; 
Disosway. 
Bonner & Barnewall, Inc., New York; B. C. Cook. 
The Borden Company, Warren, Ohio; Lee Irby. 
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It’s human nature to want to see 
a machine run. A moving ex- 
hibit in any show window proves 
it. Here is a way to turn this 
trait to your own profit— 
The AZOR is a new type of 
grinder that attracts attention i 
and wins admiration by its 
sturdy build, its abundance of 
power and its easy workability. { 
It sells at $32, with a dealer dis- 
count that makes it worth i 
your while to feature it. 
: ; i 
Order an AZOR now and set it 
up in your display room. Con- 
nect it to an electric outlet and 
place a card on it reading, “Turn 
this button and see the AZOR in 
operation.” Your AZOR will 
soon prove its ability to demon- 
strate and sell itself. 
V3 HH. P. Motor 
' {sk for dealer discount on your Large Shaft | 
Demonstration Grinde Dust Proof Bear- / 
ings 
8x" in. Grinding 
Wheels 
THE AZOR MOTOR MFG. CO. 10-foot Cord i 
. Switch in’ base 
7424 Bessemer Ave., Cleveland, Ohio 
i 
i 
The DROPFO Wedgelok Vise She | 
—an innovation in vise construction and adaptability 
WiSE | 
IS ALL THAT ITS NAME IM- 
PLIES, being made entirely of ; 
Drop Forgings. The wedge lock | 
f swivel base principle, which / 
¥) is covered by patents is simple i 
and positive. ‘ 
IT IS EASY TO OPERATE. i 
Tightening the jaws on any object ; 
automatically tightens the base. j 
r this may be done indepen- i 
dently when stationary vise is de- 
sired. ] 
The jaw plates are knurled as | 
they are forged. They are dow- 
eled onto the jaw in such a man- 
ner that they cannot come loose. 
ae F - F The screws are made from chrome { 
The perfect vise without a rival nickel steel, heat treated, and are 
’g in. larger in diameter than 
~ . - screws i he ypes of vise f 
VISES have a grip that cannot shake or break loose. They Egan ns pasa gets prec 
will stand more downright abuse than any vise known. chined to close limits and are in- 
They are born under the hammer and thrive under it. A terchangeable. 
user writes us that we should call it the universal machine because of its ability Guarantee 
to do work heretofore considered impossibie with any other type or make of 
vise. He informs us that it is being used daily as a bushing press and for ek itn oceania ak mnataiibinn 
straightening auto axles cold. confidence with the trade we guar- 
antee DROPFO Vises never to 
Vises can be furnished with either swivel or stationary base. break and never to be stratned 
under normal usage. 
Manufactured by 
CANAL FULTON, CHIO 
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Chicago; 
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Manufacturing 
George P. Darby. 
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N. 





Ee 
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Co., Marshalltown, 
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Haubner. 


Hodges. 


Chicago ; 
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Dixon 
A. Ellieson. 
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Cincinnati; 
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Detroit ; 
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Fauce 
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Allaben. 
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C. 
G. 
Iowa; 


L. 


M. 


Lf 


J. 


Dann. 


E. 


Chenoweth. 


F. 


Bower 


Cc, 


North. 


Caldwell, 


Williams. 


Dickerman. 


Scherl, 


Owen, 


Browne. 


Oliver B. 


The Cleveland Wheel Barrow & Manufacturing Co., Cleveland; Ralph 
R. Roemer, H. T. Ansley. : 
The Cleveland Wrought Products Co., Cleveland; C. L. Wasmer. 
Clipper Belt Lacer Co., Grand Rapids; Fred V. Hallam, Perry J. 
Edwards. 
Columbia Supply Co., Columbia, S. C.; C. Atkinson. 
The Columbus McKinnon Chain Co., Columbus, Ohio; D. S. Brisbin. 
The Conneaut Shovel Co., Conneaut, Ohio; C. J. Welsh, F. C. Watson. 
Thos. Cox & Sons Machinery Co., dne. Little Rock; Robert M. Williams. 
Corbin Supply Co., Macon, Ga. ; C. Corbin. 
The Cuneo Press, Inc., ~~ Reenetidl _. J. Ss. 
The Cushman Chuck Co., Hartford; Harry W. Hultgren. 
3) 
Delta File Works, Philadelphia; Joseph M. Hottel. 
Deming Co., Salem, Ohio; H. E. Stiver. _ 
A. H. Deveney & Co., Atlanta; A. H. Deveney, C. K. Bogle, Mark 
Palmour. . 
Detroit Twist Drill Co., Detroit; W. Rogers Starr. - 
rhe Diamond Rubber Co., Inc., Akron ; W. E. Sisson, W. B. Thackston. 
R. & J. Dick Co., Inc., Passaic, = J.; S. A. Pardee, H. S. Bann. 
Dillon Supply Co., Raleigh, N. C G. L. Dillon. : 
Henry Disston & Sons, Inc., Philadelphia: S. Horace Disston, D. W. 
Jenkins. 
Dixie Mill Supply Co., Inc., New Orleans; C. J. Salm. ’ 
Dodge Manufacturing Corp., Mishawaka, Ind.; E. S. Grant, John W. 
Carlson. 
R. R. Donnelley & Sons Co., Chicago; L. L. Redman, E. B. Callahan. 
The Duff Manufacturing Co., Pittsburgh: G. E. Watts. 
E. I. duPont de Nemours Co., Wilmington; William Staniar. 
E 
Eichel & Co., Richmond; M. C. Eichel 
Empire Machinery & Supply Co., Norfolk; Walter L. Graham. 
Empire Tire & Rubber Co., Trenton; A. H. Sommers. 
KF 
Fabreeka Belting Co., Boston; G. M. Carl. 
The Fafnir Bearing Co., New Britain; R. N. Hemenway, A. G. Laugh- 
idge. 
The Fairbanks Co., New York; Morgan H. Fowler, W. D. McCarty. 


B.. D. 


Young. 


Coch- 


John 


Rodgers, 


arker, 


Radford. 


Edward 


Flexible Steel Lacing Co., Chicago; . L. Coats, William J. 

Ford Chain Block Co., Philadelphia; F. J. Ford, H. N. Hubert. 

S. S. Fretz, Jr., & Co., Philadelphia; G. P. Cartwright 

Fulton Supply Co., Atlanta; George Winship, W. B. Botts, W. N. 
‘an, Joseph Winship. 

G 

The Gastonia Mill Supply Co., Gastonia, N. C.: W. D. Anderson, 
W. Kirby. 

Georgia Supply Co., Savannah; W. S. Blun. 

General Supply & Machine Co., Meridian, Miss.; B. Wed ‘_ 

B. I «Goodrich Rubber Co., Akron; M. C. Newman, D. 
R. W anton, E. J. West, G. B. Campion, A. W. Doran. 

rhe cation ar ny & Rubber Co., Akron; H. V. Bressler, C. r 
D. R. Burr, Geor . Grauer, W. E. Lotspeich, R. R. Peebles. 

Wm. Grace & Co. Montgomery; W. M. H. Grace. 

Graham Bolt & Nut Co., Pittsburgh; Charles J. Graham. 

Graton & Knight Mfg. Co., Worcester: C. O. Drayton, O. C. 

Greene, Tw eed & Co., New York; Frank J. Hill. 

Greenfield Tap & Die Corp., Greenfield, Mass.; F. H. Payne 
Blake, Jr., Jack Sutter. 

Greenville Textile Supply Co., Greenville, S. C.: O. Wallace. 

Grinnell Co., Inc., Atlanta; Lon J. Leary. 

Grinnell Co., Inc., Nox ‘th Charlotte, N. C.: S. O. Thorne. 


Grubb, 








Gulf States Steel Co., Birmingham; H. F. Kerber. 
ie G a Percha & Rubber Mfg. Co., Brooklyn; Frank H. 
George B. Dickerman. 
W 
Hamilton Rubber Manufacturing Co., Trenton; Sanders. 
H:z dw icke-Etter Co., Shernian, Texas; James Bigg 
Hewitt Rubber Co., Buffalo; Charles L. Bowly 
R. Hoe & Co., Inc., New York: H. W. Blair, E. Fo I 
Home Rubber Co., Trenton; Charles F. Green, J. C. 
Hooven & Allison Co., Xenia, Ohio; Julius Kersten 
Hyatt Roller Bearing Co., Newark; Paul R. Byrnes. 
I 
napolis Brush & Broom Mfg. Co., Indianapolis; J. R. Ing 
A ve New York; C. S. Baur, F. B. Finney. 
J 
Jame Co., Chattanooga: F. C. Bicke F. D. Hanco 
’ Jone hlin Steel Cory Taylor Brothers, Richmond, 
Taylor, Jr 
The Jeffrey Manufacturing Co., Columbus, Ohio: G. Hor 
nt ue 
/ ‘ins Brothers, New York; Farnham Yardley, Arthur C 
William G. LeCompte, J. M. Martin, B. R. Wofford 
Johnston-Morehouse-Dickey Co., Pittsburch: D. P. Fors« 
Ik 
rt Kirk-Lat Manufacturing Co.. Clevels H. Hole 
Knight & Wall Co., Tampa; C. A. Bashford, M. Coops 
Krue Machinery Co., n ntonio: A. wr 
I. 
I d R La ( . Inc ( Me 
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Philadelphia. 
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va.;3 


Dickinson, 


Walker. 





































































































Lamson & Sessions Co., Cleveland; Donald A. Koehl. 

\. Leschen & Sons Rope Co., St. Louis ; L. D. May, C. R. Deam. 

Lewis-Brown Co., Inc., Memphis; T. W. Lewis. 

The Libbey Glass Mfg. Co., Toledo; J. A. Carson. 

Lombard Iron Works & Supply Co., Augusta, Ga.; J. G. Belding. 

Long-Lewis Hardware Co., Bessemer, Ala.; J. H. Crowe. 

The Lunkenheimer Co., Cincinnati; Charles A. Brown, James R. Ander- 
son, W. M. Hood. 

M 

Machinery Company of America, Big Rapids, Mich.; W. S. Paden, George 
Richards. 

Main Belting Company, Philadelphia; Adrian K. Morris. 

Manning, Maxwell & Moore, Inc., New York; J. C. 
Bradbury. 

Mark Manufacturing Co., Chicago; Irving G. Crocker. 

Markham Air Rifle Co., Plymouth, Mich.; R. F. Valentine. 

The Maryland Bolt & Nut Co., Baltimore; Linus Keating. 

Mason Regulator Co., Boston; Eldon MacLeod, H. E. Whittemore. 

Mayfield, W. T., Birmingham, Ala. 

McLeod Leather & Belting Co., 
John D. Butler, James West. 

C. M. McClung & Co., Knoxville; N. J. C. Lester. 

McComb Supply Co., Inc., Jellico, Tenn.; Mr. Smith, H. B. McComb. 

Mc-Gowin-Lyons Hardware & Supply Co., Mobile; Mark Lyons, Thomas 
B. Soost. 

Mechanical Rubber Company, Cleveland; B. F. 
Edward Hubert, John F. Rawls, Jr. 

The Medart Co., St. Louis; W. G. Kessling. 

MILL SUPPLIES, Chicago; Clay C. Cooper, John A. Cronin. 

The Mill Supply Co., New Bern, N. C.; A. F. Patterson. 

Mills & Lupton Supply Co., Chattanooga; S. E. Stern. 

The Milton Manufacturing Co., Milton, Pa.; Raymond W. Krise. 

Mine & Mill Supply Co., Lakeland, Fla.; P. M. Grubbs. 

Moore-Handley Hardware Co., Birmingham; B. F. Moore, Jr., J. M. 
Bates, W. W. French. 

Moran Flexible Steam Joint Co., Louisville; T. W. Moran. 

Morse Twist Drill & Machine Co., New Bedford; F. O. Lincoln. 

The Murray Co., Dallas; A. U. Smith. 

N 

Nashville Machine & Supply Co., Nashville; T. C. Keeling. 

National Carbon Co., New York; Paul D. McKenzie. 

National Pipe & Supplies Association, Pittsburgh; George D. McIlvaine. 

National Tube Company, Pittsburgh; John J. Kennedy, Hugo Weid- 
mann, T. W. Thorne, Henry P. Nelson, R. W. Murray, C. W. Kennedy, 
A. §. Robinson. 

New York Belting & Packing Co., New York; T. H. Dickinson, J. W. 
Macomb. 

Nicholson File Co., Providence; F. Herbert Smith, John H. Collier. 

Norris Brothers, Greenville, S. C.; J. M. Barksdale. 


Blanton, W. P. 


Greensboro, N. C.; W. T. McLeod, 


Ruether, W. E. Belcher, 


oO 
Odell Mill Supply Co., Greensboro, N. C.; R. W. Wallace. 
Ohlen-Bishop Co., Columbus, Ohio; L. W. Seymour. 
Ohio Knife Co., Cincinnati; Joseph A. Naylor. 
The Ohio Valley Pulley Works, Inc., Maysville, Ky.; H. S. Howland. 
Oliver Bros., Inc., Pittsburgh; Wilson Oliver. 
Oliver Iron & Steel Corp., Pittsburgh; George T. Bailey, H. G. Chap- 
man, Charles Oliver. 
Oster Manufacturing Co., Cleveland; A. S. Gould. 
P 
Pave Belting Company, Concord, N. H.; William T. Bell, L. J. Clezie. 
The Charles Parker Co., Meriden, Conn. ; H. E. Thayer. 
C. T. Patterson Co., Ltd., New Orleans; R. E. Kelleher. 
Peden Iron & Steel Co., Houston; D. D. Peden. 
Penberthy Injector Co., Detroit; Albert D. Thomas. 
Phillips Hardware & Supply Co., Columbus, Ga.; J. G. Gilliam. 
Pittsburch Steel Co., Pittsburch; George W. Jones, O. J. F. Smith, L. S. 
Stokes. 
The William Pow ell Co., Cincinnati; Robert D. Allen, A. K. Birch. 
Precision Grinding W heel Co., Ine., Philadelphia; Luther Broaddus, A. S. 
Vane. 
Q 
Quaker City Rubber Co., Philadelphia; J. J. Hughes. 
R 
Ray Hardware Co., Pensacola, Fla.; W. A. Ray. 
T. B. Rayl Co., Detroit; B. H. Ackles. 
Reed Manufacturing Co., Erie, Pa.; E. C. Barnett. 
Republic Iron & Steel Co., Birmingham; E. M. Barnes, W. G. Bagley. 
Republic Rubber Company, Youngstown; R. M. Gattshall, J. L. Gillman, 
B. P. Franklin, J. F. Vogt. 
The Roberts Brass Manufacturing Co., Detroit; Earl W. Roberts. 
Rogers-Bailey Hardware Co., Chattanooga; L. D. Bailey. 
Rogers Fibre Co., Boston; W. P. Rogers. 
Royersford Foundry & Machine Co., Philadelphia; Martin G. Sperzel. 
The Ruberoid Co., New York; M. W. Crane. 
Russell & Erwin Manufacturing Co., New Britain; Isaac Black. 
Jos. T. Ryerson & Son, Cincinnati; F. V. Wile. 
.- 
Sanford Bros., Chattanooga; J. J. Larew, E. C. Sherp, E. H. Spence 
Sar Antonio Machine & Supply Co., San Antonio; C. C. Krueger. 
Chas. A. Schieren Co., New York; H. D. Jackson, A. H. Watson. 
J. S. Schofield’s Sons Co., Macon; V. A. Vail. 
A. W. Shaw Co., Chicago; H. C. Whiteley. 
H. B. Sherman Mfg. Co., Battle Creek, Mich.; A. R. Webber. 
Sherwood Manufacturing Co., Buffalo; J. B. Madden. 
Simonds Saw & Steel Co., Fitchburg, Mass.; J. E. Kelley, H. D. Horton, 
R. H. Myers. 
S. K. F. Industries, Inc., New York; R. W. Franklin, E. M. Potter. 
M. B. Skinner Co., Chicago; M. B. Skinner. 
Skinner Chuck Co., New Britain; Robert B. Skinner. 
Smith-Courtney Company, Richmond; Alvin M. Smith, A. Brooke Smith. 
Smith-Meadow Supply Co., Inc., Birmingham; R. S. Smith. 
South Atlantic Supply Association, Atlanta; W. E. Dunn, Jr. 
‘Southern Engineer,” Atlanta; W. R. C. Smith, L. F. Gordon, O. A. 








Sharpless. 
Southern Skein & Foundry Co., Chattanooga; D. W. Johnston. 
Southern Railway Supply Co., Richmond; D. E. Doyle. 


Standard Pressed Steel Co., Jenkintown, Pa.; H. T. _tiallowell 
kI Pipe & Fittings Co., Birmingham; D. W. Stockham, W. A. 
\ber« rombie . E. G. Franklin. 

Geo. Stratford Oakum Co., Jersey City: 
sulli t, Atlanta; L. L. 





Thomas H. Winston. 
Sullivan, Harry Jarrett. 
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Belts seldom wear out. 


Dressing will prevent this. 


materials. 


Also made in liquid form. 


ATLANTIC Bar Belt Dressing 


20 Years on the market without a Complaint 


From lack of proper attention the 
pulley side of a belt rots and cracks. 


ATLANTIC Belt 


1 Always made of high grade 
We never lower the quality. 


Price reasonable. 


ATLANTIC MANUFACTURING CO. 


Wilmington, Delaware 













































LEIMAN BROS. 
















They the 


air and take up their 


scoop up 


own wear. 


QUIET 





FOR 


Priming pumps 


ALSO USED 


Fuel oil burning outfits 
Operating gas furnaces 
Testing gas meters 
Raising gas pressure 
Gasoline service pumps 
Scavenging engines 


Blowing 


Singeing cloth 


Cleaning dust from intricate machinery parts 


Sand blast machines 

Vacuum cleaning 

Agitating liquids 

Blowing chips and stampings from ma- 
chine tools 

Filling bottles and containers 

Feeding paper in printing presses 

Feeding labeling machines 


All sorts of testing and experimental work. 
All sorts of automatic machines and 
devices 


LEIMAN BROS. 60 HSB Lispenard Street, New York | 
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Banding machines 
Wrapping machines 
balloons 
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with GAs” OR OIL 


Every manufacturing plant has use 
for pumps such as these: 1 0z, to 
10 Ibs. pressure; 2 to 338 cubic feet 


per minute. There 


are many makes 


of rotary air pumps but the leaders 


of the industry, 


the world over, even- 


tually get down to this—the simplest, 
most efficient air and gas pump made. 


Write us about 


your problem—pref- 


erably send a sketch with sizes—tell 


us what you want to do—name 
appliances to be operated. 


the 

















Be Sure 
You Get 


Leiman Bros. Air Pumps 


Because your satisfaction 
your being particular about 


Makers of good machinery for 35 years 


Leiman blowers very 
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giving the best 
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is and for this 
all the more 
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r day. 
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Sutton-Osborne Supply Co., 
Sutton. 


The Swar 


Asheville, N. C.; Thomas J. Osborne, H. J. 


wout Company, Cleveland; D. K. 
1, 

W. O. W. Talcott, Inc., Providence; W. O. 

Taylor Richmond; W. G. Taylor, Jr. 

laylor-Parker Co., Inc., Norfolk; E. L. r. 

Templeton, Kenly & Co., Ltd., Chicago; H. B. 


Swartwout, L. P. Russon. 


& M. 


3ros., 


Talcott. 


Burlow. 





H. C. Tennent Supply Co., Augusta, Ga.; H. C. Tennent. 

lennessee Mill & Mine Supply Co., Knoxville; George H. Manning. 

The Textile Mill Supply Co., Charlotte, N. C Fred W. Glover, Phil 
McMahon. 

Tidewater Supply Co., Inc., Norfolk; J. A. Beasley. 

Transmission Ball Bearing Co., Buffalo; C. M. } 

J. M. Tull Rubber & Supply Co., Atlanta; R. C. H. Beers, 
G. W. Walker. 

Turner Supply Co., Mobile; W. Marshall Turner, Henry M. Sossaman, 
W. B. MeCoy. 

if 


Union Manufacturing Co., New Britain; E. I. Stevens. 
United American Metals Corp., Brooklyn; Charles L. Bethge. 
U. S. Chain & Forging Co., Pittsburgh; William H. Reid. 
rt 


ne Upson-Walton Cleveland; W. S. Kerr. 
co = : Dap 


Co., 

















tubber Co., rk; W. G. Coyle, R. T. Rutherford 
Vv 

Victor Saw Works, Middletown, N. Y.; Robert P. Kelley. 

Vi nia Machinery & Well Co., Inc., Richmond; Charles F. Cole 

Voorhees Rubber Manufacturing Co., Jersey City; S. C. Dunn. 

w 

lhe Henry Walke Co., Norfolk; Robert S. Page. 

J. D. Wallace & Co., Chicago; H. L. Ramsay. 

Walraven Co., Atlar ae Walraven, P. D. Allen, Jeff McCord, 
S. L. Dickey, F. C. Myers, J. E. Slider. 

Charles S. Walton & Co., Philadelphia; P. Exton Guckes. 

Walworth Manufacturing Co., Boston; Walter E. Stevens, George B. 
Cannon, W. C. Goza. 

Wa I i Worcester; W. A. Place. 

a w York; J. M. Wood. 

W ez Monroe, La.; George G. Weaks. 

estil tric Company, Atlanta; R. W. Everson. 

We Virgi itucky Hardware & Supply Co., Huntington, W. Va.; 
C. W. Beckner. 

Wheeling Steel Corp., Wheeling, W. Va.; H. E. Smith, R. F. Smith, 
A. C., Witherington, 


The Whitman & Barnes Manufacturing Co., Akron; H. Z. Callender. 


I. B. Williams & Sons, Dover, N. H.;: John C. Ruf. 
D. T. Williams Valve Co., Cincinnati: T. F. Boyle. 





J. H. Williams & Company, Buffalo; E. J. 
E. L. Wilson Hardware Co., Beaumont, 
The Wood Tool Co., Ohio; A. L. Meredith. 
r. B. Wood's Sons Co., Chambersburg, Pa.; T. B. Wood, F. L 
Wright Manufacturing Co., Lisbon, Ohio; H. H. Wright, W. F. 
ink P. Bohland. 


Wilcox. 

Texas; V. L. Keith 
Shovel & Piqua, 
Marshall. 
Wright, 











Wyoming Shovel Works, Wyoming, Pa.; C. H. Broward, G. W. Naylor, 

H. T. Potter. 
Y 

The Yale & Towne Mfg. Co., Stamford; J. C. Morgan, H. G. Whitlow. 

Yarnall-Waring Co., Philadelphia; Samuel D. Barr. 

Yost Manufacturing Co., Meadville, Pa.; L. M. McCarthey, R. N. Barber. 

Youngstown Sheet & Tube Co., Youngstown, Ohio: Walter E. Meub, 
C. E. Hutchinson, W. W. Brown, Fred Egglestone, W. W. Ford, W. C. 
eidlinger, J. T. Rothschild, Howard Williams, W. H. Bruce. 

The Young & Vann Supply Co., Birmingham; J. A. Vann. 

Ladies Registered at the Convention 

Mrs. B. H. Ackles, Detroit: Mrs. A. A. Acklin, Atlanta; Mrs. Horace 
Armstron Chicago. 

Mrs. T. F. Bailey, Huntington, W. Va.: Miss Em Baker, Atlanta; Mrs. 
G. S. Baur, New Helen Beaver, 


York; Mrs. Charles W. Beaver, Miss 
Stamford: Mrs. Ruby F. Boensch, Atlanta; Mrs. ’. B. Botts, Atlanta; 


Mrs. W. W. Brown, Atlanta. 

Mrs. Sadye B. Chandler, Atlanta: Mrs. Louvenia Chaney, Atlanta; 
Mrs. H. G. Chapman, Pittsburgh; Mrs. Bruce Cochran, Columbia, Tenn.:;: 
Mi Margaret Cochran, Atlanta; Mrs. C. J. Collier, Atlanta; Mrs. Clay 
c., 4 Chicago: Mrs. Irving G. Crocker, Chicago. 

k H. Dickinson, Atlanta: Mrs. W. W. Doe, Montgomery, Ala. ; 







M +) Doyle, Richmond. 

M Egglestone, Atlanta: Miss Beulah Eichel, Richmond. 

Mrs L. Fielding, Atlanta; Miss Frances L. Ford, Philadelphia. 

Mrs. . Guillebeau, Atlanta. 

Mrs. Cora Hamrick, Atlanta: Mrs. Grady Herrington. Atlanta; Mrs. 
J. H. Holeombe, Atlanta; Mrs. J. J. Hughes, Philadelphia. 

Mrs. C. B. Jenkins, Charleston, S. C.; Miss Lula Jenkins. 

Mrs. V. L. Keith, Beaumont, Texas; Mrs. Julius Kersten, Xenia, Ohio; 
Mrs. W. G. Kessling, St. Louis; Miss Charlotte King, Atlanta; Mrs. 
Charles P. King, South Bethlehem, Pa.: Mrs. C. C. Krueger, San Antonio 

Mrs. Arthur C. Langston, Columbia, Tenn.; Mrs. L. J. Leary, Atlanta; 


Mrs. N. J. C. Lester, Knoxville. 
Miss Elizabeth Martin, Atlanta; 

Ohio: Mrs. T. W. Moran, Louisville; 

Mrs. R. W. Murray 
Mrs. J. Har 


Mrs. Walter E. Meub, Youngstown, 
Mrs. Adrian K. Morris, Philadelphia ; 
y and Miss Gertrude Murray, Atlanta. 

ison MeNash, Wheeling, W. Va. 


Miss Louise Nelson, Miss Margaret Nelson, Atlanta; Mrs. G. M. North, 
Cleveland. 

Mrs. W. S. Paden, Big Rapids, Mich.;: Mrs. A. F. Patterson, New 
Bern, N. C. 

Mrs. John F. Rawls, Jr., Atlanta: Mrs. F. W. Ream, Atlanta. 

Mrs. C. J. Salm, New Orleans: Miss Fitzhugh Shelor, Stamford; Mrs. 
M. B. Skinner, Chicago; Mrs. Alvin M. Smith, Richmond; Mrs. R. S. 
Smith, Birmingham; Mrs. W. R. C. Smith, Atlanta; Mrs. R. W. Stan- 





Atlanta: Mrs. Roger Starr, Atlanta; Mrs. S. E. Stern, 





on, Chattanooga ; 
Mrs. Jack Sutter, Springfield, Mass.;: Mrs. D. K. Swartwout, Cleveland. 

Miss Frances Tennent, Augusta, Ga.; Mrs. W. Marshall Turner, Mobile. 

C. L. Wasmer, Cleveland, Ohio; Mrs. F. C. Watson, Miss Agnes 

Miss Marian Watson, Conneaut, Ohio: Mrs. A. R. Webber, Battle 

Mich.: Mrs. Hugo Weidmann, New Orleans: Mrs. C. J. Welsh, 

1eaut, Ohio; Mrs. H. E. Whittemore, Atlanta; Mrs. H. G. Whitlow, 

Stamford Miss Anita Williams, Nashville; Mrs. Dixon C. Williams, 

Chicago; Mrs. H. H. Wright, Lisbon, Ohio. 
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Sidelights on the 
Atlanta Convention 

















In the words of that noted orator, Dixon C. Williams, 
the Atlanta convention “certainly was a Ruf one.” 

The started to make the Atlanta Biltmore 
lively as early as Saturday night before the opening, and 
by Sunday morning the attendance at all Atlanta 
churches was noticeably increased. 


“boys” 


By Monday the famous golfers of the mill supply field 
were in evidence, with such notables as D. K. Swartout, 
J. E. Kelley, T. F. Bailey, J. H. Palmer and others doing 
great damage to the bogie list of the local golf clubs. 
Eldon MacLeod of the Mason Regulator Company had 
his mind set on a few rounds before the convention ses- 
sions opened, and the mere loss of his golf bag and clubs 
en route couldn’t dampen his enthusiasm, for he secured 
an entire new outfit. (However, sad to relate, Old Jupiter 
Pluvius entered into the plot on Monday afternoon and 
did a lot of dampening. ) 

Speaking of golf, it should be here recorded that 
Walter Hagen, world renowned champion, was a Biltmore 
guest during convention week. Evidently Walter had 
heard about some of the star performers of the mill 
supply field. 

“Bob” Skinner and “Bill” Kerr (two young men about 
town) entered into a “whispering campaign” on Monday 
morning, and let it be known that any bucks that were 
passing might pass in their direction. When the watch 
ticked at the proper time, the “Bob-Bill’? combination 
wrote “Success” on a job well done. 

Speaking of the great American game of buck-passing, 
one Mr. N. A. Gladding of Indianapolis had to do a lot 
of explaining to his many friends at the convention about 
how he “passed the buck” to President Coolidge. ‘“‘You 
see,” says N. A., “it was just a ‘silver steel’.’”’ 

The registration parlors brought thoughts of one 
sweet Valentine—“from Fred to Dick’”—with beautiful 
ribbons. You stepped right up to the table, deposited five 
iron men, received an honor badge with your name and 
company written thereon, and there you safely 
started on the three days’ journey. 

No happier couple attended the convention than Mr. 
and Mrs. Horace Armstrong, of Chicago, for on Wednes- 
day, May 6, they celebrated the third anniversary of their 
wedding. By a very pleasant coincidence, it so hap- 
pened that the Armstrongs while on their honeymoon 
stopped off at the mill supply convention in Atlantic City 
three years ago. (Did any of you convention guests have 
the good fortune to notice the gorgeous bouquet of roses 
that Horace sent to Mrs. Armstrong early Wednesday 
morning? ) 








were 


Charles W. Beaver was accompanied to the convention 
by Mrs. Beaver and their charming daughter, Miss Helen. 
He was as enthusiastic as a schoolboy over his first real 
vacation in many years. He motored to Atlanta, and 
following the convention, planned to motor to Savannah, 
and then go by boat to Cuba. After he tires of Cuba, 
he may go to Mexico. Mr. Beaver has no set itinerary, 
but intends to go as he pleases and to make his visits as 
long or as short as fancy directs. To a man who has 
been to so many remote sections of the world on business 
trips, this vacation tour is a distinctly new adventure. 
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A Better Chain Pipe Vise. 
Thee ARMSTRONG 


Patent Applied for 


CHAIN PIPE VISES Nos. 1-C and 2-C 


The only Chain Pipe Vise with The only Chain Pipe lise with 
Solid Drop Forged te Full Length Jaw Support 
For Small Pipe 


One-Piece Jaws 


No 
Lugs 


No 


No Tilting of 
Bent 


Jaws 


sone Pipe 
= Fills! 


Teeth cannot 
get out of line 














Mr. Dealer: 


Stock Armstrong Chain Pipe Vises and get credit 
for handling the latest and best vise of its kind. 


Send rora COP) OTF our pipe fool catalog. 


ARMSTRONG BROS. TOOL CO. 


~ Pe Tool Holder People” 


305 No. Francisco Ave. CHICAGO, U.S.A. 























Mill Supply Distributors’ Convention at Atlantic City, 
Reviewed Pictorially by a “Mill Supplies” Artist. 








Top Row, Left to Right—H. H. Kuhn, The Hardware & Supply Co.; P. O. Boylan, W. M. Pattison Supply Co.; Harry W. Hultgren, The 
Cushman Chuck Co; W. A. Place, Warren Belting Co.; William H. Glatt, Nee 9g Balata & Textile Belting Co.; H. L. Gillian, The Wood Shovel 
& Tool C 3 W. H. Harris and H. J. Casper, Pittsburgh Gage & Supply Co; A. S. Maxwell, J. H. Williams & Co.; W. A. Gordon, The Akron 
Barrow Co.; W. Kerr, Upson, Walton & Co. ‘ 

Sound Row—Dixon C. Williams and Mallory Bedingfield, Chicago Nipple Mfg. Co.; Wm. H. Ottemiller and C. F. Ottemiller, Wm. H. 
Ottemiller Co.; H. B. Mehring, H. B. Mehring & Co.; H. E. Ruhf, The Cleveland Tool & Supply Co.; Arthur B. Paull, Beals, McCarthy & 
Rogers; W illiam F. Henning, American Screw Co.; M. B. Patch, Lumen Bearing Co.; Henry L. Russell, J. Russell & Co., Inc. 

Third Row—John H. Van Deventer and Harvey Conover, The Engineering Magazine Co.; J. A. McGraw, McGraw-Hill Co.; Edward P. 
Welles, Chas. H. Besly & Co.; Horace Armstrong, Armstrong Brothers Tool Co.; W. E. Caldwell, The Cleveland Twist Drill Co.; C. L. Gaum, 
Saginaw Manufacturing Co.; Ben Bailey, Chas. H. Reeves, D. J. Campbell and Agee S. Grant, Dodge Manufacturing Corporation. 

Fourth Row—R. E. Abbott, Louis E. Tracy Co.; C. L. Gaum, Saginaw Mfg. Co.; H. L. Coats, Flexible Steel Laeing™Co.; Louis E. Traey, 
Louis E. Tracy Co.; W. C. Lambert, Swank Hardware Co.; William G. LeCompte, Jonvinn Brothers; Robert P. Kelley, Clemson Bros., Ine.; 
H. G. May, Vonnegut Hardware Co.; B. J. Waring, Yarnall-Waring Co.; W. R. Schuchman, Homestead Valve Mfg. Co.; Mr. Wright, E. I, du Pont 
de Nemours Co.; S. H. Clark and L. A. Clark, Samuel Harris & Co. 





Your Daily Pap oa 
For a Iwist Drill 








HE early printing pressés were of wood and required but a brace * 


and bit to drill. Today’s frame alone requires a dozen high speed 
drills. Thus, while the laborious old “screw-down” was growing up 
to produce 300,000 8-page papers per hour, the drill had to come up 
from a primitive tool that wore its way through soft wood to the 
modern CLE-FORGE with its ability practically to punch holes in 
cast iron and machinery steel at the rates of 116’ and 50” per minute. 


While your daily paper waited 
for the printing press, both fol- 
lowed the drill that made the 
machine possible. 

But now drill science and 
drilling art have surpassed the 
demands of machinery. 

CLE-FORGE offers a reserve of 
drilling abilitythat extendsdrilling 





CLE*FORG 


capacity to that of the machines in 
use. When production at last re- 
quires more than the present-day 
CLE-FORGE can give, remember 
that the engineers who perfected 
CLE-FORGE will still be in ad- 
vance with a better drill. 


In the last analysis, CLE- 
FORGE “Tells its own story” best. 


TWIST DRILL 
COMPANY 
CLEVELAND 
NEW YORK: CHICAGO- LONDON 


HIGH 


SPEED 


RILLS 


TRADE MARK REG. U.S. PAT. OFF. 


When writing to Advertisers please mentivin Mitt Supprres. 











SAWS—SAW TOOLS—MACHINE KNIVES—METAL CUTTING MACHINES—HACK SAW BLADES— 
FRAMES—GRINDING WHEELS—CANTOL BELT WAX—UPSET SWAGES AND SAWMILL SUPPLIES 


E_CATWINS & CO. INDDANAPOUS, NO, 





Atkins Upset Swages for Solid and Inserted 
ooth Saws 


Kwik-Kut Metal Cutting Hack Saw Machines, 
belt or motor driven; capacity up to 8 by 8 in. 
More economical than Circular Metal Cutting 
Metal Band Saw Machine for cutting all kinds of - Saws. 
‘ be driv by bel tor; i 

a a alas a a ot oe ‘by 14 in avec AAA Non-Breakable Hack Saw Blades for 
: j hand frames; can be twisted and abused but 

they will not break in work. Send for sample. 


Inserted Tooth Circular Saws, Teeth & Holders; Sho ter fat — from Solid Tooth Circular Saws for saw and planing 
for light, medium and heavy mills. a — ae eee — mills, woodworking and furniture factories. 


Acrolite Wheels for Saws, Write nearest point below for complete catalog No. 19 Ferrolite Wheels.for Iron, 
Knives and Tools. Brass, Copper, etc. 








ie a ed - : 
\ \WATERPROOF OILPROOF 
Stops Belts from Slipping AAA Hack Saw Frames 


Write for free sample 





Machine Knives for Every Purpose 


Template paper for the asking 
E. C. Atkins & Company 


Home Office and Factory: Indianapolis, Indiana 
Canadian Factory: Hamilton, Ontario Machine Knife Factory: Lancaster, N. Y. 
Branches Carrying Complete Stocks in the Following Cities 


Atlanta Chicago Memphis Minneapolis New Orleans New York 
Portland San Francisco Seattle Vancouver, B. C. Paris, France 


Established 1857 The Silver Steel Saw People 


When writing to Advertisers please mention Mitt Supp irs. 





PARKER VISES 
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Renewable Tool Steel Jaws 


A Swivel with the Strength of a 


Used j - Solid Back Jaw 
sed in every shop where economy Solid Steel Bar Slide Strength- 


and efficiency are practiced. Han- ener 
, ; : Improved Saddle and Solid Un- 
dled by jobbers who desire to give 


derportion 


their trade the best. 5 Handle That “Stays Put” 


6 Jobber Protection Sales Policy 
7 Extra Strong Screw and Nut 


THE CHARLES PARKER CO. 


Master Vise Makers 
Meriden, Conn., i= FF Export Dept., 25 Murray St., New York City 





Belting That 
Lives Up To 
Its Reputation 


RAHMANN Belting is made from 
Choice Center Stock, Pure Oak Tanned. 


Sold extensively for Thirty Years, it has 
developed a reputation for Quality that 
is everywhere acknowledged. RAH- 
MANN Belting is easy to sell as many 
Mill Supply Houses well know. 


If you desire to handle a Line of Belting that can 
be depended upon for uniformity and quality, 
investigate the RAHMANN Line. 


GEO. RAHMANN & CO. 


32 Spruce St., New York, N. Y. 


Buffalo, N. Y. Newark, N. J. Syracuse, N. Y. 


Write for limit dealers’ prices. 
Samples cheerfully furnished. 


When writing to Advertisers please mention Mitt Suppvies. 














‘SHERMAN 


The Hose Clamp 


That Cannot Rust 


Wrought from heavy solid brass. 
Sliding tongue in groove insures 
uniform grip on hose and pre- 
vents bulging. 


Stiff, heavy ears form a nut lock 
which prevents nut from turning 
when tightened. Can be held in’ 
a vise and drawn tremendously 
tight. 


Made in all sizes and packed in 
strong, plainly labeled cartons. 
We carry the largest stock of 
hose clamps in the world, which 
insures prompt deliveries. 


DEALERS—Send for sample and 
attractive selling booklet. 


H. B. SHERMAN MFG. CO. 
Battle Creek, Mich. 


LARGEST MANUFACTURERS OF BRASS PIPE FITTINGS IN THE WORLD 








Announcement 





Jenkins Bros. 


ave now sole U. S. agents for 


MONCRIEFF 


Scotch 
GAUGE GLASSES 


Jenkins Bros. announce the purchase of 
the old established and well known cor- 
poration of H. A. Rogers Co., 87 Wal- 
ker St., New York, N. Y. This corpor- 
ation has been for years the sole U. S. 
agent for the manufacturers of the 
world renowned Moncrieff Scotch 
Gauge Glasses, the “Perth Brand” for 
standard pressures and “Unific Brand” 
for high pressures. This agency will be 
carried on by Jenkins Bros. as from 
May Ist, 1925. 


It is announced with pleasure that Mr. 
William A. Tucker, connected with H. 
A. Rogers Co. since 1880 will be asso- 
ciated with us. 


We believe that nowhere else in the 
world is there better gauge glass than 
this, the make of J. MONCRIEFF, 
Perth, Scotland—a manufacturer known 
for 60 years for the fineness of his 
product. 


JENKINS BROS. 


80 White Street New York, N. Y. 
524 Atlantic Avenue...... Boston, Mass. 
133 No. Seventh Street Philadelphia, Pa. 
646 Washington Boulevard........ Chicago, IIl. 


























When writing to Advertisers please mention Mitt Surpties. 
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‘w) The Wa. O]) Line ‘“w 
ue ONS CO aie 


Dealers who carry The OO] ) Line of 


ELS co. 


POWER TRANSMITTING APPLI- 
ANCES are successful, because they repre- 
sent A LINE—ONE COMPLETE LINE. 


Dealers carrying Set Collars made by one manufac- 
turer, Couplings by another, Hangers by another, Pulleys 
by another, and so on throughout the list, MAY or MAY 
NOT be successful; but you can mark it down as a fact 
that they are working harder than other dealers to secure 
their trade, and have more trouble holding it. 


Their customers are those who buy on price only and 
are satisfied to take the risk of the various articles fitting 
together. 


This “ONE LINE” question is worthy of serious con- 
sideration by every dealer. There are many advantages 
in being backed up by a manufacturer. 


\T. B. appeinate mampiigs ~o., ee PA 7) 


Pulley ; Giant” X 
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YOUR CATALOG PROBLEMS 
Are Easily Solved 
Through Our Service 





AND ay Consisting of elimination of the work usually handled 


in a jobber’s office, for we send our compiler familiar 


H act spn with your merchandise to make your layout. 





\Ve then furnish a complete preliminary dummy out- 
lining your specifications in page form, in duplicate, for 
your approval, as to the items to be shown—you retain- 
ing the dummy with the original layout pasted therein, 
sending us the duplicate of same with O. kK. or changes 
to be made. 








Dummy furnished will be page-numbered and in cor 
respondence thereafter pages will be referred to by 











number. 


Upon receipt of the ok’d duplicate layout sheets we write the descriptive matter, secure 
the cuts, set the type, do the proof-reading, send the proofs to you and to the manufacturer 
for your own and his ok, make the corrections upon receipt of both of these ok’s, and then 
mail you two additional proofs, one to paste into your dummy, and one to be returned to us 
with your final ok. 


After this work is completed you can then rearrange the pages in your dummy to suit 
your ideas as to the succession of the various lines in which you wish to show them, after 
which we will compile the index, print, bind and pack the catalogs, ready for distribution. 


We specialize in Standard 7!'2x105¢ inch (6'4x9 inch Type Size) Catalogs. 
| ’ g 


Prices, including all of the work outlined above, will be quoted upon receipt of approximate 
specifications as to number of pages and quantity of catalogs desired. 
OUR SERVICE consists of keeping the type standing 
(which always remains new as we print from plates only) correcting same to date at your 
suggestion at any time, or upon manutacturer’s advice, and then print therefrom up-to-date 
corrected catalog inserts for your loose-leaf salesmen’s catalogs, these inserts to match orig- 
inal catalog pages. In this way we keep your catalog constantly to date ready for a new 
issue at any time. Your inquiry will be appreciated! 


After your catalog is completed 


— 


CATALOG SERVICE DEPARTMENT 
THE CUNEO PRESS 


NCORPORATED 


455 West 22nd Street Chicago, Illinois 


When writing to Advertisers please mention Mitt Suppties. 
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FREE! 


Send for the free sample 
ring— put it in a vise 
squeeze it hard-— release 
it watch it expand. That 
shows the principle behind 
‘“C-C”* thas teat “gets” 
the engineer! 


Why Rhopac “C-C”? 





will make money for you 


ACKING is used wherever power is made. Every engineer 
Pp has packing trouble; the design and manufacture of packing is 

one industrial item that has never received the attention that 
it should have. Most packings depend upon tightness to assure 
air-tight and water-tight operation. This tightness hardens up the 
packing, produces friction, and scores the rod. Hence the fre- 
quency of repacking jobs that boost the plant’s overhead costs. 
Hence packing troubles. 


How ec sole €S ani old problem 


Rhopac ‘‘C-C’”’ (Cushion Center) packing is built along right en- 
gineering lines. It has an outer armor of bearing metal, which 
makes a regular bearing out of the stuffing box. In the face of the 
packing that’s next to the rod, there are one or more oil or water 
seal grooves, depending upon the size of the packing. These grooves 
help to keep ‘‘C-C”’ air-tight without resorting to friction. Then, 
inside this packing is the Cushion Center. This Center expands and 
contracts to make up for wear and for temperature changes. It 
adapts itself to the conditions, always remaining just tight enough 
to work right without being so tight as to produce friction. This 
preserves the rod, makes the packing itself last much longer, and 
cuts out those frequent repacking jobs. 


Not much “‘selling”’ required 
(and our plan does much of that for you—ask about the plan) 
Tell these points to the engineer—the man who deals with packing 
all day. Tell him ‘‘C-C”’ is fully flexible, can be cut with a knife, 
formed with the fingers, applied by anyone—and tell him ‘*C-C’’ 


sells for the same price per pound as soft packing—and you’ll find 
a Rhopac ‘‘C-C”’ sale at the base of every stack. 


Chicago Rhopac Products Co. 


Chicago, Illinois 


Ket your territory! Seven districts were assigned in the last six weeks 































Nitrose paint 
is easy tosell 





{ 


A McGraw-Hill survey shows that Industry 
alone buys almost as much paint, gallon for 
gallon, as the whole domestic market! 


The industrial paint market is steady. It buys 
heavily and in bulk. Glossy-black Nitrose 
Paint is easy to sell. There is no engineering 
or laborious specifying in a Nitrose sale; 
Nitrose meets all demands and fits all condi- 
tions. 


Nitrose lasts. That’s why it stays sold. Are 
you going to be one of the men who let 
Nitrose’s popularity make money for them? 
Better write now for full particulars. There 
are still some good territories open. 


The Nitrose Company 


Peoria Life Building - Peoria, Illinois 


Why Nitrose outlasts 
other paints 


In spite of fierce heat or extreme 
cold, in spite of acids and fumes, 
Nitrose stays elastic. This means 
that Nitrose expands and con- 
tracts with the surface it’s ap- 
plied to—this means that Nitrose 
doesn’t easily crack or peel. 


Every paint buyer knows that it 
isn’t the paint, it’s the frequent 
repainting that costs. Tell them 
Nitrose outlasts other paints by 
two, three or more times be- 
cause it stays elastic. That's 
what sells Nitrose so easily. 
Would you like to prove this for 
yourself? Send for a little trial 
can. 





P. SS. We’re running 
regular large space in 


Power 

Industrial Power 

Industry Illustrated 

Ice & Refrigeration 
—and others 


=» Conquers Grrosion 





















Sideliahts on the 
Atlanta Convention 




















Frank O. Lincoln, of the Morse Twist Drill Company, 
added his weight to the attendance list at the convention. 
Frank recently returned from an extended tour to the 
Pacific Coast. He stated that he had talked with numer- 
ous mill supply men on his trip, and brought back all 
sorts of reports on business conditions, but after digest- 
ing the entire result of his conversations, he had returned 
as a “conservative optimist” on the prospects for the 
remaining months of this year. Incidentally, Frank 
found out, while he was in Los Angeles, what constitutes 
a Hollywood sheik. Ask him about it. 

The formal ball given at the Piedmont Driving Club on 
Wednesday evening was a memorable event, and one at 
which the youngsters in the mill supply field were given 
plenty of competition by the “old boys.”’ A buffet supper 
was served at intermission and the entire affair gave 
evidence that the Atlanta entertainment committee 
knows how to put a real “punch” behind its efforts to 
make everybody happy. 

Many convention guests remained over after the con- 
vention for a day or two to rest up and to enjoy some 
more golf. 

Old Sol was in evidence every day, except on Monday 
afternoon, and as a result Atlanta clothiers did a rushing 
business in the straw hat line. 

Those two old pals, Charley Bower and Charley Chan- 
cellor, had a great time renewing old acquaintances at 
the convention, and had plenty of photographs to sub- 
stantiate their claims that as pecan growers they are in 
a class all by themselves. Both have gone into 
orchard business as a hobby and are strong for it. 

E. B. Callahan, of R. R. Donnelley & Sons Co., Chicago, 
renewed many old acquaintances at the convention. 
“Meet Captain Callahan,’ was a frequent introduction 
that brought back to his friends memories of the days 
when he led his company in many of the great offensives 
of the recent World war. The navy delegation at the 
convention persistently impressed on the captain that he 
never would have gotten over to be wounded if it hadn't 
been for the navy. 


the 


The entertainment program was opened with a “South- 
ern Potpourri” in the ballroom of the Biltmore on Tues- 
day evening. “What,” asked one of the northern gentle- 
men, “is this potpourri?” To which a witty Southern 
host replied: “A potpourri, sir, is vegetable soup. In 
other words, sir, a little bit of everything.” It turned 
out to be a bit of vaudeville, which began with orchestral 
selections, followed by solos by R. F. Valentine, a clever 
cartoon act by a local amateur and a playlet in which 
many of the leading manufacturers and 
present took part. It was entitled, “A Tempest in a 
Teapot.” Following this last noble effort, a buffet supper 
was served, and dancing was enjoyed until 1:30 a. m. 


distributors 


On Wednesday afternoon a luncheon in honor of visit- 
ing ladies was served at the Atlanta Woman’s Club. Mrs. 
Charles P. King was chairman of the reception commit- 
tee, and was assisted by Mrs. W. B. Botts, Mrs. W. W. 
Brown, Mrs. John F. Rawls, Jr., and Mrs. W. R. C. 
Smith. Mrs. Norman Sharp, president of the club, wel- 
comed the visitors to Atlanta and explained the purposes 


and accomplishments of her organization. Covers were 
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placed for 75. The luncheon table was attractively dec- 
orated with pink roses, snap-dragons and iris. Mrs. 
Walter Sims of Atlanta was an honor guest. Following 
the luncheon, the guests were taken on a tour of the city, 
which included a side trip to Stone Mountain. 

One of the most elaborate private parties staged dur- 
ing the convention was the “Old Pal Dinner” given by 
Farnham Yardley, president of Jenkins Bros., New 
York. This affair preceded the formal ball at the Pied- 
mont Driving Club on Wednesday evening. Covers were 
placed for 100, the tables being arranged in the form of 
a huge horseshoe. The soft glow from myriad candles 
and the beautiful floral pieces made the dinner setting 
one long to be remembered by those present. Alvin M. 
Smith and R. F. Valentine, guests, obliged with vocal 
selections, while a string orchestra and several profes- 
sional entertainers kept the guests in a merry frame of 
mind throughout the evening. 
broadcast over the radio. 


The entire program was 


C. O. Drayton, Graton & Knight man from Worcester, 
is very keenly interested in what the Georgia legislature 
is going to do in the next session. There’s a reason. It’s 
a secret. If C. O. won’t tell you, ask Jack Ruf. If Jack 














Lett to right: Diron C. 
president of the 


Southern 


Williams, Chicago Nipple 
American Association; J. L. Pitts, past president of the 
Fred D. Mitchell, secretary-treasurer of the 
Photo taken at Atlanta 


Mig. Co.;: John C. Ruf, 


Association; Ameri- 


can Association. convention, 


won't, ask Tommy Winston. 
let’s start to investigate. 


It Tommy won't, why— 
That’s always a popular sport, 
where legislators are concerned. 

H. E. Thayer and Luther McCarthey got their re- 
spective gangs together and staged a competitive song- 
fest. ‘‘Yes, we have no bad vices,” was the most popular 
tune. 

Charley 


s3owly was on deck again. It will be recalled 


that at the time of the Cleveland convention a year ago, 


Mr. Bowly was confined to a hospital, and was the recipi- 
ent of telegrams of condolence from many of the “boys” 
at the gathering. 

One of the best known members of the American 
Association, recognized as a diplomat, as smooth as 
smooth can be, even in name, will be a long time living 
down a faux pas which slipped from him on Thursday 
morning, the closing day of the convention. A very 
comely matron, one of the convention guests, was passing 
through the lobby when the usual suave manufacturer 
met her. With his alluring smile, he bowed and said: 
“Good morning. I missed you at the dance last night. 


* 
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GILBERT WOOD PULLEYS 








Distinctive 








Surpass All Others 





Where Other Pulleys 
Fail 


Gilbert Pulleys 
Succeed 


SAGINAW MANUFACTURING COMPANY 
SAGINAW, MICHIGAN 
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Make Good Belts Give Better Service 
BELT FASTENERS 
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es SS.) : 
The pow' r No wear oft me tal 
2 41 11 
on thie pulleys, no noise 
“sweet” running belt is the 
eal Crescent Belt Fast 
Insure continuous product 
| 
reduce Belt troubles 
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Increase Your Gasket Sales and 


Profits With 





Metallo Gaskets 


These gaskets are a combination of corru- 
gated metal inlaid with asbestos cord. 
They will end troubles resulting from tem- 
porary gaskets made of soft materials. 
Can be furnished in copper, steel, brass, 

nel metal, lead and aluminum, in styles 
for a variety of uses. They sell to all 
power plants and industries where piping 


is part of the equipment. 


DEALERS—Send for Free Samples and 


full information 


METALLO GASKET CO. 


242 Lafayette St., New York, N. Y. 
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Where were you?” “Oh, did you, indeed?” retorted the 
charming lady. “Well, I’m very much surprised, because 
you told me at the dance that you were delighted to see 
me,” and as she started in to breakfast, the usually un- 
ruffled manufacturer collapsed into a nearby chair. 

After the convention, Farnham Yardley motored with 
Mr. and Mrs. Arthur C. Langston to the Langston estate 
in Columbia, Tenn., to spend a few days before returning 
to New York. 

Harry Jarrett and Larry Sullivan, of the well known 
firm of Jarrett & Sullivan, of Atlanta, held open house 
for all their friends during convention week, and also 
staged a very enjoyable dinner at one of the local clubs 
on Tuesday evening. 

Following the convention Mr. and Mrs. M. B. Skinner, 
of Chicago, journeyed to Washington, D. C., from where 
they planned to motor to Harpers Ferry for a visit with 
relatives. Mrs. Skinner asserts that she can now under- 
stand very well why Mr. Skinner delights so much in 
going to the mill supply conventions, because so many 
delightful people attend them. 


When W. F. Wright suddenly wandered into the con- 
vention hall at the closing session and was called to the 
platform, he was one of the most surprised young men 
in the world, for he had no idea that he had just been 
member of the executive committee of the 
Association. He had not yet regained his 
composure when he was called upon to make his speech 
of acceptance. 


elected a 


American 


“Who are all the boys getting their pictures taken?” 
asked G. M. North, of the Ferry Cap & Set Screw Com- 
pany, Cleveland. “Oh, those are the Old Guard mem- 
was the reply. Mr. North then remarked that he 
himself had traveled in the South, calling on the trade, 
some 44 years before. “I’m some old timer myself,’ re- 
Another of the real old veterans of 
the mill supply field who was very much in evidence at 
the convention was T. W. Moran, of the Moran Flexible 
Steam Joint Company, Louisville. We venture a guess 
that to Mr. Moran should go the honor of being the old- 
est man registered at the gathering, although one would 
hardly believe it. ‘Keep yourself fit,” is his motto. 


bers,” 


marked this veteran. 


George D. 


tional 


McIlvaine, secretary-treasurer of the Na- 
Pipe and Supplies Association, was an interested 
guest at the convention. He is trying hard to arrange 
his business affairs so that he may sail for Europe on 
June 10 to attend the meeting of the International Cham- 
ber of Commerce. 

6b. H. Ackles, of The T. B. Rayl Company, and presi- 
dent of the National Supply and Machinery Distributors’ 
Association, arrived at the Biltmore on Monday after- 
noon. He was accompanied by Mrs. Ackles. Everything 
possible done to make their visit to Atlanta an 
It is hoped that next year, the National 
Association will hold its convention in conjunction with 
the other two mill supply associations. 


Was 


enjovabdle one, 


T. B. Wood, of T. B. Wood’s Sons Co., was the recipient 
inquiries as to the absence from the convention 


f H. Fisher, sales manager of the company. Mr. 
Wood explained that Mr. Fisher, accompanied by Mrs. 
Fisher, had just returned after a several weeks’ Euro- 
pean cruise, including a Mediterranean trip, which ended 
just before the opening of the convention. 

There may be some readers who will think, after 
noting the contents of the pictorial pages in this issue, 
that MILL Suppuies fell down somewhat on the job at 
Atlanta, as compared to its success in picturizing the 











Atlantic City gathering of the previous month. The 
comparatively small number of pictures taken at the 
joint convention is not to be credited to lack of good 
intentions, but rather to the fact that the photographer 
was unable to adequately cope with the situation. Condi- 
tions and facilities are much more favorable for conven- 
tion pictures at Atlantic City. 

Harry Fowler, of The Carborundum Company, had 
just registered. “You are the 400th to secure a badge,” 
remarked R. F. Valentine, as he accepted Mr. Fowler’s 
five-spot. “Oh, is that so? In other words, I am now a 
member of the ‘400’,” remarked the registrant. “That’s 
correct; this crowd is certainly the ‘400’ in the mill sup- 
ply field,” was the come-back. 

Nothing but praise was heard on all hands for the 
manner in which Henry P. Nelson’s committee handled 
the entertainment during the convention. The genial 
National Tube man is a past master in the art of making 
everybody happy. 

President “Jack’? Ruf passed a high-powered compli- 
ment to Secretary-Treasurer Fred Mitchell when in his 
presidential address, he referred to Fred as “that human 
dynamo.” 

The inquiring reporter asked some of the floor clerks 
in the Atlanta-Biltmore hotel their opinions of the guests 
attending the mill supply convention. ‘Oh, they are cer- 
tainly as high class a crowd as we have ever had at a 
convention. They seem to spend plenty of money, too,” 
was the consensus of opinion. 

Look over the names of the newly elected members of 
the executive committee of the American Association if 
you have any doubt as to whether the young men aren’t 
coming to the front these days in association activities. 

Most of the visitors at the convention at some time 
during their stay in Atlanta journeyed out to Stone 
Mountain to see how far the work on the famous monu- 
ment has progressed. They were rewarded by having 
a view of the only portion of the work which has thus 
far been completed. It consists of the head and hat of 
General Lee, and portions of the heads and necks of two 


horses. It certainly is a tremendous undertaking. The 
mountain alone is well worth seeing. 
—__—®- <9 
IMPORTANT CHANGE OF NAME 
The Fort Wayne Oil & Supply Co. Will Be Known as The 


Fort Wayne Pipe & Supply Co. 

The Fort Wayne Oil & Supply Co., Fort Wayne, Ind., 
distributor of machinery, factory and contractors’ sup- 
plies, will be known in the future as The Fort Wayne 
Pipe & Supply Company. E. W. Puckett, president of 
the company, in a statement to MILL SUPPLIES, gave the 
following explanation of his plans: 

“The corporate name of our company has been The 
Fort Wayne Oil & Supply Co., and we operated The 
P. & H. Supply Co. as a subsidiary to handle the plumb- 
ing and steamfitters’ supply end of our business. We 
are now reversing this order and making The P. & H. 
Supply Co. the corporate name and The Fort Wayne 
Pipe & Supply Co. the subsidiary. 

“We have also purchased a lot along the Pennsylvania 
tracks, 150 by 160 feet, and will soon begin the erection 
of a modern building for the use of both companies.” 

The Fort Wayne Oil & Supply Co. was established in 
1902 and incorporated three years later. The P. & H. 


Supply Co. came into existence one year after the former 
parent company and was incorporated at the same time 
as the older organization, Mr. Puckett being president of 
both companies. 
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VOGEL Patented Frost-Proof Closets 


give satisfactory service, day in and day out, winter and summer 


The material used in the manufacture of VOGEL closets is the best to be obtained. 
The seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass, 
and the entire fixtures are tested under hydraulic pressure before leaving our 


VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 
weather and many thousands have been in use for years without requiring repairs. 
When repairs become necessary, merely remove one valve cap in back of the 
bowl and the rod with operating parts may be 
removed in an instant. 


ee », The VOGEL is the simplest and most durable frost- 


proof water closet made. 


JOS. A. VOGEL COMPANY 


The price is right. 


SOLD BY ALL JOBBERS 


Wilmington, Delaware 
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Ridgeville 















New York Office: 





Profits 


for 


Jobbers 


Some territory is still open for representative 
jobbers and Mill Supply Houses. No other 
broom has ever offered better sales oppor- 
tunities or more consistent annual profits. 
The Lay Metal Case is a superior product. 
Note the sturdy construction, the metal case 
stapled—not nailed—the metal reinforcing 
band and the two sewings of heavy flax twine. 
Write for complete details of proposition. 


Lay Company 


120 College Street 


Indiana 
110 W. 34th Street 
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Hydraulic Gauge 
Choker Valve Insures 
Against Breakage 


HYDRAULIC FORGED STEEL FITTINGS 





Portable Jack and Pump 
For 10 to 1000 Tons 


= 
(ui CHICAGO 


Chatles F. Elmes Engineering Works 


Locate pump any distance from 
jack—Safety First 





1009 Fulton St. Chicago, U. S. A. 
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Pipe and Supplies Convention at French Lick 


Reports Showed That Jobbers Have Been Operating During Past Year 
With Very Low Profits and That Business Has Been Greatly Demoralized 


The National Pipe and Supplies Association held its 
sixteenth annual convention in French Lick Springs, 
Ind., on May 26th, 27th and 28th. The affair was unique 
in that only the mornings were given over to formal 
business, the afternoons being left open to permit in- 
dividually arranged business conferences and golf. 
Secretary George D. McIlvaine has been of the opinion 
for some time that convention programs have been too 
long to allow concentrated interest and even reasonable 
discussion and consideration. So he planned this inno- 
vation. 

Perhaps the fact that the hotel maintains a golf 
course that is conceded to be unusually attractive, coupled 
with the knowledge that the pipe and supplies fraternity 
all sport golf sticks and short pants, had something 
to do with it. Anyway the convention sojourners say 
they approve of the plan, and that is all Secretary 
McIlvaine asked or expected. 

President W. E. Clow, Jr., called the convention to 
order and introduced Hon. Thomas Taggart, emperor of 
French Lick Springs and the uncrowned king of Indi- 
ana’s democracy. Mr. Taggart made a graceful and 
gracious address of welcome. 

George E. MacIlwain, well known economist and statis- 
tician, followed with an address captioned “The Next 
Six Months.” From information gathered in various 
overseas countries and at home, he believes this country 
can bank on a year of general prosperity. Business is 
not only fundamentally sound, but is better than at any 
time since 1920. 

John J. Vogelpohl, president of the National Associa- 
tion of Master Plumbers, was introduced and made an 
appeal for aid in the simplification of products and the 
standardization of building codes throughout this 
country. 

REPORTS ON CONDITIONS 


Then came the reports from manufacturers of various 
lines on the present situation and outlook for business. 

John J. Kennedy, general sales manager of the Na- 
tional Tube Company, reported on wrought steel pipe. 
He stated that the distributor was absolutely essential 
to the manufacturer and the consumer, and that he is 
convinced that the producer was not responible either 
for the dealers’ high cost of doing business, or his failure 
to make a reasonable profit. That failure must be charged 
to unsound merchandising methods. Business he!d on 
price alone will ever be in danger. He reported that his 
company had a good volume of business. Building is 
persistently maintained at a high level, and as dealers’ 
stocks are not large, the outlook for a good year is very 
satisfactory. 

L. M. Byers, president of the A. M. Byers Company, 
reported on the wrought iron pipe situation, and stated 
that conditions are fundamentally as sound as in steel. 
His company’s production is averaging 76 per cent of 
capacity. He is satisfied to have business remain as 
good as at present. 

Edmund B. Keene, of Walworth Manufacturing Com- 
pany, was scheduled to speak for the pipe and fittings 
industry, but because of indisposition the task was dele- 
gated to S. R. Mitchell, of the Walworth Ohio Company. 
Mr. Mitchell stated that while orders fell off rather 





markedly early in the year, at the present time tonnage 
is moving at greater speed than last year. There was 
not a great increase in volume, but a considerable in- 
crease in the number of orders. He believes this year’s 
business will be satisfactory, with no price changes of 
consequence. 

Charles K. Foster, vice-president of the American 
Radiator Company, spoke on boilers and radiation, and 
reported business as good, with volume somewhat less 
than in 1924. He introduced a new thought by declaring 
that there is more business in his company in the old 
homes in the country than there is in new structures. 
He strongly advocated a definite and persistent campaign 
to educate the master plumber in salesmanship. 

Walter Kohler, president, Kohler Manufacturing Co., 
talked on enameled sanitary ware. Last year’s business 
in this line was the greatest in history. Business this 
year was less in volume than in 1924, but the outlook for 
1925 he considers good, as dealers’ inventories are low. 

William F. Byrd, Alabama Pipe Co., spoke for the soil 
pipe industry. While business, he said, was slightly 
better than earlier in the year, prices were low, and the 
manufacturers were not making money. Production is 
now curtailed to about 60 per cent of capacity. 

J. W. Oliver, vice-president, Standard Sanitary Mfg. 
Co., speaking for the pottery interests, declared they had 
recently passed from demoralization to optimism, and 
had definitely got out from under the domination of 
union labor. 

Frank Sutcliffe, John Wood Mfg. Co., had little good 
to report from the range boiler industry. There were 
too many water heaters used. 

A. C. Brown, president, Chicago Faucet Co., is an 
optimist and a humorist, and as the last speaker he left 
everybody in a happy mood. He knew business was good 
and is to be better. As to dealers not making money, if 
they could not make profit in a prosperous year, when 
in the name of Heaven do they expect to make it? 

The first executive session was held Wednesday. The 
high spots in President Clow’s address were an appeal 
for greater co-operation among distributor members in 
the National Association, stressing particularly the need 
of local associations to cure local ills. 


INCREASED COST OF DOING BUSINESS 

The report on the cost of doing business showed that 
146 houses had furnished full reports, showing all de- 
partmental costs for the year 1924, and the average cost 
of doing business, without interest charges, was 17.02 
per cent, as compared with 16.49 in 1923. The average 
cost, with interest charges, was 19.32 per cent, as com- 
pared with 18.62 per cent the year before. The average 
net profit, without figuring interest charges, was 3.55 
per cent as compared with 6.10 per cent in 1923, and, 
with interest charges, was 1.25 per cent as compared with 
3.97 per cent the year before. 

This year’s report shows that small jobbers showed 
a net loss on their business last year, whereas in the 
past six years they made more money on their net aver- 
age than did the larger houses. 

The report further showed 36 houses handling plumb- 
ing, heating, mill and mine supplies, had net profit, with 
interest figured, of but .79 per cent, as compared with 
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@ What are the sizes, 
regardless of what 
quantities, you want 
shipped TODAY? 
© Wire them— phone them—they'll go off our ware- 
house racks and on the cars in a jiffy. 


gerd i 
@ You can always get them from stock, and for a fair 
price, at “Medart’s.” 


{ MR. SUPPLY DEALER—We have been engaged in the 
Pulley business for 45 years, and we know a great deal more I 
about making good pulleys than many other concerns. 

Ss J 


{ OUR I -OLIC Y in building Wood Split Pulleys is: Cheap- 
. cidal; products must be the best in their class. We 
t of running the slightest risk of impairing the 
value of our most valued asset—our Good Will. 


Get the “MEDART” woop SPLIT PULLEY from stock! 537 S.Dearborn AY ma 


rei MENDART CO ANY > 
(Formerly Medart Patent Pulley Co.) hica 0 


General Offices and Works: St. Louis, U. S. A. 
Office and Warehouse, CINCINNATI 


Offices 
CHICAGO PHILADELPHIA NEW YORK PITTSBURGH 


Shafting., Couplings, Collars, Hangers, Cage Se Bearing Supports, 
Friction Clutches, Iron Pulleys, Steel Pull Sprock- 


ets, Chain, Rope Sheaves, Rope selt Tie hteners, etc. 
































2 "VALLEIRON” —€ 


"HERCULES HYATT™ 


DUST PROOF ROLLER BEARINGS 
POWER TRANSMITTING APPLIANCES 


The Edgemont 
Friction Clutch 











Need a Clutch i 
for a Dusty Place? 9 





—INDISPUTABLE FACTS— WY) 
hike ROLLERS ARE FLEXIBLE: Their slight flexibility takes ( ) 





Dust ca prevent many a good machine o1 Yi care of irregularities in the surface of the shaft as well as all { 
mined Seas ee ree : Ca Th Ly) shaft distortions caused by belt pull or misalignment of shafting. | 
sae oro WOrking Property. us 1S IT IS SELF-LUBRICATING because each of the hollow heli- (VY, 1 
especially true of friction clutches, so in de NY) cally wound rollers acts as its own oil container and oil distribu-  / 
signing this EDGEMONT Plate Clut< h we \ tor, insuring positive lubrication over all rolling surfaces. There / 
: : is no oil leakage and the economy is such that lubrication three 
enclosed all] the wearing parts. When a cus or four times a year is sufficient in most cases. 
tomer wants a clutch for dusty work. vou IT IS DURABLE because its steel rollers are capable of giv- 
Reyes »n EDGEMONT “Vy = ing years of hard service with no appreciable wear. It is not 
ca li him an & si }} anc be sure he affected by shock loads, vibration or by other loads within the 
will be satisfied. capacity of the shaft. 
POWER SAVING: By eliminating 50 to 80 per cent. of fric- 
: tion, make possible a saving of 10 to 25 per cent. on the whole 
Sen for catalog showing Edgemont power transmitted. This power saving at forty to fifty dollars 
Plate and Expanding Clutches and Cut- per horse-power per year will result in a return on the invest- 
Off Couplings. An attractive sales ment of from 50 to 125 per cent. 


proposition for dealers. 


VALLEY IRON WORKS 


The Edgemont Machine Co., Inc. ee re ee 
Dayton, Ohio "VALLEIRON” 
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3.44 per cent the year before; and 25 houses handling 
only mill and mine supplies and machinery, had net 
profit, with interest, of 1.09 per cent as compared with 
3.62 per cent in 1923. 

The report of Chairman M. W. Dennison, vice-presi- 
dent, Braman, Dow & Co., Boston, on behalf of the fit- 
tings committee, stressed the menace to dealers in the 
action of manufacturers in establishing and maintaining 
warehouses giving service, including delivery, practically 
free. This custom would eventually separate the legiti- 
mate jobber from this line. There is no objection to 
these warehouses where they operate simply to supply 
the regular jobbing trade. 

C. F. Harvey, A. Harvey Son’s Mfg. Co., read a paper 
on “Costs and Profits of Individual Lines,” which was 
received with unstinted applause and a rising vote of 
thanks for the detailed information. He illustrated his 
remarks by showing a large chart covering nine different 
lines of supplies and the work of ten salesmen. It was 
the most complete and detailed system of monthly cost 
and inventory ever presented to the association. The 
volume showed by each salesman was shown in per- 
centage under each heading, as well as the gross profit on 
each item. The volume getter in small. profit products 
was taken care of by basing his compensation on net 
profit. While only nine items were shown on the chart, 
the final figures were based on 19 groups carried on the 
company’s books. 

The final subject considered before adjournment was 
that of consigned stocks. It was argued that the system 
of consignments to dealers put a lot of people into busi- 
ness without capital or experience, and developed a lot 
of brokers who were a growing menace to dealers who 
carried full stocks and had earned their place in the sun. 
The matter was passed along to the resolution com- 
mittee. 

W. M. Pattison’s report as chairman of the committee 
on pipe and fittings proved one of the most interesting 
of the convention. The report follows: 

CHAIRMAN PATTISON’S 


PIPE REPORT 


1 


We are meeting here this week to hold a post mortem on 
the business conditions that prevailed during 1924 and we 
vill find little to enthuse us. In one respect we made a rec- 
ord. Our excess profit taxes reached a record low point, 


if they did not entirely disappear, but this in itself is not 


reason for congratulations. After we have held this 


mortem what does this autopsy show? 


post 


We have not as yet fully recovered from the influences of 
the war. Some of us are slow to see these changed condi- 
tions. Our business generally shows a very great loss in 


volume, as compared with the high point reached during the 


vears 1917, 1918 and 1920. This shrinkage in volume is gen- 
eral and confined to no one locality. This situation, how- 
ever, presents an opportunity for your high powered sales 


h 
make a record. He is looking for volume; the 
sky is his limit and in his desire to secure this volume he 
frequently sacrifices that which is so essential to 
perity of your business—a fair profit. 

The present price on steel pipe has been in effect for over 
two years. During this interval the price of skelp has been 
reduced about the equivalent of four points in the basing 
discount. Notwithstanding this reduction in the price of 
skelp the price of pipe has remained stationary. I think the 
mills realize, and with good reason, that any cut in the price 
of pipe would not materially increase the volume. Every 
member of this association has probably purchased as much 
tonnage as though the basing discount three or four 
points lower. Your pipe sales are not increased by reducing 
your profit. Your customers will only buy what they actually 
require. Price is not the determining factor. Why not 
then profit by this example set us by the mills and rather 
than make a useless effort to increase your volume use the 


manager to 


the pros- 


were 
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same energy in trying to increase your percentage of profit? 

The condition of the pipe market is always one of interest 
to the members of this association. Its volume is such that 
its profitable distribution is a dominating factor in determin- 
ing the financial success of your business. In an open mar- 
ket it is used as a leader to secure other business; in a closed 
market its sale, at a fair profit, has a favorable effect on 
other lines. An investigation at this time shows that in many 
districts the market is badly demoralized, and as an evidence 
of this I might state that in Pittsburgh, at the present time, 
base sizes of steel pipe are being sold out of stock and deliv- 
ered by truck at one point and five beyond the base. 

We realize that every sale made on this basis carries with 
it a loss, and yet this demoralized situation has prevailed 
for an indefinite period. 

In Cleveland quite a different situation prevails. Our re- 
sale prices out of stock show a profit on standard pipe of 
practically 30 per cent on the selling price; on extra heavy 
and double extra heavy, this profit runs higher. 

With Pittsburgh located about 130 miles from Cleveland, 
we know of practically no Cleveland business being placed 
there, even though their quotations would average 20 per 
cent less than the Cleveland prices. 


GEOGRAPHICAL LOCATIONS COUNT 


This leads me to make some comments on the policy of 
some distributors soliciting pipe business by mail, or other- 
wise, in widely removed territory. We should all realize 
that we are selling service. Our business, in a large degree, 
is emergency business and our customers want service. In 
your own city and its immediate environment you have a 
geographical advantage, which none can take from you. As 
you pass beyond this district and approach some other dis- 
tributing center, you lose this advantage in a very large 
degree and it goes to the distributors located in some other 
jobbing center. I think that one cause, at least, for the 
present demoralization in price is due to the fact that there 
are those who try to operate in far removed territory, where 
they have nothing to offer but price. They secure little or no 
business, but do succeed in demoralizing the market for the 
distributor located in that territory. 

In W. E. Clow’s report, presented at the Philadelphia 
meeting in 1917, he touched upon this subject and spoke as 
follows: “I am speaking solely my own opinion when I say 
that I do not believe that a St. Louis distributor can sell 
pipe in Chicago, a Chicagoan in St. Paul, a Philadelphian 
in New York nor a New Yorker in Boston, and make one 
single cent of profit. I believe that pipe is now such a 
staple commodity, is sold on so narrow a margin between 
actual cost and distribution, that it is one of the commodities 
for which we must always in the future expect only a local 
market, and the distributor, to my way of thinking, who 
stays closest to home, and who cultivates only his home trade 
and forgets the orchards of the other man, is the only one 
who ean possibly, in the future, make a reasonable profit 
in the handling of pipe.” 

Unfortunately there are those who apparently do not yet 
understand why their business does not approximate the war 
maximum, and in their insane desire to secure this volume 
lose all thought of profit. Every distributor is laboring under 
a heavy selling expense, but many seem to forget that in- 
creased sales at reduced profits do not necessarily spell divi- 
dends. Unfortunately, consumption of the material we han- 
dle is absolutely fixed by the actual needs of our customers 
and this consumption cannot be increased through price com- 
petition. It would appear that when some of our distributors 
realize this fact and content themselves with such normal 
volume of business as they may have a right to expect and 
take at a fair profit, just so soon will conditions improve in 
certain jobbing centers. The problem of today is not one of 
expansion but of economy in management, economy in waste 
and economy that comes through a rapid turnover in your 
stock. 

Our 1924 business was probably normal and equal in vol- 
ume to what we may reasonably expect in the near future 
for any similar period. The first four months of this year 
show a loss as compared with the same period last year. 
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“Gives Two to Four Times 


as Much Service as Other Belts” 


“It has been two years since we adopted 
belting on our high speed drives, but more 
especially the drive on our barrel crozing ma- 
chine. The cutter heads on this machine are 
very high speed, and we tried several brands 
of belts including leather before we adopted 
STANLEY. Upon comparison the STANLEY 
has given us from two to four times as much 
service as the best of the other kinds tried. We 
like the smooth way STANLEY runs over our 
small pulleys and the fact that slipping is 
minimized.” 


(Name on request) 


Jobbers supplying STANLEY have the satis- 
faction and profits that attach only to constant 
performance like the above. 


Write. Data and prices in 
prompt reply. 


Stanley Belting Corp. 
15 North Jefferson st., CHICAGO 
320 Broadway, NEW YORK CITY 














Special Auto Body Blade 


\ practically unbreakable blade designed 


especially for the cutting of soft metals. 
A Wonder Blade! 
VICTOR SAW WORKS, Inc. 


MIDDLETOWN, N. Y. 


4 chart for the selection of proper blades for the job will be 
mailed to any mechanic giving his name and where employed. 
Enclose 10c for postage. 
































KESTER 
Self FlxingS OLDER 


Simple, Safeand Sure 
Requires Only Heat 


KESTER SELF-FLUXING WIRE SOLOER 





KESTER Acid Core SOLDER 


For general soldering and heavier electrical work. 
Self Fluxing—‘‘Requires Only Heat.’’ Standard size 
No. 3 about 1/8 inch in diameter, runs about 30 feet 
per pound. Packed on 1, 5 and 10 pound spools, 
Special gauges also available. 


 — = 


Kester Metal Mender 
The Household Solder 
Here is the small package of Acid Core Solder. So sims 
ple anybody can use it. Ten cans about 1/4 pound 
each are packed per carton. Ten cartons (100 cans) 
to the case lot. 


2 WIRE SOLDER “Pier” 


nef <— am _ a - . | 
Kester Rosin Core Solder 
For very delicate electrical and radio work. Contains 
highest quality metals and rosin flux. Standard size 
about 3/32 inch in diameter, runs about 50 feet per 
pound. Packed on 1,5 and 10 pound spools and 18 


inch sticks in 5 pound boxes. Special gauges also 
available. 


(Rosin Core) 
Safe, Sure and Simple —approved by radio engineers. 
Harmless to the most delicate parts. Absolutely non- 
corrosive flux makes low-loss joints. Ten cans about 
1/4 pound each per carton. Ten cartons (100 cans) 
to the case lot. 


GENUINE SOLDER 


CHICAGO SOLDER COMPANY 
4215 Wrightwood Avenue, > at U.S.A. 
© S 








Originators and world’s largest 
manufacturers of Self Fluxing Solder 


© © 
Your Jobber Can Supply You 








When writing to Advertisers please mention Mitt Suppties. 
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Much of the profit that we have made in recent years was’ are that there will be no substantial advances in the lines we 
a speculative profit, made on an advancing market. It re- handle. There may be some declines, if we are to prosper, 
quired no special effort or ability to do this, but this situa- under these conditions it will be due entirely to improved 
tion has changed. For an indefinite period the probabilities selling methods. 
i. 
Ad Registration at National Pipe and Supplies 
Association Convention 
JOBBERS P ’ 
A P. & H. Supply Co., Fort Wayne, C. J. Stier. 
Aird-Don Company Troy, N. Y., W. D. Boswell. Park & McKay, Detroit, William Broekelmayer. , - os ed 
American Plumbers Supply Co., Toledo, F. W. Terwilliger, H. A. Schling- W. M. Pattison Supply Co., Cleveland, W. M. Pattison, W. H. Smith. 
nan. Paul Supply Company, Chicago, R. O. Paul. 
Anchor Pipe & Supply Co., Detroit, John Wilke. Pratt-Gilbert Co., Phoenix, Ariz., P. R. Helm. 
Anchor Sanitary Co., Pittsburgh, H. L. Andrews. . : R : 
Roberts Hamilton Company, Minneapolis, E. H. Roberts. 
; . . : . : Rockford Brass Works, Rockford, Ill., F. D. Keeler, J. S. Randall. 
3ailey-Farrell Mfg. Co., Pittsburgh, George H. Bailey. pe f stg a dies v , , 
The Barnes Mfg. Co., Mansfield, T. H. Barnes, J. C. Gorman. The Roekel Co., Zanesville, Wis., ve Miedel. 
Biggs Pump & Supply Co Lafayette, Ind., Frank B. Timberlake Schaefer Plumbing Supply Co., Buffalo, Joseph G. Heber. 
B oe Fes =o C ¢ “pi A atigg F.R Read . : . : E. G. Schafer & Co., Washington, D. C., W. C. Hanson. 
ee era leur ama gee tet ae oad , : Scioto Valley Supply Co., Canton, Ohio, H. E, Patrick. 
Bow Supply & Mfg. Co., Inc., Pittsburgh, J. W. Bowman, A. H. Scioto Valley Supply Co., Columbus, Ohio, C. H. Rogers. 
er ey Ria sh nia Shaw-Kendall Mfg. Co., Toledo, R. M. Bellman. 
¢ ——_ Ce —. go John Simmons Co., New York, J. I. Simmons, Raymond L. Smith. 
 Giimes & Co. Racists, Wes. 1 Wien: Celmen. 3 U. Weide Simmons Pipe Bending Works, Newark, H. L. Moodey. 
Drider a Broth a ie Philaiciohin Go Me Reldenan. ¥ ; Samuel Sloan & Co., Rochester, G. R. Adams, Philip M. Beecher. 
sh aes ica : : I a = 935 Smith-Courtney Co., Richmond, Alvin M. Smith. 
; ; " Cc ' 3 Standard Supply Co., Portsmouth, Ohio, F. A. Ruhlman. 
Cambridge Plumbing Supply Co., Cambridge, H. W. Marshall. Edwin Sterner Co., Flint, Mich., Edwin M. Sterner. 
- “or & ae } ee oe “ Jenkins. Strong, Carlisle & Hammond Co., Cleveland, H. W. Strong. 
7. A. Case & Son Mfg. Co., Buffalo, E. W. Case. 
Central Supply Association, Chicago, W. E. McCollum. - Fates. Taylor Supply Co., Detroit, James P. Feely, Jr. 
“a _— Supply Co., Indianapolis, L. C. Huesmann, W. S. Wilson, C. C. Tomlinson Co., Inc., Philadelphia, A. A. Tomlinson, W. B. Tomlinson. 
Weiland. The Treaty Co., Greenville, Ohio, George F. Taylor. 
Central Supply Co., Minneapolis, George A. Michel, P. J. Frey. ‘i i a siete ° U . . 
Chamber of Commerce of the United States, E. W. McCullough. United States Supply Co., Omaha, J. B. Rahm. 
Jame 7 B. Clow & Sons, Chicago, W. E. Clow, Jr. . U. S. Water & Steam Supply Co., Kansas City, Mo., v. S. Ferguson. 
Cochran-Sargent Co., St. Paul, M. M. Cochran, Holyoke Davis Universal Supply Co., Newark, Ohio, J. F. Van Voorhis. 
Geo. H. Cole Supply Co., Troy, N. ¥., Lester F. Cole. Utica Plumbing Supply Co., Inc., Utica, R. A. Tate. 
Cordes Supply Co., Milwaukee, Roy F. Cordes. Vv 
D Van Camp Hardware & Iron Co., Indianapolis, C. B. Crets, W. O. Orton, 


Davies Supply Co., Chicago, J. C. McEwen. 

Dayton Supply Co., Dayton, James W. Downer. 

F. R. Dengel Mfg. Co., Milwaukee, Frank R. Dengel. 

Detroit Lead Pipe Works, Detroit, Fred B. Kitch, E. A. Morris. 
Dimock & Fink Co., New York, George L. Kumpf. 

The Dreher Supply Co., Columbus, Ohio, Phil S. Dreher. 


E . 
Evansville Supply Co., Evansville, Ind., Frank J. Hofacker. 
F 
Fort Pitt Supply Co., Pittsburgh, Albert C. Jost. 


G 
Galloup Pipe & Supply Co., Battle Creek, J. A. Galloup. 
M. J. Gibbons Supply Co., Dayton, W. A. Fitzpatrick, Jr., M. J. Gibbons. 
B. F. Gilmour Co., Inc., Brooklyn, W. T. Gilmour. 


H 
Sons Mfg. Co., Detroit, C. F. Harvey, George G. Harvey. 
Haines, Jones & Cadbury Co., Philadelphia, J. Harvey Borton. 
D. L. Hamill Company, Buffalo, George Salzman, Jr. 
Hedges-Atkins Supply Co., Denver, August P. Gumlick. 
Hendrie & Bolthoff Mfg. & Supply Co., Denver, James S. Smith. 
Henion & Hubbell, Chicago, J. F. Van Deventer, R. C. Mead. 
Hoffmann & Billings Mfg. Co., Milwaukee, Fred K. Dibley. 
R. R. Howell & Co., Minneapolis, Frederick Christensen. 
The Hunting Co., Rochester, S. E. Hunting. 


A. Harvey's 


Ideal Tank & Supply Co., Peoria, D. P. Toberty. 


Inland Supply Co., Chicago, E. W. Payne, Harry C. Yelton. 


K 
Kellogg-Mackay Co., Chicago, C. V. Kellogg, J. D. 
W. H. Kiefaber Co., Dayton, W. H. Kiefaber. 
The Knapp Supply Co., Union City, Ind., Wesley C. Hand. 
Kretschmer Mfg. Co., Dubuque, Iowa, Fred Kretschmer. 


McGuire. 


Leighton Supply Co., Fort Dodge, Iowa, E. I. 
Lincoln Iron Works, Rutland, A. C. Marshall. 


Leighton. 


M 
McArdle & Cooney, Inc., Philadelphia, J. J. McArdle. 
A. Y. McDonald Mfg. Co., Dubuque, Robert T. Johnson, J. M. McDonald. 
George D. Mellvaine, secretary.treasurer. 
McMann & Taylor Co., New York, A. L. Taylor. 
Marshall-Wells Company, Duluth, A. B. Johndrow. 
May Supply Co., Anderson, Ind., I. E. May. 
Merkel Brothers Co., Cincinnati, L. J. Merkel. 
Merrimack Valley Supply Co., Lowell, E. E. Grimes, E. A. Morris. 
The C. S. Mersick & Co., New Haven, J. Forsyth Sheppard 
James A. Messer Co.,. Inc., Washington, J. A. Messer, 
shroeder. 
Midwest Piping & Supply Co., St. Louis, A. G. Stoughton, J. M. Moffit. 
Mill & Mine Supply Co., Akron, Fred Good, W. W. Sharp. 
Murdock Mfg. & Supply Co., Cincinnati, Kelso Murdock, John G. Mur- 
dock. 


Charles W. 


nn 


Nailon Brothers Co., Peoria, L. H. Haverton. 

The National Mill Supply Co., Fort Wayne, S. A. Lehman. 
National Plumbing & Heating Supply Co., Chicago, E. C. Garrity. 
N. O. Nelson Mfg. Co., St. Louis, A. B. Pierce, W. H. Baker. 
N. E. Plumbing Supply Co., Springfield, Mass., Edward T. Davis. 


oO 
M. J. O'Fallon Supply Co., Denver, M. J. O'Fallon. 
M. O'Neil Supply Co., New York, Leo M. O'Neil. 
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Cc. J. Prentiss, R. P. Van Camp. 

Warren, Balderston & Co., Trenton, W. O. Warren. 

Weil-McLain Co., Chicago, Ben Weil, Isidor Weil, W. R. Stockwell. 
The Welker Supply Co., Cleveland, Adam Welker. 

Whitney & Ford, Chicago, Charles A. Ford. 

Wigman Company, Sioux City, Iowa, W. H. Wigman. 

Williams Hardware Co., Clarksburg, W. Va., R. H. Johnson. 
Yelton-Weaver Supply Co., Springfield, Ill, W. W. Weaver. 
Young & Vann Supply Co., Birmingham, J. A. Vann. 

W. B. Young Supply Co., Kansas City, Mo., G. H. Gorton. 


MANUFACTURERS 


Abingdon Sanitary Mfg. Co., Abingdon, F. A. Jones. 
Akron Barrow Co., Cleveland, W. A. Gordon. 
Alabama Pipe Co., Chicago, W. M. Byrd, Jr., E. S. 
Frank T. Hamilton. 

American Foundry & Mfg. Co., Chicago, H. C 
American Pin Co., Waterbury, L. S. Rothwell. 
American Radiator Co., Buffalo, Albert K. Root, Martin J. Beirn. 
Anniston Soil Pipe Co., Chicago, C. C. Todd. 


Bobbitt, C. J. Orrison, 






. Sanders. 


C. A. Boyle Co., Chicago, E. C. Perry. 

Burlington Brass Works, Burlington, H. E. Harper. 

A. M. Byers Co., Pittsburgh, M. J. Czerniecki, L. M. 
Small, T. L. Lewis. 


Johnston, A. E. 


Cc 
Capitol Brass Works, Detroit, L. W. Tilden, E. H. Noble. 
Casey-Hedges Co., Chattanooga, James R. Hedges. 
The Central Brass Mfg. Co., Cleveland, Edgar A. Eckhouse, Harry J. 
<lein. 
The Central 
Schutz. 
Central Tube Co., Pittsburgh, H. J. Kleinman, David Smythe, W. F. 
Ingals, J. R. Goehring, H. A. Leslie, James C. Weaver, H. C. Moi- 
row, E. F. Conroy, J. W. Copeland, J. H. Warren. 
Chicago Faucet Co., Chicago, A. C. Brown. 
Chicago Nipple Mfg. Co., Chicago, Dixon C. Williams, Lewis Phillips. 
Conemaugh Iron Works, Latrobe, Pa., H. E. Heyder, C. C. Adams. 
>» R. Crane 2nd, C. D. Little, H. W. Seymour. 


Crane Company, Chicago, C. 
H. E. Crum Co., Chicago, H. E. Crum, Jr. 


Foundry Co., New York, H. A. Clark, R. R. Rust, B. A. 


D 

Detroit Brass & Malleable Works, Detroit, F. L. Uhl. 

Detroit Lubricator Co., Detroit, Herbert I. Lord. 

Detroit Range Boiler & Steel Barrel Co., Detroit, George A. Moore, Thomas 
M. Parker, Thomas Stinson, 

Dodge Manufacturing Corp., Mishawaka, Duncan J. Campbell. 

“Domestic Engineering,’’ Chicago, Wallace J. Osborn, W. P. Wettstein, 
C. E. Price, F. S. King, O. T. Carson, F. P. Keeney, E. D. Winslow. 

R. R. Donnelley & Sons Co., Chicago, E. B. Callahan, A. F. Gott, W. W. 
Gurr. 

Eagle Picher Lead Co., Cincinnati, G. E. Todd. 

Excelso Specialty Works, Buffalo, J. E. Biern, C. W. Farrar. 

Fairbanks Co., New York, Harry Leon, George Humphreys. 

S. S. Fretz Jr. & Co., Philadelphia, S. S. Fretz, G. P. Cartwright, Ray- 
mond Groff. 


G 
Sam S. Glauber, Inc., New York, M. M. Goldsmith. 
The Grabler Mfg. Co., Cleveland, H. K. Fox, M. C. Rosenfeld. 
Grinnell Company, Warren, L. M. Parmelee. 
(Continued on page 115) 



























































































TNR a pee a 


acannon eta ASEAN A 


sp nace eR ORE OL 




































MTT ST 
Mea 





ATT DDT vES 
SV ts aS) 








QUALITY MATERIAL 


Therefore, a pulley that 


has enduring strength 
and is neat in appear- 
ance; a pulley that any 
dealer can be proud to 


handle. 


LAWSON PULLEYS 


_NMOtice 


lhe Millwright 
BUILT UP BY HAND SINCE 1886 


CORRECT DESIGN 


CAREFUL 
WORKMANSHIP 


perfectly balanced, 


Manufactured by 


Menasha Wood Split Pulley Co. 


Menasha, Wis. 


Established 1886 














Moore & White 
Friction Clutches 


40 Years on the Market 


Over 200,000 in Operation 









1925 New 
iCTION “1925” 
CyTCHES 
vaMrg es Catalog 
Free on 
Request 
qme moore Sen Ask for 


Catalog “C” 





The Moore & White Co. 


2711 to 2741 N. 15th St. 
Philadelphia, U. S. A. 





















“A BeltIs 
No Stronger than 
Its Weakest Lap” 


We’re in the Belt- 
Making Business 


Because We Like It 


[Tt IS said that every person can do 
one thing well; that to attain the 
greatest measure of success each one 
of us should seek to discover that one 
thing—and do it. 


This organization serves as an ex- 
cellent example of this truth. By 
means of a careful process of selec- 
tion and elimination we have sur- 
rounded ourselves with men who are 
true belt makers. They like the 
work ... it is the one thing they can 
do well ... and the result of their 
close cooperative effort is 


MOLONEY 
Leather Belting 


You men who are responsible for depend- 
able belt performance will find that a 
“Moloney” installation means the end of 
transmission troubles. For Moloney Belt- 
ing delivers maximum power with ease and 
precision; it is flexible, strong and wear- 
resisting; it is immune to the degenerating 
effects of heat, cold and dampness; and its 
inbred quality protects against fumes, 
acids and other harmful agencies. 


Such belting deserves your considera- 
tion. We suggest that you try it on the 
hardest drive in your mill—convince your- 
self 


Moloney engineers are experts in the solution of 
belting problems. They will be glad to help you. 


Jobbers: If you are interested in a line of qual- 
ity belting, plus close co-operation and 
real service, send for particulars. 


Moloney 
Belting Co. 


124-138 N. Franklin St. CHICAGO 


ATLANTA, GA, PORTLAND, ORE. 



































When writing to Advertisers please mention Mitt Suppties, 





PED EES TEE OD LEO 





een natn ARNEL RN 














ee 





Sen 0 2 ATSB REV RE 


JNU 

















Establish a Real Personality for Your House 


Proper and Consistent Use of Advertising Can Make a Mill Supply 
Distributor’s Trade-Mark Stand for What the Business Represents 


W. W. FRENCH 
Advertising Manager, Dodge Manufacturing Corporation, Mishawaka, Ind. 


There are many factors entering into a sale. The 
business of purchasing today has attained the status 
of a science, and is going to receive more and more 
attention from year to year. As in the past, quality 
is of course an important factor, service another, and 
delivery will, of course, always be important. 

The purchaser of today de- 
mands more for his money than 
ever before and he will demand 
more as time goes on. Business 
will go to the company which 
keeps pace with or anticipates 
the trend in buying. 


er’s business. 


In the May issue of “Mill Supplies,” 
Mr. French emphasized the possibilities 
of using direct mail to build up a deal- 
In this, the sixth article 
in his series on the general subject of 


Every dealer is familiar with the slogan form of 
trade-mark. Slogans offer in condensed form a com- 
plete statement of policy. If consistently advertised and 
backed up by good merchandise and good service, such 
a slogan will establish a distinct and forceful personality 
for your business. 

A slogan or trade-mark must 
not be complicated or involved. 
It must state in concise form the 
advantages of buying from your 
store. It must stand for some- 
thing the buyer wants. 

In many cases buyers do not 


Every business organization “Mill Supply House Advertising,” he ad- know the firm that makes a 
has or should have a_ sales vocates the use of correct principles in certain line by its corporate 
policy. This policy should be establishing a distinct personality for a title. They know it by the 


based not only on sound economic 
and business. principles, but 
should recognize the demands of 
the buyers of the particular line 
of merchandise in which the 
firm is dealing. A definite sales 
policy is the basis of successful 
advertising and sales promotion. 

We are of the opinion that 
everybody believes in advertis- 


mill supply house. 


on the 


He furthermore ex- 
presses a strong belief in good slogans 
and trade marks, and suggests definite 
rules by which they should be selected. 
Mr. French believes that every mill sup- 
ply house should have a proper slogan or 
trade-mark and should firmly impress it 
minds of their customers 
prospects by means of advertising. 
remaining articles in the series will dis- 


trade-mark only. Thousands of 
commodities are purchased by 
the general public today by trade 
name only—this trade-mark may 
be a coined word, a distinctive 
package or a combination of 
both. Sometimes it is a color or 
and a combination of colors. 

The It is, of course, of obvious 
advantage to establish a distinct 


ing. Perhaps there are indi- cuss the following subjects: identity for your products. It 
vidual interpretations of the 7. The Catalogue and How It Should is an advantage over competition 
term, advertising, but certainly Be Used. —it insures the protection of 
no business is even fairly suc- 6 Dike Siesdes'e Means Oras. whatever effort has been put 
cessful unless some form of pub- ; sn : “snl Si : —o forth to establish and maintain 
licity is part of the selling 9. The Mechanical Side of Advertising. a higher standard of value or a 
program. To some_ business 10. The Dealer's Sales Promotion De- more efficient service. 

men publication publicity is partment. The average dealer believes in 
advertising, to others. direct handling lines of established 


mail and still others may place 
their faith in the word of mouth advertising that results 


from satisfying the trade. It is all advertising 
nevertheless. 
Advertising, of course, must be consistent—it must 


be based on a dominant idea carried through the entire 
program and followed through vear after year. All of 
that has been emphasized in the preceding articles of 
this There is, however, one factor of great 
importance in advertising. In fact, it is the objective 
of all advertising, whether premeditated or not. That 
is the establishment of a distinct personality for each 
institution. 

Individual personalities we understand perfectly be- 
cause a salesman with a strong personality brings in 
more business than one with a weak personality. The 
same is true with advertising. It is true of a business. 
Each must have a strong and a distinct personality. It 
must stand out and dominate in order to become a leader. 

Perhaps if we mention the trade-mark, we will make 
our point clear. A strong trade-mark represents the 
business. It stands for whatever the business has in 
the way of quality, service and reputation. A trade- 
mark is a picture of the business; it is a condensed story 


series. 


of what the business offers to those who deal with it. 


reputation. Practically all these 
lines are trade-marked and known to the general buying 
public by the trade-mark rather than by the full name 
of the manufacturer. These trade-marks offer a protec- 
tion to the buyer and buyers demand the goods by the 
name. 

The dealer is likewise in a competitive position with 
his fellow dealers in the same line. His business stands 
locally for what the manufacturers stand nationally. If 
he is to succeed in placing his business in the position 
of leadership in his community, he must make it stand 
for all the things the buyer of today demands in the 
product he buys and the firm from which he buys it. 
A business cannot be just a business; it must be a 
good, fair or bad business. It must stand out and go 
forward, or stand in the shadow and slip backward. 

Firm names can be made to attain the status of a 
trade-mark in some cases, but they are generally too 
long or not particularly expressive. Great stress must 
be laid on the term expressive because a trade-mark in 
order to become a strong and distinct factor must be 
expressive. It must stand for something. It should 
suggest something. 

Too many firms adopt slogans and trade-marks which 
mean little or nothing. Many of them are meaningless 









































































This improved vise 
IS easier to sell 


Experienced vise users are quick 
to appreciate the important con- 
struction advantages of the 
Prentiss Vise. The extra 
strength, smooth operation and 
great durability of the vise are 
sO apparent that many of them 
are insisting that they be sup- 
plied only with Prentiss Vises. 


It stands to reason that you’re 
not getting your full share of 
vise sales and profits if you’re 
not recommending the improved 
Prentiss Vise to your customers. 


You are fully protected on price. 


Your Customers Look for 
These Five Prentiss 
Advantages 


—_ l Detachable steel jaw 

faces, accurately surfaced 

and tempered. Easily 
replaceable. 


Do 


Castellated collar with 
prongs firmly set in 
shaft. No set screw. 


Sliding arm machined 
separately on all four 
sides to .002 in. toler- 
ance. 


WwW 


Press-forged head, an in- 
tegral part of the screw 
shaft. 


awa 








Ball ends forged an in- 
tegral part of the lever. 


un 





PRENTISS VISE COMPANY 
106-110 Lafayette Street 
New York City 
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It Only Took A Minute- 


OU would be surprised if you knew 

how quickly men pick up the idea of 
saving time when they know there is a 
supply of Bristol’s Patent Steel Belt 
Lacing in the stock room. 


It seems to put them on their metal—to 
hustle—get busy and see if they can 
break the last time record in repairing a 
broken belt. 


BRISTOL’S Patent 
Steel Belt Lacing 


is the greatest time saving device you 
can sell. Thousands of manufacturing 
plants are ordering Bristol’s Belt Fast- 
eners direct because their Mill Supply 
Dealers do not carry them in stock. 
Think this over. 


Write for Catalog 717-H and trade discounts. 





| 


THE BRISTOL COMPANY 
Waterbury, Conn. 


Boston, New York, Philadelphia, Birmingham, Pittsburgh, Detroit, 
Chicago, St. Louis, San Francisco 
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combinations sometimes hard to make out, and in many | 
cases so close to others that the objective of all such 
marks is lost. 

A certain bank has made excellent use of the slogan 
“the bank of friendly service.” In fact this slogan has 
come to stand for a long and involved corporate name. 
It has become valuable because the bank has backed it 
up and the bank is in fact “one of friendly service.” It 
has been successful because friendly service is some- 
thing everyone would like to receive from a bank. 

There are many good slogans, many effective trade- 
marks and all of them are valuable and growing in value 
as time goes on. 

There are several very definite rules that should be 
followed in selecting a slogan or trade-mark. First. it 
should be simple; second, expressive; third, it should 
accurately reflect or stand for the house policy; and 
fourth, it should be adapted to the widest possible appli- 
cation. It should be used everywhere—on the products, 
in advertising. It should not be changed. 

In many cases the term, original, is very much abused. 
It is not necessary to be freakish in order to be original. 
It is not necessary to choose something outlandish in 
the way of color, design or phraseology. Solidity desir- 
able in a business connection cannot be conveyed by a 
slogan or trade-mark that is not dignified and expressive. 

It is not the intent of this article to go into detail on 
the subject of trade-marks and slogans. We are all too 
familiar with the many trade names established today to 
warrant any detailed analysis. We do want, however, 
to say that the trade-mark or slogan is just as desirable 
for the dealer as for the manufacturer. It is a person- 
ality; it stands for all the business stands for, and it 
goes a long way toward establishing leadership if 
backed up by sound policies. Every dealer and jobber 
should get a proper slogan or trade-mark, advertise it 
and stick to it. 


<P + 


CARLOSS WELL SUPPLY CO. 
Old Memphis Firm Incorporates and Plans to Carry a Very 
Extensive Stock of Pumping Machinery 

The Carloss Well Supply Co., Front and Gayoso streets, 
Memphis, Tenn., has applied for incorporation with capi- 
talization of $50,000. The company is one of the oldest 
in the South catering to the waterworks trade, having 
been founded a half century ago by W. F. Carloss. The 
purpose of the incorporation is to permit extension of its 
activities and to permit it to carry a complete stock of 
pumping machinery and well supplies. 

W. L. Carloss in a statement to MILL SUPPLIES relative 
to the new plans of his company, said: “We are inter- 
ested in representing companies manufacturing pumping 
equipment, motors, fire fighting apparatus, water meters 
and all kinds of waterworks equipment, in the Memphis 
territory.” 


—<—™e« 


65,000 TONS OF PIPE 
National Tube Company Will Deliver it to Houston Oil Company 
to Build a New Pipe Line 

The National Tube Company has recently closed a con- 
tract with the Houston Oil Company to deliver 65,000 
tons of 18 and 20 inch steel pipe. It is reported 200 miles 
of main line will be laid to the oil company’s refinery, 
hooked up with 50 miles of feeder lines. While this con- 
tract is by no means the largest tonnage sold to a single 
buyer by the National Tube Company, it stands out as 
an important sale. Hugo Weidmann is manager of sales 
in the Southwestern territory, which includes Texas and 
Louisiana. 








Swell Your Sales Volume 


With This Simpler, 


More Dependable, Die Stock 








Oster Bull-Dog Die 
Stocks have a thirty- 
year reputation for 
simplicity of opera- 
tion, accuracy of re- 
sults and ability to 
stand hard usage. 
Each tool — either 
plain or ratchet type— 
threads from four to 
eight sizes of pipe—a 
wider range than any 
other die stock near its 
price. 

Their outstanding ad- 
vantages in appear- 
ance, construction and 
mechanical details, 
combined with steady 
advertising, all help 
you sell Bull-Dogs. 
Live sales leads and 
liberal discounts to 
dealers. Write for par- 
ticulars today. 


The Oster Manufacturing Co. 


Manufacturers of the most 
complete line of pipe thread- 
ing equipment in the world. 


2087 E. 61st Place 
Cleveland, O. 
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MOTOR PULLEYS 


PAPER AND IRON 


| 

| 
Prompt shipments are made 
from our large stock of Paper 
and Iron Motor Pulleys, Flex- 
ible Motor Couplings and Ad- 
justable Motor Rails. Let us 
fill your motor requirements. 


2 soc" Bir«reMacene Works 


wt NOT INC &— 



















456 N. Union Ave., Chicago 














AMERICAN SWISS 


The File of Precision, manufactured to a gauge and with 
quality first requisite. Used by manufacturers of quality 
products, tool and die makers, instrument manufacturers, 
machinists, jewelers, and other skilled workers. 














Booklet with list of distributors and other interesting data sent 
upon request. Sold by the foremost dealers. 


American Swiss File & Tool Co. 
410-416 Trumbull St., Elizabeth, N. J. 

























us send you our dealers’ proposition. 





S ell the New Badger Car Mover Under Qur Guarantee 


Dealers are protected in the sale of the “NEW BADGER” Car Mover by 
our strong guarantee. We warrant all malleable parts for six months—re- 
placements made free—f. o. b. factory. 


The “NEW BADGER” moves the biggest cars easily and rapidly. It is light, 
well balanced and has a quick-acting compound leverage. It has the power and the 
speed. Made of certified malleable iron, with special tool steel never-slip spurs and large 
maple handle. The best car mover on the market at the price of an inferior tool. Let 


ADVANCE CAR MOVER CO., Wedcentin 


Liberal 
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RC A RP omer 


The Famous “Arm & Hammer” 


Wrought Iron Anvil 


Prompt Shipments Made From Stock 


Saf ESE 


The Columbus Anvil & Forging Co. 
Vain Office and Plant, 115-129 Frankfort Street 


Columbus, Ohio, U. S. A. 


General Forgings of Wrought Iron and Steel 











For cleaning and polishing 
there is nothing better than 
FIDELITY BRANDS 


Fifty-three Years of sin- 
cere effort to furnish 
the highest quality of 
material and service to 


the Mill Supply Trade. 





We solicit your inquiries for Cotton Wiping 
Waste, Journal Box Packing, Wiping Rags, 
Cheese Cloth, Prepared Wool and Grease. 


The J. Milton Hagy Waste Works 


Fidelity Mills 


Philadelphia, U. S. A. 
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New Products 








— 


The Ferry Cap & Set Screw Company, Cleveland, has 
placed on the market a new non-corrosive acorn nut, 


is a steel hexagon nut with a protective brass 
It is claimed that this new nut has all the 


strength of a solid steel nut, and in addition possesses 
the advantage of taking nickel plating without any pos- 
sibility of rusting. The company states that it is now 
producing them either in brass, nickel-plated finish or 
nickel-plated polished and buffed. They are made 





5 16-inch across flats and are being made for stock and 
furnished tapped 12, 9/16 and °x,-inch for SAE and USS 
threads. A smaller size nut, °4-inch across the flats, will 
shortly be placed upon the market and will be tapped to 
16, °s and 7/16-inch for both styles of threads. 


Anchor Post Iron Works, 50 Church street, New York, 
has placed on the market a new all-steel hand truck. All 
parts of a given type and size are interchangeable, and 
are secured by extra large machine bolts set up with 
nuts and washers. The nose piece is forged from 
special alloy steel. The truck has a U-bar frame, steel 





lates and cross straps. The axle is turned for 
bearing and gripped by the side plate. Wheels 


vrey iron castings, bored and drilled with oil 
The handles are insulated against cold and heat. 


companying illustration shows the warehouse and 


truck type, which is a straight sided truck with 
on the inside of the frame. 


Po 


er-Cable Machine Co., Syracuse, N. Y., has 


rt 
placed on the market a new milling attachment designed 
making heavier cuts. It is a larger model of the 
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Lead the Field! 


GS 's2f FOR YOUR SAMPLES of the improved 


Safety Collars and Grease Cups. Everybody's 
doing it now, and when they see and use the 
sample, they send in their orders for more! 


> Hex-Top~< Grease Cups are the most conveni- 
ent, durable, and economical grease cups you 
can buy because they insure positive applica- 
tion of the lubricant without fuss, loss of time, or 
waste of material. Good for years of service be- 
cause made of Link-Belt Malleable Iron—same as 
Link-Belt Chains. 
For free sample, jobbers’ prices and other details, tear 
eut, pin to your letterhead and mail to 
LINK-BELT COMPANY 2236 


PHILADELPHIA CHICAGO INDIANAPOLIS 
2045 Hunting Park Ave. 300 W. Pershing Road 200 S. Belmont Ave. 
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BUCKEYE 


Automatically Oiled 


POWER PUMP 


For Pressures Up to 100 Pounds 


Built in five sizes 






The Buckeye Automatically Oiled Power 
Pump is designed for hard, continuous 
service. It is double acting, driving mech- 
anism runs in oil, is brass lined and has 


many excellent features not to be had in any other pump of 
its kind. It is an exceptional pump for general service. 


Write for catalogue and prices 


Made by 


MAST, FOOS & CO. 


SPRINGFIELD, OHIO 













































company’s No. 4 attachment. It is gear driven, with a 
ratio of one to one. There is no reversing mechanism. 
When equipped with a boring head, it is capable of bor- 
ing fixtures and drill jigs at any angle desired. The 
attachment may be used on any standard overhang arm 


miller. The outer end of the frame is rigidly secured 
to the overhanging arm by a heavy adjustable clamp. 
The drive arbor, intermediate shaft and gears are made 
of chrome nickel steel and run in ball bearings and roller 
bearings. The spindle is pack hardened and runs in 
bronze bearings, which are adjustable for wear. 


The Black & Decker Manufacturing Co., Towson, Md.. 
is now making deliveries on a new valve refacer. One 
feature of this new machine is that it operates with two 
electric motors instead of One of these motors 
drives the grinding wheel at 3450 revolutions per minute, 
and the other operates the work spindle through a gear 
reduction giving the final speed of 430 revolutions per 
minute. The valve is held by means of a collet. Another 
feature is the three-point support which, it is claimed, 
assures the machine resting solid regardless of where 
it is mounted. and the cross heads 
are also on three-point with spring holding 
them on the V-ways. base of the machine has 
several heavy braces. 


one. 


The work carriage 
supports, 
The 


Cleveland, has placed 


The Columbian Hardware Co., 
on the market a new swivel base vise which 
particularly for garage and household use. 


is designed 
This vise 
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= 
has removable drop forged steel pipe jaws, a swivel 
base that permits turning in a complete circle, bar steel 
sliding beam, renewable steel jaw faces, cold rolled steel 
screw and handle and a large anvil table on the back jaw. 


The Bench Machine Tool Company, 220 North 13th 
Street, Philadelphia, has recently developed an addition 
to its line of rod cutters, which cuts round rods of any 
metal in sizes from °4 to 34 inches diameter. It is hand 
operated, and is arranged to be mounted on a bench. 





The machine is for use in machine shops, foundries and 
general manufacturing plants. Its use is said to relieve 
more expensive machinery from cutting off work, and to 
make for more economical use of shop equipment. All 
that is necessary to do is to push in the stock and pull the 
handle. A powerful leverage and cam action make the 
machine easily operated by hand, even on practically con- 
tinuous work on *4 inch steel. The entire machine is 
of extremely ridid and sturdy design. The cutting dies 
are made of a special alloy tool steel, carefully hardened 
and ground. All studs are of alloy steel and are of 
ample size to withstand abuse. The cutting action is 
simple shearing, but with the rod so confined that prac- 
tically no deformation takes place. The cut ends, it is 
said, are left clean and square, so that the work is ready 
for threading and similar operations. A gauge for 
length is provided, so that pieces can be cut to exact 
length. 


The Fulton Drop Forge Company, Canal Fulton, 
Ohio, has placed on the market a new vise which is said 
to have several features. It is made entirely of drop 
forgings, with the exception of the handle. Each part 
is machined to be interchangeable. The jaw plates are 
knurled and forged under the hammer, and doweled onto 


the jaws. These jaw plates may be replaced in a few 
minutes when Tightening of the jaws of 
the swivel base vise on any object automatically tightens 
the base, or the latter operation may be done separately 
when desired. The screws are made from chrome nickel 
steel, heat treated. 


necessary. 


Armstrong Bros. Tool Co., Chicago, has just announced 
a new chain pipe vise, which features a solid drop forged 
one-piece jaw, without lugs. It is claimed that this is 


the only pipe vise of its kind being manufactured today, 
and a patent has been applied for on the basis of the 
new feature. It is also claimed that this is the only 
pipe vise with full length jaw support for small pipe. 
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gave to the world 
the first perfected 
flying machine 
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gave to the industrial world 
the first 


Highly Perfected 
Chain Hoist 
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ED HOIST 


IMPROVED HIGH SPE 


And here are the reasons 


The best jobbers can supply you. 
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Pointsi@lits of 
Hoist Siena Ori) 


TIMKEN TAPERED i 
ROLLER BEARINGS . 


Eight to each trolley. 
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STEEL SIDE PLATES 2 


Bumpers protect wheel flanges and 
trea 





CHILLED TREAD WHEELS 3 


Absolute roundness insures ease in 
handling load. 


STEEL EQUALIZING PIN 4 


Permits placing trolley on I-Beam 
at any point and insures equal dis- 
tribution of the load on the four 
Wheels. 





STEEL HANGER PLATE & 


May be eliminated and hook hung 
on equalizing pin to save headroom. 


STEEL moe DROP FORGED— o 
PROOF TEST 
The ns teen part of the hoist 
is hook never opens to drop the 
hoist and load. 


STEEL DROP FORGED ,, 
CROSS HEAD 


SAFETY LOAD CHAIN GUARD 8 


Completely shrouds the upper half 
of load weal, b 1, holding six links o 
load chain in wheel at all times. 


STEEL LOAD WHEEL 


Special analysis electric steel cast- 
ing, annealed. 


Ol TUBES | O 


To insure positive and easy 
lubrication at vital points. 


Amt De paves SPINDLE 
U set = Torsing ‘es A.E. steel 1035 


eat treated 


BRONZE BUSYED I 2 
LOAD SHEAVE 


BALL BEARING DRIVING SPINDLE 4 o 


Where speed is greatest. Not sub- 
jected to heavy and shock loads. 
Eliminates wear on this part. 


STEEL SUSPENSION PLATES ] 4 


An extra precaution to care for 
heavy overloads. 


NON FOULING HAND ] 5 
CHAIN GUIDE 
(Malleable Iron) 


GEAR COVER—EXTRA HEAVY i 6 


Pressed from " plate. Insures 
permanency. 


STEEL CHAIN—ELECTRIC WELDED ; 7 
Special heat treated and proof 
tested. An elastic limit 4/2 times 
rated capacity, and breaking 
strength 6/2 times rated capacity 


STEEL HOOK—DROP FORGED j 8 
—PROOF TESTED 


Never opens to drop the load. 


DETACHAB'E STEEL COUPLING— | 9 
DROP FORGED 

Completely enclosed Ball Bear- 

ing. Easily detachable to renew 

chain. Load is not held on con- 

necting bolts but by the forgings. 


BALL THRUST BEARING ON 20 
BOTTOM SWIVEL 

Permits easy pote wes -" load. 

Insures load chain hanging 

straight and feeding perfectly 

straigtt into load sheave poc 

ets. This insures longer hfe to 

chain and wheel the greatest 

point of friction and wear. 


OIL CUPS SPRING COVER IN “ 2 n 
ALL OIL HOLES 


COP DAN 


Ask Us About Them tiSBONFOH |) 





XULL 
Mill Supply Distributors’ Convention at Atlantic City, 
Reviewed Pictorially by a “Mill Supplies” Artist. 








Top row, left to right—Roy Moore and J. H. Dowd, Billings & Spencer ; H. F. Wright, Wright Mfg. Co.; H. J. Casper, Pittsburgh 
Gage & Supply Co.; Frank J. Hill, Greene-Tweed & Co.; W. H. Harris, Pittsburg ge & Supply Co.; W. A. Gordon, The Akron Barrow Co.; 
E. W. Graham, Manning, Maxwell & Moore, Inc.; H. L. Gillian, The Wood Shovel & Tool Co; E. Vockrodt, Frick & Lindsay Co.; Ralph R. 
Roemer, The Cleveland Wheelbarrow & Mfg. Co.; O. W. Trumbull, Belmont Packing & Rubber Co.; Edwin Vollrath, Victor Balata & Textile 
Belting Co. 

Second Row—H. H. Kuhn, The Hardware & Supply Co.; W. J. Radcliffe, E. A. Kinsey Co.; C. F. Wright, Wright Mfg. Co.; Chas. 
M. Bond, Charles Bond Co.; Louis E. Tracy and R. E. Abbott, Louis E, Tracy Co.;.B. M. Cullen, Empire Tire & Rubber Corp. of New Jersey; 
A. H. Sommers, Murray Rubber Co.; Geo. W. Schultz, Quaker City Rubber Co. 

Third Row—T. W. Carlisle, The Strong, Carlisle & Hammond Co.; Alex Paton and B. H. Ackles, The T. B. Rayl Co.; William S. Kerr, 
Upson, Walton & Co.; F W. Hess, Vonnegut Hardware Co.; C. L. Butts, The Wood Shovel & Tool Co.; John D. Nicklis, Manning, Maxwell 
e mtg Inc.; Harry W. Hultgren, The Cushman Chuck Co.; William T. Read, J. R. Senay and Frank O. Lincoln, Morse Twist Drill & 
Machine Co. 

Bottom Row—-First, H. Cadwallader, Jr., Standard Shop Equipment Co.; third, C. C. Coventry, Cleveland Tool & Supply Co.; fifth, John M. 
Browning, Ohio Valley Pulley Works; centre picture, standing, A. T. Harland, Charles A. Strelinger Co.; John C. McCauslan, Henry Disston & 
Sons, Inec.; seated, Charles E. Allinger, Charles A. Strelinger .; John T. Chidsey, The Root Co.; last group, H. F. St. George, Shadbolt & Boyd 
Iron Co.; E. N. Grantveldt, Mitt Suppiies; G. L. Carleton, Appleton Car Mover Co.; W. R. Wallis, with A. H. Hitchcock. 
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Sound Merchandising 


demands adequate stocks to fill consumer demand as it arises. 


Drop shipments increase expense and cause delays that often lose 


a sale. Keep Up Your Stock of 


TRADE MARK’ 


“PALMETTO... 


REG. U.S. PAT. OFFICE 


Without Fear of Its Becoming Dead Stock 


“PALMETTO” packing is a quick seller, as it possesses an 
unusually high quality, consistently maintained for years, and 
backed by strong national advertising. 


“PALMETTO” has the least sales resistance of BRAIDED 
any packing on the market. ee 
Keep Up Your “Palmetto”? Stock and We Will 

Up Your Sales Efforts 

GREENE, TWEED & CO. 

109 Duane Street, 
New York 


Sole Manufacturers 
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Mill Supply Distributors’ Convention at Atlantic City, 
Reviewed Pictorially by a “Mill Supplies” Artist. 


Top Row, Left to Right—Arthur B. Paull, Beals, McCarthy & Rogers; Alex Paton, The T. B. Rayl 
E. Hazell, T. E. Hazell, Wm. H. Taylor & Co., Inc.; Mrs. Arthur B.. Paull; B. H. Ackles 
Supply & Machinery Distributors Associati John H. Orem, Jr., Carey Machinery & 
Kries; Wm. H. Utz, Jenkins Brothers; . Le Compte, Jenkins Brothers; Mrs. 

Second Row—A. F. Gott, W. iurr, C. F. Beezley, Jr., R. R. Donnelley & Sons Co.; Geo. W. Schultz, Quaker City Rubber Co.; 
R. S. Moore, Bright & C H, ° yer, s. Parker C E. N. Grantvedt, Mitt Suppiies; W. H. Smith, Jr. and P. O. Boylan, W. M. 
Pattison Supply Co.; M. C. 4 Sons; Wm. H. Utz, Jenkins Brothers ; Geo. W. Eckhardt and A. L. Uhl, Henry Disston & Sons, Inc. 

Third Row—Edward Von Campe, The Standard Tool Co.; E. J 
Buffalo Bolt Co.; T. B. 


J. Skinner and Robert B. Skinner, The Skinner Chuck Co.; A. M. Jones 
Wood, T. B. Wood’s Sons Co. ; T Hallowell and R. S. Mast, 
Carlisle & Hammond Co. ; H 


Standard Pressed Steel Co.; Harry H. Smith, The Strong, 
Ellyson and Malcolm H. Smith, Malcolm H. Smith Co., Inc.; Edward B. Hunn, The C. S. Mersick & Co. 

: Bottom Row—John C. Ruf, I. B. Williams & Sons; George Puchta, A. C. Blaisdell and L. G. Puchta, The Queen City Supply Co.; Clay 
C. Cooper, Mitt Suppuies; C. C. Coventry and H. E. Ruhf, The Cleveland Tool & Supply Co. W. C. Allen, R. D. Black and R. W 
The Black & Decker Mfg. Co. 


Co.; Mrs. B. H. Ackles; Mrs. 
. The T. B. Rayl Co.; George A. Fernley, Natio 
Supply Co.; Samuel Laird, Jenkins Brothers; Mrs. C. 
Wm. H. Utz. 


. Proctor, 








There’s a Joker in Belt Lacing 


The price of Detroit Belt Lacing is 35 to 40 per cent 
more than ordinary wire hook belt lacing. This does 
not mean that Detroit is the most expensive, because 
Detroit will outwear two or more of any other trans- 
mission belt joint. 

A man can lace belts all day long and the lacing will 
not cost more than a dollar or two, yet it will cost 
his firm twenty dollars, thirty dollars, and very often 
twice this amount, for belting, labor, and other in- 
cidentals, to say nothing of the loss from idle ma- 
chines and idle men. 

Detroit Belt Lacing costs more because it is better. 
We do not ask you to take our word for this, but we 
do ask that you try it at our expense. We will send 
you the equipment so that you can make a test in your 
own plant or we will have a test made for you under 
any conditions you name. 

We are cutting belt lacing cost in two for hundreds 
of plants. We can do the same for you. Write for a 
free sample of Detroit Belt Hooks and Bakelite Pin. 
Detroit is the only staggered grip, wire hook belt lac- 
ing. Detroit Bakelite Pin will outwear three or more 
of any other pin on. the market. Bakelite pins are oil 
proof, waterproof, acid proof, wearproof. To quickly 
ascertain the moisture resisting qualities of Bakelite 
pins as compared to others, place in a glass of water. 
Try Bakelite Pins on your hardest drive. 
Write for free samples. 








Detroit Belt Lacer Company This 
Det it, ol eh eh OPPO ity” : : 

etroit, Michigan Bakelite Pin 
Outwore + 


TVR by ger FA Rawhide Pins 
Di Ponti shin Soi ot agg, 
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These are the advantages 
a “AMERICAN” 


TB 
Bev ° ° 
BN ’ ‘HE things that make a line 
it profitable for the mill supply 
' \\ house are:— 
tn I. Quality of product 
2. Punctilious attention to service 
3. Recognition by the public 


4. Information easily available to 
bring the buyer to the dealer 


§. Mutually satisfactory relations 
between maker and distributor 
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We believe that the following facts indicate the 
extent to which these advantages accrue to the 


“American”’ dealer. 





I. Both “American” 
Pulleys and “American” 
Hangers are guaranteed 
by the makers—and have 
always been guaranteed. 


2. Large warehouse 
stocks are carried in big 
cities for quick deliveries 
to “American” dealers. 
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that increase profits for 





Dealers 


3. First in age (nearly 30 
years), efficiency and pop- 
ularity, American Steel 
Split Pulleys are used 
throughout the industrial 
world to the total of more 
than 6,000,000. American 
Pressed Steel Hangers, in 
the short span of three 
years, have attained dis- 
tinct leadership. 


4. The name of every 
“American” dealer with 
his address and ’phone 
number is carried in 
MacRae’s Blue Book, to 
which the readers of every 
‘“American”’ advertise- 
ment are referred. 


§ Most of the first 
dealers who undertook to 
distribute “American” 
Pulleys nearly thirty 
years ago are still concen- 
trating their sales efforts 
on the same line. 







The American Pulley Company 


Manufacturers of Steel Split Transmission Pulleys, Pressed 
Steel Shaft Hangers, and Pressed Steel Shapes 


4200 Wissahickon Ave. Philadelphia, Pa. 


| PRESSED STEEL \ 
STEEL SPLIT 


"HANGERS | PULLEYS 


——————— PATENTED « PATENTED 


le. 


“ AMERICAN” 

Hangeisand 
Pulleys are ad- 
vertised regularly 
to more than 
10,000,000 read- 
ers who are told 
where to find the 
mearest dealer. 
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He is directed to you 


In the Jenkins publicity campaign, every 
effort is made to increase DEALER sales. 
The valve buyer in your locality is read- 
ing the Jenkins message, and is being di- 


rected to you, his dealer. 


Jenkins advertising blankets the valve 
users in every trade and industry. Space 
is used regularly in over a hundred pub- 
lications—trade, industrial, technical, 
professional. Circular letters and other 
direct mail matter are periodically mailed 
to designing, constructing, operating and 
consulting engineers, architects, plumb- 
ers, steamfitters, owners and others who 


influence the purchase of valves. 


Your customers are reached a third way, 
too. Jenkins service representatives are 
constantly calling on the trade and cre- 
ating a demand for Jenkins Valves that 
you can turn into dollars. 


Get your share of this business by stock- 
ing a full line of Jenkins Valves, and by , 
adding your recommendation to the 
arguments present in the Jenkins adver- 


tising. 


oeeiesied BROS. 


80 White Strect..... -eus-eeeeeeeNew York, N. Y. 
I odo aciconsnastnnsineneseccenstakioin Boston, Mass. 
133 No. Seventh Street_..........................Philadelphia, Pa. 
646 Washington Boulevard .. scheventeeamadaie’ Chicago, IIl. 
JENKINS BROS., Limited 
Montreal, Canada London, England. 
FACTORIES 


Bridgeport, Conn.; Elizabeth, N. J.; Montreal, Canada. 





—through Jenkins 


0} lie sVi | S service representatives 


iWway's ‘ arked wit h the “Diamond” 











SINCE 1864 
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Guaranteed Wood Workers’ Vises 


Manual Training Vise 


Manual Training Vise 


The Yost Improved Quick-Acting Manual Training Vise 
has no cams, racks, toggles or springs. A slight lift of 
the screw head disengages the screw from the nut and 
permits instant adjustment of the front jaw to the work. 
A slight turn of the handle and the work is held rigidly 
for any operation. Made in six sizes, 28 to 48 lbs. 





Coach Makers’ Vise 





Coachmakers’ 


Designed for wood workers, carriage builders and carpen- Vise 


ters. Either solid jaw or adjustable jaw models are built 
with stationary base or swivel base. Large bearing sur- 
face of the crucible steel jaws permits a firm grip with- 
out marring the material. Swivel base vises may be 
turned and locked securely in any position. Adjustable 
jaw vises hold irregular shaped work rigid without mar- 
ring. Each model made in two sizes. 


Pattern Makers’ Vi 
Pattern Makers’ Vise s ise 


The Yost Improved Universal Woodworkers’ Vise is uni- 
versally used in most woodworking and pattern-making 
plants. Holds securely all classes of work. It is quickly 
and easily adjusted to many awkward positions, permit- 
ting the workman to conveniently adjust his work. Flex- 
ibility of adjustment saves time and energy for the opera- 
tor and increases his production. Jaws 8” x 16”; open to 


14”. Weight 82 lbs. 





We have a complete line of Vises for Every 
Industry. Write for prices and discounts. 


Yost Manufacturing Company 
Meadville, Pa. 
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THE RECOGNIZED LEADER 


THE GENUINE HOE 


97th CHISEL-TOOTH SAW 


Year 





MADE ONLY BY 
R.HOE & CO.,INc. 
NEW YORK 


of 














UNQUESTIONED LEADERSHIP 











“The six Hart Oil Pumps on our steam pumps have cut the amount of oil 
used over one half.”’ —Asa P. Hyde, Chief Engineer 


Security Mutual Life Insurance Co., Binghamton, N. Y. 


The above letter was part of an order for four addi- 
tional pumps—not replacements—after nineteen years 
of service. 


Many such records are reasons why not a single funda- 
mental change in design or construction has been found 
necessary in 25 years during which over 50,000 Hart 
Oil Pumps have been sold. 


For rough and ready service on dredges, cranes, trac- 
tion engines, etc., the metal body and rough brass fin- 
ish Hart Oil Pumps can be relied on to do their work 
faithfully and require minimum attention. 

For lubricating the cylinders of expensive steam en- 
gines, pumps, air compressors, and industrial equipment 
in the finest plants all over the world the glass body 
highly polished Hart Oil Pumps are recommended. 
Send for Catalog No. 18-5—-which shows Hart Oil 
Pumps are tested under actual working conditions and 
that defective parts are replaced free at any time—and 
illustrates many other power plant necessities. 


Sherwood Manufacturing Company 


Brass Founders and Finishers 


Sole manufacturers of Sherwood Engineering Specialties 


1713 Elmwood Ave. Buffalo, N. Y. 
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Illinois Malleable Iron Co. 


Manufacturers of 


‘‘Illinois’’ Gate Valves 


Malleable and Cast Iron Pipe Fittings 


Backed by Forty Years’ Manufacturing Experience 


“ILLINOIS” Gate Valves a , ae] 


These iron body, brass mounted gate valves 
are made in sizes from 2” to 12”, inclusive, 
with screwed, flanged or hub ends. 


Every valve is tested before leaving the plant 
and is guaranteed for 125 lbs. steam pres- 
sure and |75 lbs. water pressure. 


They can be repacked when wide open while 
under pressure. The bodies are so designed 
that the weight is properly distributed where 
strength is needed, insuring long service. 
Wheels and glands are malleable iron and 
stems are crucible bronze. Length of thread 
in wheel nut, depth of stuffing box, size of 
spindles and corrugated packing surfaces— 


all contribute to the long life of “ILLINOIS” 
Gate Valves. 





“ILLINOIS” Malleable Iron Fittings 


Made from a superior quality of malleable 
iron, in standard and extra heavy patterns, 
screwed or flanged. 





“ILLINOIS” Cast Iron Steam 
or Drainage Fittings 





———s 


Made of the best grade of homogeneous 
foundry iron—tapped with particular care to 


secure perfect adjustment when pipe is 
made up. 


— 
= 


MALLEABLE CASTINGS—Made from 
Customers’ Patterns 


J 


L 
ew) 


Send for catalog 


Illinois Malleable Iron Co. 


General Offices—1801 Diversey Parkway 
Sectional View 


i Sectional View 
Non Rising Stem Valve Chicago, Ill. Oo. S. & ¥. Valve 
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Duo-Jet Closets and Flush Valves 


Eliminate Water Waste 


Make Clogging and Overflowing Impossible 





. great money-saving made possible by the Watrous Duo-Jet Closet and 
Flush Valve needs little demonstration even to those unfamiliar with 
plumbing details. This combination accomplishes a thorough flush and refill 
with about 2 gallons of water, against 5 gallons or more used by competitive 
combinations. Clogging and overflowing are impossible—a vital matter in 
the operation of a mill or factory. 


Saves 3 to 6 


ations 02 Watrous Floor Type 


Every Flush The Watrous Flush Valve (A in the illustration) can 
be so adjusted as to supply the exact amount of water 
required by the bowl with which it is used. The Duo- 
Jet Bowl is instantly emptied by means of two power- 
ful converging jets (B and C) which eliminate the 
wasteful syphonic method of flushing. 


Clogging and overflowing, and the resulting expense, 
are entirely prevented by the elimination of the narrow, 
zig-zag passages which cannot be avoided in the 
syphonic type of bowl. In the Duo-Jet, the smallest 
diameter of the outlet is at the entrance to the trap. 


Watrous Wall Type 


This type of bowl is similar to the Floor-Type in 
method of operation. It is used in combination with the 
Watrous Flush Valve, which is not shown in the illus- 
tration. 


As it is supported by the wall, concrete floors and tile 
can be laid without leaving provision in the floor for 
closet connections. Also, with this type of bowl, it is 
possible to keep the floor in an absolutely sanitary con- 
dition. The Wall-Flange (D) eliminates the need of 
special fittings for installation, thereby reducing the 
cost. 


The Watrous Combination is advertised widely in news- 
papers, trade papers and in direct mail campaigns. It is sold 
entirely through jobbers. Write for catalog and prices. 


PLUMBING DIVISION 


Watrous Flush Valves—Duo-Jet Closets—Self-Closing Basin Cocks—Combination 
Lavatory Fixtures—Pop-Up Wastes—Drinking Fountains—Liquid Soap Fixtures—etc. 


THE IMPERIAL BRASS MANUFACTURING COMPANY 


911 South Racine Avenue (Established 1885) CHICAGO 




















When writing to Advertisers please mention Mitt Supp ies. 

















Wm. Heap & Sons, 
Hoffman Specialty Co., 


mmond Iron 
McClure, P 


Howe, A. B. H 


Illinois Malleable Iron Co., Chicago, J. 
Iron City S 


Keystone 


Kohler 
\ 


Wheeling 
Oberhauser, 


J. 


Wolff 
John Wood 
Wi 


Youngstown St 


Mrs. 


G 
Ba 


Jr., Chics 
Edith Die! 


M. 


Gott, 
lum, 

Metsker, 
Miss 


R. 


Bin 


New 
Walwort 
The é 


rnes 


Sanit 


Union 
othe 


Lau 


Thompson. 


J. Lyons. 


pan 


iry Pottery 


Lambe 
The 


Kalamazoo Sanita. 


Pottery 


(Continued from pa 
H 

H. Hamm 

Morrow. 

Lal 


ote 


Co., Birmingham, 
hil H. Neal, H. L. 
Grand Haven, L. C. 
New York, E. 8S. 
New Haven, Conn. 


owe, 


R. S 


ary Mfc. Co., Pittsburgh, Jc 


neton, Samuel T. 
York, William 
Pittsburgh 


Lexi 
Inc., New 


Steel 


‘oe 


hlin Corp., 


K 


Kalamazoo 
a Rs 


Kohler, Wis., J. J. 
Herbert V. Kohler. 
Co., Kokomo, ¢ 


Walter L. Kuhns. 


y, Born, 
Kohler, 
7e¢ 
Dayton, 
Lambertville, Phi 

, Cincinnati, David C. 


Trenton, A. 1 


S. Mcllvaine. 
E. L. Wyman. 
\ 


ge 


Dallas, 


93) 


ond, P. H. Haskell, Jr., J. 
fleur, James B. Young. 
rn. 


teneck, John J. Leahy. 
mhn A. Kelly, C. F. Meyer. 


Groff. 
nm. U 


: ee Harvey L. 


Grunder, 


, Edward V. Cliff 


Brigham, 


William Harry 


Hoolahan, 


J. Be O. A. Kroos, 


Murphy, 


yrge E. Rhodes. 


1 J. 


Jones 


Faherty. 
Alfred J. Jupp, 


1. Maddock, H. S. 


Morrison. 


J. Fis 
Muelle 


Evansvil 


Ke 


n, C 


me 
~ ma. ©. Kos 
John 8. 


Randall. 


ic., Cambridge, 
f J. S. 


nnedy, J. C. 
E. Kennish, C. 


_E 


her 


le, William J. Woolley, 
gateman, J. 

Lally, H. 
iward Wore 


J. Kehoe 


. Se lkrag , 
Heat 
T. 


S 


S. McKinley, W. B. To 
ier, William H. Olive: 
der, W. C. Langford. 
Nicholl. 


R. Kinnear. 


\ 


‘o., Wilnmin 


rth 
R . Ecke 
Steel 
B. Wise Co., 
Manufact 
Mf 


ight Mfg. C 


Blowe) 
Purnell, L. 
G. G. 


. Zwerman Cc 


G. R. 
Bailey, 
Mansfi 


H. 


over 
M. 
Chicago : 
Ps, 
Indiar 


M. Trane, 
mingham. 


Ss. Ws 


Stuart, F. 


Adams, 


Mrs. L. F. 
Goldsmith, 
Chicago: 


Schroeder, 


& Co., 


*ittsburgh, 

. Tschopik, Geo 

i o., Birmingham 
. Stockham, W. G. W 


T 
Reuben M. 
M. | 


zaCrosse, 


renton, George 


Theodor: 


ig oods. 
Y. Cruciger, C. H. 
Purdy, Jr., Boyd 


. Joseph 
Elliott, 
Watson, 


Ahrens, J. 

rge C. Crawford. 

. G. B. Baldwin, R. F. Shoop, 
‘inburn. 


Trane, 
loff_man, J. M. Moore. 


is, L. D. Lawnin. 


Hilman 
York, F. V 
H., Dahltmar 


Manufacturing Company, Boston, E, 


Ohio 
nroth, 
Corp., Wheeling, H. D. 
L. J. Lowe, A. H. Dufort, 
Watertown, W. M. Comptor 
uring Chicago, K. P 
. Co., Conshohocken, Frank 
Lisbon, H. F. Wright. 
Y 

& Tube Co., Youngstow 
4 3ostwick, G. W. Chr 
B. Jenks, F. A. Lathrop, 
M. Vilas, W. M. 


Company, Cleveland, 


Corp., 
0., 


1eet 


»., Robinson, Ill., C. Zwerma 

LADIES AT 
Rochester ; 
Pittsburgh; Mrs. G. B. 
Mrs. W. M. Byrd, 
Cole, Troy; 
‘+, Indianapolis; Mrs. J. A. 
New York: Mrs. J. C. 
Mrs. C. A. Hamilton, 
Mrs. George » Mellvai 
1apolis;: Mrs. E. A. Morris, 

Washington; Mrs. F. B. 
LaCrosse; Mrs. F. L. Uhl, 


FRENCH LICK 
Mrs. H. 


eld ; 


Ses 


Annis 


Westfall, 


P. Gordon, E. A. 


Watson, 


Bz 
Mrs. Clay C. 


Gorman, 


Lowell ; 


. A. H. Jelliff. 

V. Broatch, A. H. Cline, Jr., 
1, Edmund Henry, Frank C. 
B. 


Ss. R. 


Keene. 
Mitchell, J. 


R. D. 
Fisher. 
M. Thompson. 
Dunscomb., 


Morris, 
J. A 
1, W. 


Sutcliffe. 


n, B. T. Bechtel, William B. 
istopher, E. P. Corey, Frank 
E. S. Mooney, W. J. Morris, 
H. R. Williams. 


n. 
CONVENTION 
L. Andre 
uldwin, Chicago; 
Chicago; Mrs. 
Cooper, 
Galloup, Battle 
Mansfield ; 
Ala.; Mrs. 


ws, Pittsburgh; 1} 


Mrs. A. F. 
W. E. McCol- 
Pittsburgh; Miss Kathryn 
Mrs. C. W. Schroeder, 
Timberlake, Lafayette; 

Detroit; Miss Florence Vann, 


ton, 
ne, 








Trade Literature 








Many new mill supply house catalogues have been de- 
livered within the past few weeks by R. R. Donnelley & 
Sons Company, Chicago. The C. S. Mersick & Company, 
New Haven, Conn., is one of these houses, and its new 
catalogue contains 388 pages of listings of factory sup- 
plies, steam-fitters’ supplies and tools. It is bound in a 
stiff cloth cover, burnt orange in color, printed with black 
and orange inks. This company has also isued separate 
catalogues of electrical and automotive supplies. 

The Banks-Miller Supply Company, Huntington, W. 
Va., has issued a new catalogue, an exceptionally com- 
prehensive book of 1440 pages, showing general mill sup- 
plies and also mining, track and contracting equipment, 
saw mill equipment and a large section of electrical sup- 
plies. The Williamson Supply Company, of Williamson, * 
W. Va., a Banks-Miller subsidiary, has a similar cata- 
logue. Both books are bound in Keratol covers, the 
Banks-Miller book having an orange cover, printed in 
blue and black inks, while the Williamson book has a 
dark blue cover, printed in yellow and black inks. The 
covers are practically waterproof, and when soiled may 
be wiped off with a damp cloth. 

English Brothers Machinery Co., Kansas City Mo., has 
a new catalogue containing a very good line of mill sup- 
plies, and also showing steam engines, hoisting engines 
and pumping outfits of the company’s own manufacture. 
The book has 500 pages, bound in stiff cloth cover of a 
very attractive blue, printed in black and yellow inks. 
It is interesting to note that this company’s first cata- 
logue, issued in 1884, was printed by the Donnelley com- 
pany. 

The Dixie Mill Supply Co., Inc., New Orleans, has 
just issued a new catalogue containing 279 pages of list- 
ings, in addition to index. The cover of the catalogue 
is yellow, printed in black. The book is of the new stand- 
ard dimensions, and was compiled by The Bluford Sharp 
Company, Chicago. 

Dodge Manutacturing Corporation, Mishawaka, Ind., 
has issued an elaborate book with the title, “Dodge Story 
of Big Facilities and Big Jobs.’’ This book visualizes, 
by means of a series of 81% by 17 inch spreads, the man- 
ufacturing facilities of the Dodge organization, as well 
as some of the big special jobs produced. This a 
phase of the corporation’s activities not generally known 
to the mill supply field. A copy of this book will be sent 
to executives of engineering and sales organizations, as 
well as to manufacturers who prefer not to build their 
own special machinery. 


is 


The Libbey Glass Manufacturing Co., Toledo, Ohio, 
has issued a new booklet. which is in effect a catalogue 
and price list of the company’s line of railroad and indus- 
trial glassware. In it are contained illustrations and 
descriptions of high pressure gauge glasses, standard 
gauge glass, reflex glasses for Klinger water gages, bull’s 
eye glasses and oil gauge and oil cup glasses. 

Butterfield & Company, Division, Union Twist Drill 
Company, Derby Line, Vt., has issued a new catalogue, 
containing complete listings of the company’s line of 
taps, dies, reamers and screw plates. This is the 19th 
edition of the Butterfield catalogue. In addition to the 
ordinary run of taps, the catalogue includes high speed 
taps of all descriptions, spiral fluted taps and taps with 
ground thread. Numerous illustrations, price lists and 
tables of interesting information are included. 























LEA RIA! 


Is There a Leak in Your Business? 


Losing Orders 


A mill supply jobber in Western Pennsy]l- 
vania discovered that for some years his 
volume of packing business had been steadily 
decreasing. He was selling very little except 
valve stem and sheet packings and he attrib- 
uted the dwindling of his once profitable 
packing business to the increasing use of 
electrical power. 


The Reason 


The actual fact was that there was more 
packing being sold in his territory than ever 
before. Ten years ago, when this jobber en- 
joyed his full share of the packing business, 
there was only one packing company selling 
direct in this territory. Now, there are four 
packing companies selling direct and main: 
taining offices. The jobber’s salesman had 
nothing to offer in competition with the 
modern packings which were sold direct to 
the consumer. 


Increased Business 


If this is the condition in your territory, if 
your packing business has dwindled, if it has 
““leaked’"’ away—then it will pay you to fol- 
low in the foot-steps of this jobber. In 1923, 
he secured the exclusive agency in his ter- 


THE HOLLOW CENTER PACKING Co. 
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ritory for OVALHOLE HOLLOW CEN- 
TER PACKINGS and provided his salesmen 
with a “‘patented specialty”’ they could SELL 
in competition with the best packings on the 
market. Their packing business has “come 
back"’ and is now considered one of their 
most profitable lines. 


Your Territory 


Don't sit back and say, “There isn’t much 
packing used in our territory any more.” 
Your territory is no exception. More pack- 
ing is manufactured and sold in the United 
States today than ever before. Ten years 
ago there were only two or three large pack- 
ing manufacturers. Now there are a dozen 
and some of them are taking the packing 
business out of your territory. 


Your Position 


You are closer to the packing users in your 
territory in every way. You are selling them 
other supplies. You are in better position to 
secure this business than the packing manu- 
facturers who sell direct. All that you need 
is the exclusive selling agency for OVAL- 
HOLE HOLLOW CENTER PACKINGS. 
Write today for Exclusive Agency Proposi- 
tion. 


1968 EAST 660TH STREET 


CLEVELAND, Onio. 
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OHN A. CRONIN, Editor JUNE, 1925 ERNEST H. SMITH, Associate Editor 
Pure Mitzi Suppry Saresman Was Founded by Ernest H. Smith in 1922, and Dedicated to the Practical Application of Correct Sales Principles in the 
Distribution of Mill Supplies 
SALUTATORY 


Hello, fellows! 

We just had a new job wished on us by the boss. (Oh, sure, even editors have 
bosses. That’s where they get that ‘‘we” stuff. You know what we mean—must 
have pay-days and all that sort of plebeian stuff.) 

Anyway, we’d been going along and the world was one sweet, sweet song. A 
very good thing it was, too, because nobody would ever accuse us of being a song- 
bird. 

Then one day in bursts the boss and he has that look on his face that means 
“Congratulations, I have some more work for you. You’re getting too fat on the 
job.” 

To make the long story have the proper foundations, the boss has a conference. 
It appears that a fellow named Ernest H. Smith over in Cleveland, Ohio, U. S. A., 
has been publishing for the past three years a little inspirational paper called ‘“‘The 
Mill Supply Salesman.” 

Its avowed mission was “to help mill supply salesmen sell more mill supplies.” 
A truly noble purpose. 

Well, anyway, Ernest has always been a loyal and ardent rooter for MILL 
SUPPLIES, and deep in his heart was a longing for the day when the parent publica- 
tion, which he cherished, would take under its paternal guidance the child of his 
dreams, to have and to hold... (There we go, getting our metaphors all mixed up.) 

Then one day Ernest dropped off a sleeper in the Windy City, and he and the 
big boss did a lot of talking—and the boss took Ernest over to the Union League 
Club to lunch—and the lunch must have taken because MILL SUPPLIES took ‘The 
Mill Supply Salesman” for its very own. 

So far so good. 

It was at this point that we came into the proceedings. 

So we accepted the nomination, and a new title, the boss’ moral support and 
the company’s financial support, and 

Here we are, saying “Hello, fellows!” 

Now it came to pass that about this same time we had just asked several hun- 
dred mill supply house sales managers to tell us how MILL SUPPLIES can be of more 
service to them, and also to impart a bit of information about their own service in 
the mill supply field. 

You know, you can learn a lot from taking your customers into vour confidence 
and letting them know that they are the ones you are trying to serve, and that what 
they want is what they will get, if it’s within your power to get it for them. : 





So, we found out several things that are good for the soul. | 
First (Being just ordinary humans we naturally crave the beautiful works i 
of nature), we received a whole garden full of bouquets. They like MILL SUPPLIEs. | 
We are very appreciative of these kind words. 


Second, we found out that practically every mill supply house sales manager 
had come up from the ranks. He had been one of your number for many years. 
That’s a thought worth dwelling upon, salesmen. Before your bosses became what 
they are today, they were “knights of the grip and catalogue” just like you are at 
present. 

Third, the paramount, outstanding, all prevailing idea in the minds of your 
sales managers is—‘“‘How can we help our salesmen to make more profitable sales?” | 

Then, Ye Editor digested all these statements and packed our little traveling 
bag and contributed a sizable sum (of the company’s bank account) to help the 
struggling Pullman stockholders, and another day found us at a gorgeous hotel in 
sunny Atlanta, a fair prospect for a new straw hat. 

For three short days, we noted the proceedings of the big joint mill supply 
convention, and at all times during the convention meetings and in our conversations 
(in those most enjoyable little sessions in the handsomely appointed hotel suites) 
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“The Mill Supply Salesman” Section 


one fact stood out above all others. That fact is that the uppermost thought in the 
minds of all mill supply manufacturers and distributors today is— 
“More emphasis than ever before must be placed on better salesmanship in 


the mill supply field.”’ 


What an auspicious time it is, therefore, to initiate this new department of 
MILL SUPPLIES, and to dedicate ourselves to the pleasurable task of doing what we 
ean to help you sell more mill supplies, to impress on you the importance of your 
position in the distribution of those products which are so necessary to keep the 
industrial wheels of our country turning, and likewise to carry to our mutual friends, 
the manufacturers, the thought that in the United States today we have as capable 
and as willing a body of mill supply salesmen as has ever been at the disposal of any 


group of manufacturers. 


We approach our new task imbued with the importance of the work to be done, 
and we ask the co-operation of all salesmen, as well as the manufacturers and dis- 
tributors in this great field, to the end that we impart to one another the fruits of 
our experiences, and help to make the selling of mill supplies more profitable all 


around. 


Let us take one another into our confidence. Make the ‘Mill Supply Salesman” 
section your open forum. Tell us your problems and we will try to solve them with 
vou—not through any superior knowledge that we might try to assume, but rather 
by taking them to others who have the ripened experience in the line. 

And, let’s get to know one another better by exchanging those little items of 
personal news that reflect themselves in better understanding of the thought that 
we are all flesh of the flesh, and plodding towards the same goal. 


Thus ends our salutatory. 


Good Beginnings Make Good Endings 
Be Sure You Do Not Waste Too Much Time in the 
Early Part of Your First Visit, as Your 
Opening Remarks Mean Much 


FRANK FARRINGTON 


How long does it take you to get the prospective pur- 
chaser interested in your talk? Does he usually sit back 
and view you with the eyes of a man who obviously 
endures rather than welcomes the interruption to his 
work? 
time he 
shows any signs of response to your approach? 


And does it take a considerable portion of the 
is allotting you to get to the point where.he 

Or does he begin to sit up and take notice almost as 
soon as you begin talking to him? 

Some men are naturally responsive and only under 
unusual conditions show real apathy toward the sales- 
man. Other men are just the reverse and do not warm 
up at all, not even when they feel an interest in the 
proposition. The mill supply salesman meets all kinds 
of prospects, but most of them can be brought to atten- 
tion and serious interest much more quickly by the right 
sort of talk. 

What I mean is this: If you spend several minutes, 
when first meeting the buyer, in commonplaces, in plati- 
tudes about business conditions and the weather and the 
markets, you get nowhere in those first minutes. Instead 
of developing interest, vou du!l whatever interest may 
have been aroused by the expectation that you would 
have something worth while on the tip of your tongue. 

Habit is so strong with us that we find ourselves 
opening conversation with the same trite remarks day 
after day and trip after trip. Buyers can tell you of 
some salesmen whose opening conversation varies so 
little that it can be predicted almost word for word as 
soon as it is known that they are coming. 

This need not be the case. There is no reason other 
than habit for vour developing and using a stereotyped 


form of address and greeting, after the first “Good 
morning.” There is every reason why you should have 
something to say at the outset that will have an interest, 
that will make the buyer think you are able to tell him 
things he will want to hear. 

It is not my idea that your entrance into conversation 
with a customer should be sensational or explosive. But 
it must be unusual in some way if it is to make him 
eager to hear more. If you do not arouse his interest at 
the outset, every minute of delay in arousing it makes it 
harder to secure. The fact that you have something of 
interest to say by and by, when you get around to it, has 
no influence as long as you postpone saying it. Without 
doubt salesmen have in many instances lost the oppor- 
tunity to tell the prospect the things that would have 
interested him and made a buyer of him, just because 
too much commonplace talk preceded the interesting talk, 
crowding it into the background and out of sight. 

An after dinner speaker, introduced at a moment when 
the manufacturers at the dinner were engrossed with 
their salad course, shouted loudly at them, “Gentlemen, 
your costs are too high!” Every man heard what was 
said and every man stopped to listen. His interest was 
aroused by that first sentence. The speaker knew what 
Was uppermost in the men’s minds. 

People approach you every day with something they 
hope to tell you. The newspaper wants you to read its 
leading news story, its most important editorial. The 
advertiser seeks to attract you to a reading of his adver- 
tisement. The short story writer offers you the opening 
of a magazine tale. All these people know that the stere- 
otyped, roundabout method of opening is fatal. The news 
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“The Mill Supply Salesman” Section 


story must bear a heading that shows it is of interest to 
you. The editorial must at the outset establish a point of 
contact. The advertiser has to get your attention and 
keep it by offering interest. The story writer cannot 
any longer lure readers by the opening which begins with 
the scenery and some bit of ancient history. 

House-to-house book canvassers have learned not to 
open their talk by intimating that they have a book to 
sell. They ask, ‘“‘Have you a son or a daughter in school?” 
or “How would you like to double your income?” or they 
devise some other insinuating approach. They no longer 
say, “Can you give me a few minutes of your time to 
explain this valuable work on, etc.” 

If you will study carefully the methods of all these 
people in trying to get your attention and hold it, you 
may learn something of advantage in approaching and 
getting under the belt of the mill supply purchaser. 

KNOW SOMETHING ABOUT BUYER’S BUSINESS 


There are things about the buyer’s business which are 
of vital interest to him at all times, things he will stop 
almost any work to discuss if he thinks you have some 
knowledge of the subject or something worth while to 
say about it. If you can come to him with a quick pres- 
entation of something that has a bearing upon and 
brings up at once such a subject, you get attention and 
a hearing. 

In order to be able to do that sort of thing, you must 
know the buyer’s business, not his individual business 


necessarily, but his kind of business. Your prospect is 
talking and thinking in terms of his business and if 
you cannot understand that point of view, if you do not 
understand and talk the language of his business, you 
are handicapped in getting his attention. 


SALESMEN MUST HAVE REAL ENTHUSIASM 


How many salesmen feel the same enthusiasm for 
sales calls that they feel for golf? And how many can 
keep up the enthusiasm and will go as far with it as 
they do in golf? Well, I suppose one cannot be expected 
to make a game of what is really hard work, though a 
good many do enough hard work in their games. 

It may not be good business to burst into the buyer’s 
presence overflowing with enthusiasm. Bursting is not 
to be recommended in that connection. But the enthusi- 
asm ought to be there and it ought not to be so re- 
strained that the buyer does not realize that the seller 
really feels that he has the greatest line going. 

The salesman who is not enthusiastic about his prod- 
uct may say the same things about it that are said by 
the enthusiastic salesman, but he will not get them over 
with the same effect. Enthusiasm for your product is 
something you cannot conceal if you have it, something 
you cannot often successfully counterfeit if you do not 
have it. Buyers are keen men, readers of human nature. 
They detect very quickly any salesman’s doubt as to the 
value of his product for the purposes for which he is 
recommending it. 





Pertinent Paragraphs for Salesmen 


Gleaned from Address of William Staniar, Transmission Engineer, du Pont de 


Nemours & Company, at Recent 


Some sales representatives of the belting and trans- 
mission industry are still trying to interest the consumer 
by the old-fashioned method of discount and entertain- 
ment. 


Sales engineering is a bridge connecting producer, 
distributor and consumer; a double track bridge for two- 
way traffic. The man who carries his wares over that 
bridge to the consumer, instead of trying to throw them 
over by discount and other methods, not only places the 
correct transmission medium in its right place, but also 
reflects credit on his own house. 


Today is the day of trained salesmen—trained, not 
only in selling their man, but more especially trained in 
the material they are handling and its proper application. 


“+ 


The transmission belting salesman should be a man 
who takes belting to a prospective purchaser and tells 
him the particular merits of the belt because of knowl- 
edge of them, and how and where to use it. 


As you know, “a little knowledge is a dangerous 
thing,” and men who know but little and think they 
know it all are the sort who cause the installation of the 
wrong belt and transmission material for the job. In 
belting, this type claims he has a panacea for all evils— 


Atlanta Mill Supply Conventions 


acids, moisture, steam or alkalies mean nothing to him. 
In transmission, he claims that a common grease bearing 
is all that is necessary, a jaw clutch will work instead 
of a friction clutch and so on. A man of this type is an 
order seeker, not a salesman. 


It is fully realized that the salesman cannot possibly 
know as much about the installation as the engineer in 
charge, but he should know a whole lot more about the 
particular belt he is endeavoring to provide. 


The average buyer of any commodity is willing to 
pay higher prices for good material if he can be shown 
a reasonable return on the increased investment. You 
dealers and manufacturers have in your power a tremen- 
dous possibility. Educate your sales force through trans- 
mission literature which is liberally supplied by most 
makers of transmission materials. Give more credit to 
the man who is building up his trade for the future, 
rather than to the struggling uninformed order seeker 
because the art of selling is as important as the success- 
ful making of any commodity. 


The good story tellers, the liquor furnishers and the 
politician salesmen have been thrown into the discard to 
make way for the well informed, experienced salesmen 
who are getting the time accorded them that they so 
justly deserve. 
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Why Edwards Got the Order 


True Story of a Sale That Was Made Because the 
Salesman Happened to Strike the Right Note 


It takes all kinds of people to make 
up a world. Probably nobody has a 
better opportunity to realize this 
than a mill supply salesman; and in 
his ability to make proper applica- 
tion of this realization lies the meas- 
ure of success or failure of many a 
mill supply house representative. 

One Mr. Edwards dropped into the 
editorial sanctum a few weeks ago, 
and in the course of a casual chat on 
subjects of mutual interest, he re- 
lated an experience of his earlier 
sales days. 

He had visited a manufacturing 
plant in a small community some- 
what off his regular beaten path. 
His house had never been very suc- 
cessful in selling this prospect; in 
fact, the manufacturer 
was generally 
boiled buyer. 


in question 

known as a_hard- 
Now be it known that 
Edwards was not of the Simon pure 
variety. He was in fact a very versa- 
tile man, who could tell a back-room 
story as well as one of the parlor 
variety, could get off a choice line of 
cuss-words upon occasion and was all 
in all a mixer de luxe. 

He had, among his other accom- 
plishments, an admirable 
for reading the Good 


aptitude 
Book, and on 
this particular oceasion, as he en- 
tered the office of the manu- 
latter happened. to 
come out of his private office. “Good 
morning, Mr. T. this 
point, for no special reason other 
than the fact that at that moment 
he was in one of his pensive moods, 


outer 
facturer, the 


and at 


he recited a short Biblical quotation. 
returned 
ae 
step right into my 
‘ffice; I'll be back in a minute.” 


a rood 


morning,” 


manutacturer 


the 
pleasantly. 


want to see me, 


you 


A very pleasant interview fol- 
lowed, and Edwards went out with 
a very gratifying order. As he sat 


in the train that afternoon, he began 
to mentally retrace his steps, and to 
try to figure out what it was in his 
sales talk that had brought such fine 
results in Think as 
he might, however, he could not 
solve the problem. 

Some weeks afterwards, Edwards 
again dropped into Mr. T.’s town, 
and as he had not yet breakfasted he 
visited the village inn. Ata table in 
the corner of the old-fashioned din- 
ing room sat Bill Horder, a former 
mill supply salesman who knew this 


this 


instance. 


Ce eee BR 


territory as only an old-timer who 
had covered it for years could know 
it. 

Edwards eased into a chair oppo- 
site Bill, and after a few pleasan- 
tries and a hearty meal, asked: “Say, 
Bill, do you know Old Man T. up 
the street? What sort of an old boy 
is he, anyway?” 

“Edwards, let me give you a tip. 
Don’t swear at him, or pull any of 


your famous stories. He’s one of 
the most  punctilious, religious 
and deep-thinking lovers of the truth 
you ever laid your eyes on in all 
your born days. He’s a pillar of the 
church, head of the charities here in 
town, financial backer of every re- 
form movement. “ 

“Bill, that’s enough. You have 
solved one of my most perplexing 
problems. My text for today’s visit 
to our mutual acquaintance up the 
street will be. . but then, why 
waste the Biblical lines on you, Bill? 
You wouldn’t understand my inter- 
pretation anyway, for many are 
called on, but few get the orders. 
So long, Bill.” 


Selling the Odd Sizes 


Be Certain That You Will Not Be Called Upon 
Later to Furnish Your Customer With 
More of the Same Goods. 


One day recently two mill supply 
men happened to meet in the smoker 
of a railroad train. They were old 
acquaintances, and the early part of 
their journey together was pleasant- 
lv passed by exchanging experiences 
of a personal nature which they had 
undergone since their last meeting. 
It was a long train journey, however, 
and it was but natural that before 
long they should engage in a discus- 
sion of business experiences. 

“What’s the best way in your 
opinion to dispose of a lot of odd- 
sizes of materials, let us say shaft- 
ing?’ This was the opening question 
that was fired by the first mill sup- 
ply man. (We'll call him Henry Mur- 
dock, for the simple reason that we 
haven’t permission to print his real 
name. ) 

“Well,” began Morehead 
another nom de plume), ‘that’s a 
difficult question to answer because 
as you know in our there 
are sO many angles to consider. | 
tell you a story which has its 
application in that very item you 
suggested—shafting. It may per- 
haps tell you one way to dispose of 
odd but I think it will have 
somewhat of a negative influence.” 

A few long draughts at the old 
English briar, and Morehead began: 


George 


business 


can 


sizes, 


“You remember back a few years 
ago when Fred Harder started his 
first little factory. Well, Fred had 
been a good customer of mine when 
he was with the old outfit, and nat- 
urally I had received a tip that he 


Was going to start out for himself. 
I went over to see him, and he told 
me what he had in mind. Knowing 
that transmission was a hobby with 
me, he instructed me to make a lay- 
out and give him a price on the 
necessary equipment. 

“For a long time our company had 
a lot of odd-sized shafting in stock, 
and we had wondered how we were 
going to turn it over. In going over 
Fred’s requirements, I discovered 
that we had just enough of this 
shatting to equip his shop, and that 
it would work out all right. The ma- 
terial was dispatched at once and the 
mechanics soon had it all in place, 
and as we had previously figured, the 
shafting worked to perfection. It 
certainly was a lucky and profitable 
stroke of business, and all the boys 
in the house had a lot of congratula- 
tions to pass around. It isn’t very 
often that such good fortune arises, 
but here was a small factory that 
just suited our requirements. If it 
had been a hundred square feet 
larger, we couldn’t have gotten away 
with it.” 

“That is an unusual case,” 
rupted Murdock. 

“You haven’t heard the half of it,” 
continued Morehead, “and the better 
half at that—or rather, perhaps. the 
worse half. Fred did better than he 
had ever expected, and within a year 
he was obliged to double the floor 
space at his plant. The equipment 
I had sold him had done splendidly, 


(Continued on Page 121) 
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“The Mill Supply Salesman”’ Section 


An Unusual Salesmen’s Association 


“Old Guard” Members Have a Close Organization With 
Membership Limited to One Hundred 


“The Old Guard Southern Hard- 
ware Salesmen’s Association” is no 
ordinary organization of salesmen. 
It is indeed a closely allied group of 
“old timers” who are proud of their 


has no charter, but the members are 
bound together by affection. No 
salesman can be elected to member- 
ship unless he has been intimately 
identified by members for 15 years 











Old Guard” at 


“Th \tlanta Convention-—_top row, left to right, N. A. Gladding, 
H. P. Cher eth, Charles P. King, G. R. Stafford, F. FE. Walker, T. H. Dickinson, A. H. Deveney, 
F. Herbe Smith bottom row, left to right, H. D. Archer, A. R. Webber, George T. Bailey, 
Charles L. Bowly, Joseph M. Hottel, J. FE. Kelley. 
affiliation, and as zealous in their or more. 


affections and their reverence for its 
aims and ideals as are the members 
of a college fraternity. 

It was founded in 1908 by Fred 
Huggins for the 
good fellowship 


advancement of 
and keen’ under- 
standing between salesmen who have 





Election must be by unan- 
imous vote of the membership. 

The “Old Guard” makes it a prac- 
tice to pay death benefits of $250 
to the family of a deceased member, 
and to erect a suitable memorial to 
cost $100. 

The officers of the association at 
present are: President, Alfred Sis- 
son; first vice-president, F. Herbert 
Smith; second vice-president, A. H. 
Dean; secretary-treasurer, Robert 
Boyd. On the advisory board are 
the ex-presidents, including among 
others, Joseph M. Hottel, Henry P. 


“There is where we were up 
against it. We had no more shafting 
of that size in stock. To secure more 
from the manufacturer meant a spe- 
cial job with extras that would make 
Fred sick. A hurried consultation 
was held. The boss sat in, and the 
sales manager, and the head of our 
transmission department. Should 
we order the shafting made special 
and pocket the loss, by giving it to 
Fred at a stock price? Should we 
tell Fred what we had done in the 
first place and make him pay the 
extra as a result of listening to our 
advice on the initial installation? 

“No, that just couldn’t be, because 
Fred’s business was expanding rap- 
idly and he was becoming a very 
profitable customer for our house. 
To try to slip anything more over 
now might be disastrous all around. 
Finally, we decided that there was 
just one thing to do. We went to 
Fred and we told him just what had 
happened, and advised him to permit 
us to take down all the odd-sized 
shafting in the old factory portion 
and then re-equip it with the same 
standard sized shafting as we 
deemed advisable for the new addi- 
tion. 

“What was the result? Why, 
Fred was delighted, and if you are 
ever over in the vicinity of his plant, 
you will see that every one of his 
departments, and you know he is 
now a very important manufacturer, 
is equipped with transmission de- 
vices furnished by our house. 

“What’s the answer to your ques- 
tion, Henry? Why, merely this: 
“Never make an initial sale with a 
selfish viewpoint in mind, or without 
weighing up the possibilities of fu- 
ture business. Great oaks from lit- 
tle acorns grow.” 

Just then, the train pulled into the 
yards and the two old friends re- 
turned to their seats to get their 
baggage. ‘“There’s a lot of good ad- 
vice passed out by the weary trav- 


é ; eler,” remarked a young mill supply 
Chenoweth and Joseph H. Grubb. site : - PP’: 
ei a ‘ oe salesman who had been sitting quiet- 
The “Old Guard” was well repre- : : soa 
: ly in the corner of the smoker. “T’ll 
sented at the recent mill supply con- stndale: teak Chie: deen ta tae ta 
; z s he certé ’ s y ’ € o 
4 vention in Atlanta, and MILL Sup- : P . 
; ste : : orv book. 
‘ PLIES undertook the task of trying : ee eee 
| to get all guardsmen present to gath- \ Positi LaF 
| er for a group picture. Unfortun- ew Position for LaF lare 
| ie en skin, dels ee, te eu ately, when the photographer W. I. LaF lare, recently employed in 
i lender, A. R. Webber, Joseph H. Grubb, N. arrived two of the members were the compiling ag Ne ee RR. 
| A. tladdin«g (Messrs. Callende 1 Graubt : ° a ) T a s ; P y 3 ¢ " 
So ng mot mresent when the wate areas of the  wnaund, val later & sepereie pictare Donnelley & Sons Company, Chicago 
thal an IR Seay ” a = : : : ° . and before that for three years sales 
Old Guard” lined up.) was taken of a group which included a Ws ae 
thesia eeiesieie waaeietiin manager of the mill supply department 
— se ee a ERT of the Columbus Mill & Mine Supply 
yeen for 15 years continuously call- ‘ esky 
. a eee . : See Company, Columbus, Ohio, has joined 
ing upon the hardware jobbing trade the organization of the Mine & Smelter 
} in five Southern and Southwestern (Continued from Page 120) Company, Denver, and is at present 
| states. The maximum membership and so over he sent an order to busy helping to compile that company’s 
| is limited to 100. The organization duplicate the original installation. catalogue. 
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“The Mill Supply Salesman”’ Section 


Spread Gospel of Quality 


Don’t Let Your Initiative Reach a State of Apathy, but 
Combat Low Prices with Intelligent Information 


Mill supply salesmen will profit by 
reading and taking to heart the fol- 
lowing statement, which was made 
by J. L. Pitts, president of the 
Brown-Roberts Hardware & Supply 
Company, Alexandria, La., at the At- 
lanta mill supply convention: 

“Just here it would possibly be 
an opportune time to speak of anoth- 
er contributing factor to profit 
shrinkage which, in my opinion, has 
taken on alarming proportions. 
Many of us are frightened into meet- 
ing unprofitable prices due to mis- 
leading information from our road 
men. I do not question their sincer- 
ity when reporting to the sales man- 
ager regarding concessions which 
are being made, but am often in 
doubt about their good judgment, as 
subsequent analysis proves’ so 
many times that their S. O. S. calls 
are often due to stage fright, rather 
than to authentic information or a 
specific statement from their trade. 

“It may statement to 
make, but I am convinced that much 
of our sacrifice is due to ‘weak- 
kneed’ salesmen, whose confidence in 


be a broad 


their houses has lagged and their in- 
itiative has by force of habit reached 
a state of apathy. Unfortunately, 
the buying public has forced on our 
manufacturers the necessity of mak- 


Vew Smith & Woodbury 
Salesmen 


Smith & Woodbury Co., 55 Second 
St., Portland, Oregon, has _ recently 
added two new members to its sales 
organization. S. L. Wylde, formerly 


with the Marshall-Wells Co., and J. J. 
Kadderly, is now covering 
ern Washington, the 
territory and 


southwest- 
Columbia river 
Tillamook region. E. T. 
Albert, formerly salesman for Robert- 
son-Peact 


wk Company, is covering ter- 
ritory in Oregon south of Oregon City. 
Jack C. Leger, formerly with the Clyde 
Equipment Company, has been appoint- 
ed purchasing agent of the Smith & 
Woodbury Company. 
<-> <« 
Kelly New Pattison Buyer 

The many friends of William Kelly, 
who has been a member of the W. M. 
Pattison Supply Company’s organiza- 
tion since the latter was founded in 
1897, will be learn that 
“Bill” is now purchasing agent for the 
company, having been promoted to that 
position following the recent resigna- 
tion of R. G. Cook. 


pleased to 


ing much shoddy goods, while, on the 
other hand, there was never a time in 
the history of our experience when 
there were so many items of unsur- 
passed merit, put up in more conven- 
ient and attractive form, as is the 
case today, and we need to spread 
the gospel of quality. 

“We need men, as never before, 
who can combat low prices with in- 
telligent sales information, and sales 
managers with ‘the guts’ to demand 
this attribute as the foremost quali- 
fication for salesmanship.” 


Mill Supplies 


(With ample apologies to Longfellow) 


The shades of morn were lifting fast 
As through an American village passed 
A salesman who tore, with peppy dogs, 
All set to sell—from catalogs— 

Mill Supplie s! 


His brow was smooth; his eye beneath 

Flashed like a rapier from its sheath, 

And like a silver saxophone rung 

The words in a well-known tongue— 
Mill Supplies! 


In a mill he saw his “meat,” 

The crafty buyer in his seat, 

Waiting to buy at prices right, 

Plus a discount out of sight— 
Mill Supplies! 


“Try not to sell him,” an old man said, 
“He’s ruined by high overhead, 
“Great volume and profits not, 
“So believe me, he has shot— 

“Vill Supplies!” 


“O stay,” the buyer said, “and rest 
“Until I prove I’m not a pest.” 
The gentle salesman, twice confounded, 
In clarion voice up and sounded 

“Mill Supplies!’ 


“Beware the crafty buyer’s chant, 

“Beware his most insidious rant,” 

Whispered a voice, casting a spell 

Over the man wanting to sell 
Mill Supplies! 


This wise salesman, long he tarried, 
While the buyer questions parried, 
Then gave up, produced his gold, 
So our blue-eyed traveler sold 

Mill Supplies! 
In nearby towns he made a hit, 
Never once saw the icy mitt. 
Ever came his exultant cry, 
“Now is the time to buy 

“Mill Supplies!” 


In the evening, like a sheik, 
At his order book he took a peek, 
And shouted loud and far, 
“T’ve sold ’em all at par’— 
Mill Supplies! 


Meet “Tom” Winston 

Many mill supply salesmen and most 
mill supply house executives in south- 
ern and southwestern territory know 
the gentleman whose likeness appears 
herewith. For the benefit of those who 
may never have had the pleasure of 
meeting him, he is Thomas H. Winston, 
who is associated with his father-in- 
law, the veteran Joseph H. Grubb, in 
business as a manufacturer’s agent, 
with offices in Philadelphia. “Tom,” as 
he is known to his many friends in the 
trade, has many of the usual worries of 
the “man on the road,” such as, for in- 
stance, three or four months at a time 
away from his family. Nevertheless, 
he is a great lover of domesticity, and 





Thomas fa. 


Winston 


has made good at it. (Otherwise, we 
don’t believe his father-in-law would be 
so proud of him and so confident that 
he will make a great success in his 
chosen field.) Among the manufac- 
turers represented by Mr. Winston 
(and his father-in-law) are: Morse 
Twist Drill & Machine Co., J. E. Loner- 
gan Co., Libbey Glass Mfg. Co., George 
Stratford Oakum Co., The Davey Co., 
William Coupe Corp., D. & H. Scovil, 
Inc., Reed-Prentice Co., and A. L. 
Henderer’s “Tom” has just re- 
turned home from a southern business 
trip which he began early in January. 


Sons. 
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Redman With Donnelley 

L. L. Redman, formerly a “knight of 
the road” for the Wirthlin-Mann Com- 
pany, Cincinnati, recently joined the R. 
R. Donnelley & Sons Company’s sales 
organization and will travel in South- 
ern territory, making his headquarters 
at the home offices in Chicago. Mr. 
Redman’s first trip in his new position 
began with a stop-over at the mill sup- 
ply convention in Atlanta, and he will 
remain in the South for several weeks, 
calling on the trade. 

Oe 


Will Cover Southern Ohio 

F. H. Hill has been appointed a 
member of the sales organization of the 
machinery department of the W. M. 
Pattison Supply Company, Cleveland, 
and will cover southern Ohio territory, 
making his headquarters in Columbus, 
Ohio. 
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Many Distributors Overlooking Vise Markets 


Some Facts About the History, Uses and Sales Possibilities of 


Tools Which Must Be Classed as Fundamental Production Devices 








CHARLES D. BINGHAM 
Prentiss Vise Co., New York 





The vise takes its place with the hammer and chisel 
as one of the earliest and most fundamental devices to 
extend man’s powers of production beyond the narrow 
limitations of his own hands. Pliny ascribes the inven- 
tion of the vise to approximately 470 B. C., but it is 
fairly certain that some sort of gripping device was in 
use thousands of years before that. Discoveries in 
ancient ruins of the work of artisans who wrought be- 
fore the beginnings of historical record indicate the 
necessity for such a device. The early stone carver would 
not have needed a vise so long as his block of stone was 
heavy enough to remain immovable under the blows 
of his tools, but when he worked with smaller pieces 
he must have used something that would hold them more 
or less securely against the force of the blow. Whatever 
was used for this purpose was the equivalent of the vise 
as we know it today. Even though it was nothing more 
than two heavy pieces of stone between which the smaller 
piece was jammed, it was a vise with the clamping 
principle a wedge, instead of a continuous wedge which 
we call a screw. The invention of the vise as a separate 
and independent tool followed the invention of the screw. 

From the very beginnings of industry, the Anglo- 
Saxon guilds of the fourteenth and fifteenth centuries, 
we find certain forms of vises in evidence, which, in 
spite of their crudity, indicated the need for this “third 
hand with a mighty grip.” Ancient locksmiths and 
armorers employed the vise. 

And while this country was yet an English colony 
we find vises being manufactured in England and France. 
Indeed it is believed that one of the first screw cutting 
lathes ever designed was put in operation to turn out 
vise screws. And this is not to be wondered at, in view 
of the importance of the vise in thousands of production 
processes. ; 

The early form of vise consisted of two clamping mem- 
bers hinged at one end, the other ends being drawn 
together by a screw, and one of the members provided 
with a projecting flange for attachment to a bench. This 
was known as the “Peter Wright” vise, and was the 
only portable vise on the market for generations. While 
strong and suitable for rough work it was not adapted to 
fine work, since the jaws were never parallel with each 
other and, therefore, the gripping surface was confined 
to a line. There followed the parallel-jaw vise that we 
know and use today. 

But even this improvement did not suffice for all pur- 
poses, since, in many instances, the opposite faces of the 
work to be held are frequently not parallel, and may 
come in contact with the gripping surfaces of the vise at 
only one point, resulting in a very insecure hold and 
compelling an excess of pressure between the vise jaws 
that injures the work or, possibly, the vise itself. The 
adjustable jaw vise was then designed to accommodate 
such irregularities in the work. It accomplishes this 
efficiently and without weakening the vise. The rear 
jaw is separate from the body or stationary part of the 
vise, and is swivelled upon it. Normally a taper pin 
holds this jaw fast and the vise operates like a regular 
parallel-jaw vise. The withdrawal of this pin allows 


the jaw to swivel and conform to uneven work. 

Another improvement is a swivel bottom which en- 
ables the user to instantly adjust the vise to any angle, 
right or left, by simply raising a ratchet pin on the 
side of the vise. 

Few persons, even those who distribute vises, realize 
the tremendous scope of the field in which the vise is an 
essential tool. This field embraces every metal working 
and wood working industry. Machinists, carpenters, 
iron workers, cabinet workers, jewelers, plumbers, 
mechanics and wood workers of every sort need the 
“third hand.” There is scarcely a customer of the mill 
supply dealer that does not require one or more of the 
numerous styles of vises. Yet we venture to say that 
many overlook this fact. 

For every operation requiring a vise there is a vise 
designed especially for that operation, from the tiny 
jewelers’ vise—weighing 114% pounds—to the huge 275 
pound chipping vise used in railroad shops and iron 
and steel working plants. Several well known companies 
for example, manufacture more than one hundred 
different styles of vises. It is, of course, unnecessary 
for the average mill supply dealer to stock a large variety 
of vises. He will in all probability find that the bulk 
of the demand is concentrated on a few of the standard 
types. However, the dealers should have the manufac- 
turer’s catalog always available for reference so that he 
may be in a position to make recommendations that will 
best meet his customers’ individual requirements. In 
this way he will be able to take advantage of a very 
large market which is not open to those who simply 
regard the field of the vise as limited to the particular 
kind of vise they happen to have in stock, and not attempt 
to fit the tool to the job. 

It is interesting and profitable to the man who sells 
vises to know about some of the improvements in vise 
design and construction that have enabled the vise to 
keep pace with modern industrial efficiency and progress. 
As is true of most tools, the quality and fine points of 
design that are not apparent at first glance are of far 
greater importance in securing vise economy than first 
cost. Buyers know this, and it is a simple matter to sell 
them the best vises—incidentally the most profitable to 
sell—if you can show them their superiorities and 
explain their significance. 
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FORM SMITH-MONROE COMPANY 


New Organization Started at South Bend to Sell Power Plant and 
Special Factory Equipment 

The Smith-Monroe Company has recently been organ- 
ized at South Bend, Ind., to stock and sell power plant 
and factory equipment and supplies, handling chiefly spe- 
cialties rather than a general line of mill supplies. The 
new company has opened for business within the past 
fortnight at 223 South Main Street. 

L. R. Smith, who was for 18 years vice-president and 
general manager of the South Bend Supply Company, 
from which he recently severed his connections, is presi- 
dent of the new company. 
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The best previous 
record was 18 months 


\ ROD-MILL in a Middle West plant—name on request 
won a reputation as a belt-killer. On it no belt had 





ever lasted more than 18 months. Then they changed 
to Ladew Belts and, after_4% years, they are still carry- 
ing on with no hint of failure! 

rhree times tl servic More to come. Because Ladew Belt 
ng is made of live, super-strong leather. Built up with all the 
skill ac red i i ine bel Imost a century 
f con i g transmit power at th 
west p i th pow period 
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EDW. « LADEW CO., INc. 


BELTING AND OTHER LEATHER PRODUCTS 
Since 1835 29 Murray Street, New York City 
Branches: Atlanta, Ga.; Boston, Mass.: Chicago, IIl.; 

Glen Cove, N. Y.; Newark, N. J.; Philadelphia, Pa.; 
Pittsburgh, Pa.; San Francisco, Cal. 
----------- MAIL TODAY-----=----- 
EDW. R. LADEW CO., Inc. 102-E 

29 Murray St., New York, U.S. A. 

Please send me a copy of “The Proof Book” 
ind full information about Ladew Leather Pelting 
Name 


Compan 





Address 




















THOMPSON'S 
HACK SAW BLADES 





MILFORD Brand—All hard tungsten steel for cut- 
ting solids such as tool steel, rails, etc. 





MIL FLEX Brand— The inons set blade Soft-back 
tungsten steel practically unbreakable, for cutting 
pipe, BX, Sheets, Conduit, etc. 





THOMPSON’S Flexible Back Band Saws for cut- 
ting Metals. 


The above constitutes a fine line on which energetic distribu- 
tors are making handsome profits. Write for our dealer propo- 
sition. 


— Manufactured by — 


The H. G. Thompson & Son Company 
New Haven, Conn. 








UL ELLER 


TULLE LULL LULL 


THNUNN NEHA 
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Reliability 


is built into 














Automatic 
Injectors— 


Absolutely reliable, have 
quick pickup, high suction 
lift, last for years without The Penberthy Cat- 
repairs, and effect marked @/og tells in detail 
economies. That is why about these and 
more than a million and a others of the 
quarter have been put into 
service. 39 years’ experi- : 
ence is back of every one. Line. 


Famous Penberthy 


Penberthy Injector Company 


Established L886 
1238 Holden Ave. 
DETROIT, MICHIGAN 


New York Depot: Canadian Plant: 
TL Beekman St, Windsor, Ontario 
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TURNER SOTORCH 


Sale as 2 Candle 


Better Performance 


Built Into the No. 45 


A Blotorch that does the 
work easier and better, gives 
a hotter flame because of the 
Turner patented superheat- 
ing Burner Baffle and heater 
plug. 

The patented, seamless Brass 
Tank is leakproof—only one 
opening and that above fuel 
line. 


TURNER | KEROSENE 
No. 45. | GASOLINE 


1 Quart 
There's no orifice trouble with the Turner No. 45, It 
has a Twin Needle control—Turner Patent. 


1 Automatic Safety Valve, patented by Turner, pre- 
vents bursting pressure and explosions. 


The Pistol Grip handle fits any hand comfortably. 


FEARLESSLY GUARANTEED 


Ask for Turner No. 45. Write us for new catalog of 
Blotorches and Fire Pots. 


ee ee 


New York: The Turner Brass Works, 108 Charlton Street 





The World’s Largest Exclusive Manufacturers of 
Blotorches, Fire Pots and Braziers 























When writing to Advertisers please mention Mitt Supplies. 
I 
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Personals 











James Gill has been appointed assistant sales manager of 
the Foster Bolt & Nut Manufacturing Company, Cleveland, 
Ohio. 

A. B. Pierce, vice-president and general manager of the 
N. O. Nelson Mfg. Co., St. Louis, recently passed a three 
weeks’ vacation in Hot Springs, Ark. 

Horace Armstrong, of Armstrong Bros. Tool Co., Chicago, 
shortly after returning home from the mill supply conven- 
tion in Atlanta, took a short business trip to 


3uffalo and 
Toronto. 


Samuel Lynch, purchasing agent for many years for the 
National Tube Company, Pittsburgh, has 


been appointed 


assistant to Taylor Alderdice, vice-president in charge of 
operations. 
J. I. Burgess, formerly a sales representative in western 


New York and Pennsylvania territory for the National Acme 
Company, Cleveland, has been appointed purchasing agent 
of the company. 

J. F. Clark, formerly sales representative of the Belmont 
Packing & Rubber Company, Philadelphia, is now proprietor 
of a public garage in Atlanta. During the recent convention, 
he renewed many old acquaintances in the mill supply field. 

H. E. Thayer, sales manager, The Charles Parker Co., 
Meriden, Conn., returned to his desk on May 13th, after 
attending the mill supply conventions. He stopped over in 
Memphis and Chattanooga on his return trip from Atlanta. 

K. H. Hals, who has been vice-president of the Northern 
Machinery Company, Minneapolis, distributor of mill sup- 
plies, woodworking and metalworking machinery, has re- 
signed and has joined the sales organization of the Westcott 
Chuck Company, Oneida, N. Y. 

A. H. Hutchinson, of Atlanta, formerly southeastern man- 
ager of the Frick Company, Waynesboro, Pa., manufacturers 
of refrigerating equipment, has resigned to become manager 
of the refrigerating department of the Columbus Iron Works, 
Columbus, Ga. 


Charles D. Little, formerly general manager of sales of 
the Crane Company, Chicago, has been elected vice-president 
in charge of sales of the company, and has been succeeded 
in his former position by H. W. Seymour, formerly branch 


manager at Baltimore. 


George H. Tinker, formerly New England sales manager 
for the Wheeling Steel Corporation and also for the latter 
company’s predecessor, the LaBelle Iron Works, has resigned 
and will enter into business as a manufacturer’s agent with 
headquarters in Boston. 

W. C. 


neer, of 


Davis, president, and F. 


P. Callaghan, chief engi 
Foote Bros. 


Gear & Machine Co., Chicago, returned 
to their home offices the middle of May after a 10 days’ 
trip through the East, during which they attended the con- 
vention of the American Gear Association in Pittsburgh. 
George Bush has been appointed plant manager of the 
Union Manufacturing Company, New Britain, Conn., manu- 
facturer of chucks, succeeding John W. Carlton, who has 
been relieved of active duty after having served the company 
for 55 years. Mr. Carlton will be consultant for the company. 
Berntsen has resigned as_ vice-president of 
Co., Chicago, and has severed his connections 


3enjamin 
H. Channon 


with the company. His position has not yet been filled, but 
a successor will in all probability be elected at the next 
meeting of the board of directors of the Channon company. 

Frederick B. Wilmot, formerly manager of industrial 
equipment sales of the Detroit Range Boiler & Steel Barrel 
Co., Detroit, has resigned and opened an office in that city 
for the sale of industrial transportation equipment. He will 
represent the Barrett-Cravens Company, Chicago, in Michi- 
gan territory. 

J. R. Steneck, sales manager and a director of the Illinois 
Malleable Iron Company, Chicago, and Mrs. Steneck returned 
May 11th from a four weeks’ combined pleasure and business 
trip through the South. Mr. Steneck states that he had a 
very enjoyable journey and succeeded in securing a highly 
satisfactory volume of new business. 

W. E. Meub, formerly secretary and assistant treasurer 
of the Youngstown Sheet & Tube Company, Youngstown,QOhio, 
was elected secretary-treasurer at the recent meeting of the 
directors of the company. Mr. Meub attended the mill 
supply convention in Atlanta and was the recipient of 
numerous congratulations on his promotion. 

H. B. Read, vice-president of Belcher & Loomis Hardware 
Co., Providence, R. I., returned to his desk the middle of 
last month after a very enjoyable, although brief, vacation, 
spent on a little fishing trip in the northern part of Maine. 
As Mr. Read himself relates it, he was “trying to hook a 
few salmon and square tail trout, and incidentally to get 
away from the angry mob for a spell.” 

F. H. Payne, president of the Greenfield Tap & Die Cor- 
poration, Greenfield, Mass., recently returned from an ex- 
tended trip to South America. In addition to having a very 
enjoyable tour of the principal cities of the southern repub- 
lies, he succeeded in securing some very desirable business 
for his company. Mr. Payne is now devoting his entire time 
to the Greenfield Tap & Die Corporation, having severed his 
connection with his former banking associates in New York. 

William H. Lyon, formerly secretary and treasurer of the 
Charles Parker Company, Meriden, Conn., manufacturer of 
vises and other products, has been elected president of the 
company to succeed the late Dexter W. Parker. Mr. Lyon 
is a son-in-law of the original Charles Parker. William R. 
Bannister, who has been assistant treasurer and office man- 
ager, has been elected treasurer of the company, and Charles 
S. Parker, great grandson of the founder, has been elected 
secretary. 

B. F. Ruether has been appointed by the United States 
Rubber Company as manager of sales of the Mechanical 
Rubber Company, Cleveland, to succeed Arthur C. Kingston, 
who resigned last month to become sales manager of the 
3oston Woven Hose & Rubber Company. Mr. Ruether has 
been assistant manager of the Mechanical Rubber 
Company at Cleveland since 1921, and previous to that he 
was for 16 years associated with the Peerless Rubber 
Company. Mr. Ruether was an attendant at the recent mill 
supply conventions in Atlanta and has a wide acquaintance 
among mill supply men. 

The many friends of H. B. Mehring, of H. B. Mehring & 
Co., York, Pa., will be glad to know that he is rapidly regain- 
ing a large measure of his former health and strength. Mr. 
Mehring attended the National Association convention in 
Atlantie City, and while he still has to depend upon a cane 
to assist him in getting around, he says he is feeling more 
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Crescent Universal 
Woodworkers 


OU do not have to cut the price 

to get orders for CRESCENT machines. 
CRESCENT prices are made at the factory, 
and are as low as is consistent with building 
strictly high grade wood working equip- 
ment. Your customers want CRESCENT 
quality and are willing to pay for it. Send us 
more orders and we will show you that the 
machines make good. 


CRREEUAUKKAUCELE CUREUUSECUAERELE EUXERELELERUEELE UEC EAERA CELE CER EULEXEXECEKEEELE EUSEXULELELENELY KEXEXECEXEAEIIE 


Send today for catalo 
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saws, saw tables 
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matchers, swing 





Crescent Machine Co. 
96 Columbia Street 
LEETONIA OHIO 
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BEARING 
Motor 


$40.00 
Net 
Retail 





Soft Rubber Nozzle 


This “MARVEL” Portable Blower is designed for blowing 
dust nd irt out of MOTORS, GENERATORS, SWITCH 
BOARDS, LOOMS, KNITTING and __ other TEXTILE 
MACHINERY, as well f GAS BLOW PIPES, AS FUR 
NACES, et Has 20 feet high gra bl id ar red plug 
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Perfectly lar I Has rOGGLE SWITCH in handle, opet 
ated by thuml Gives 16” water column pressure. 
Note the Metal Conduit carrying wires from motor to har 
Motor operat t 1 R.P.M. on BALL BEARINGS. T 
Made with UNIVERSAL motors 


(A. & D.C for oO l volt 
nd 2 \ SHIPPING 

WEIGHT 18 s Shipped on 1 
iys’ trial, ANYWHERI 

Sell them to your customers. Write 

for Dealers’ Discount. mentioning 

this advertisement. 


| 
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| ELECTRIC BLOWER 
| COMPANY 

| 

| 


352 Atlantic Avenue 


Boston 9, Mass., U. S. A. 























Genuine 


ELEVATOR BUCKETS 


In 1880, Salem Buckets were awarded First Premium 
for superiority. Since then no other make has 
approached them in quality, long wear and unusual 


sery ice. 


Fig. 1076. Flat Bottom Open End Shelf Bucket. For 
handling wet sticky substances which will not dis- 
charge readily from other styles of buckets. 


Fig. 196. Low Front—for handling substances that 
will not discharge easily from the reguiar depth 


bucket. 


Fig. 152. Toothed Edge —for handling material-~ 
which are liable to pack in the elevator boot, or 
which for other reasons require the use of a dig- 


ging edge. 











Our large stock of standard sizes and gauges 
and our ability to furnish buckets made up 
in accordance with your specifications en- 
ables us to offer excellent service and prompt 
delivery. 


Write for Catalog No, 3625 


MULLINS BODY CORPORATION 


Successors to W. J. Clark Co. 


109 MILL STREET SALEM, OHIO 




















When writing to Advertisers please mention Mitt Suppties. 
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nearly fit than in several months. Shortly after the conven- 
tion in Cleveland a year ago, Mr. Mehring was seriously 
injured in an automobile accident, as a result of which a 
partial paralysis developed, and for a long time little hope 
of recovery was held by his physicians. However, thanks to 
the untiring devotion of Mrs. Mehring and his own strength 
of will, Mr. Mehring succeeded in his efforts to cheat the 
Grim Reaper. 
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The Pennsylvania Car Co., Beaumont, Texas, is building 
additions to its plant at an estimated cost of $90,000. 

The Apollo Piano Co., of DeKalb, Ill, is building a one- 
story factory addition at an estimated cost of $75,000. 

The Hood Rubber Co., Watertown, Mass., will build an 
addition to its plant at an estimated cost of $200,000. 

The Superior Gas Engine Co., Springfield, Ohio, is build- 
ing a machine shop addition at an estimated cost of $40,000. 

The Owosso Boiler & Welding Works, Owosso, Mich., is 
building a factory addition at an estimated cost of $25,000. 

The Shaeffer Pen Co., Front street, Fort Madison, Iowa, 
vill build factory additions at an estimated cost of $60,000. 

The Pulp & Paper Co., Chillicothe, Ohio, is considering 
plans for building additions at an estimated cost of $50,000. 

The Wilson Foundry & Machine Co., Pontiac, Mich., will 
build additions to its plant at an estimated cost of $1,200,000. 

The Southern Utilities Co., Miami, Fla., plans to build 
additions to its ice-manufacturing plant at an estimated cost 
of $90,000. 

The Virginia Woodworking Co., William street, Bristol, 
Va., will build additions to its mill at an estimated cost of 
$75,000. 

The Hyde-Murphy Co., Ridgway, Pa., plans to build a 
four-story addition to its planing mill at an estimated cost 
of $100,000. 

The Van Kannel Revolving Door Co., 704 Whitlock avenue, 
New York, will build a factory addition at an estimated cost 
of $55,000. 

The O’Brien Cooperage Co., Wharton and Water streets, 
Philadelphia, will build an addition to its factory at an esti- 
mated cost of $45,000. 

John Zimmerman & Sons, Inc., 221 Lehigh street, Phila- 
delphia, will build additions to its textile mills at an est 
mated cost of $100,000. 


i- 


The Western Newell Mfg. Co., Freeport, Ill., manufacturer 
of metal curtain rods, has plans for a factory addition at an 
estimated cost of $50,000. 

The Northampton Gas & Electric Co., Northampton, Mass., 
will build a three-story addition to its electric plant at an 
estimated cost of $50,000. 

The Baltimore Spring Bed Co., 754 West Pratt street, 
Baltimore, is building a four-story factory addition at an 
estimated cost of $45,000. 

The Atlantic Coast Line Railroad Co., Wilmington, N. C., 
plans to build additions to its shops at Waycross, Ga., at an 
estimated cost of $400,000. 

The Yarbrough & Bellinger Co., 300 South Graham street, 
Charlotte, N. C., plans to build additions to its plant at an 
estimated cost of $150,000. 

The E. A. Laboratories, 698 Mrytle avenue, Brooklyn, will 
build a three-story addition to its auto accessories factory 
at an estimated cost of $100,000. 

The Indiana Power Co., Vincennes, Ind., plans to make ex- 
tensions in its power plants and system, using portion of the 
proceeds of a $1,000,000 note issue. 

The Beaverland Corporation, Lowville, N. Y., manufac- 
turer of milk bottle caps, will build a two-story factory addi- 
tion at an estimated cost of $42,000. 

The Fisher Body Corporation, Detroit, plans to build a 
new unit at its local plant at an estimated cost of $55,000, 





and is also reported to be planning an addition at Pontiac, 
Mich., at an estimated cost of $180,000. 


The Windsor Mfg. Co., 568 Clinton street, Milwaukee, 
manufacturer of lead pipe and other products, will build an 
addition at the estimated cost of $25,000. 

The Dalton-Tumulty Co., Inc., 42 Liberty street, Jersey 
City, is planning to build a four-story addition to its paper 
box factory at an estimated cost of $80,000. 

The Heintz Mfg. Co., Front and Olney streets, Philadelphia, 
manufacturer of pressed steel automobile bodies, is building 
an addition at an estimated cost of $40,000. 

The Ayer & Lord Tie Co., Railway Exchange building, 
Chicago, plans to rebuild its Little Rock, Ark., plant which 
was destroyed recently by fire with loss estimated at $250,000. 

The Terre Haute, Indianapolis & Eastern Traction Co., 
Terre Haute, Ind., will soon begin rebuilding the car barns 


and shops destroyed by fire recently, the estimated cost being 
$200,000. 





New Factories 











The Northwest Lime Co., Seattle, will build new works at 
Orcas Island at an estimated cost of $250,000. 

The McDonald File & Steel Co., McDonald, Pa., will build 
a new factory at an estimated cost of $100,000. 

The Robert Morton Organ Co., Van Nuys, Calif., will build 
a new factory at an estimated cost of $200,000. 

The United Furniture Co., Wilkes-Barre, Pa., will build 
a new factory at an estimated cost of $150,000. 

The Atlanta Plow Co., Atlanta, Ga., may build new works 
at Dallas, Texas, at an estimated cost of $500,000. 

The Berryhill Malleable Iron Co., Evansville, Ind., is build- 
ing a new foundry at an estimated cost of $100,000. 

The Standard Gypsum Co., Seattle, will soon build a new 
plant at Harbor Island at an estimated cost of $300,000. 

The Ira F. Powers Furniture Co., Portland, Oregon, plans 
to build a new factory at an estimated cost of $250,000. 

The Suburban Ice Co., Mamaroneck, N. Y., will build two 
ice manufacturing plants at an estimated cost of $60,000. 

The Superior Metal Products, Inc., Greeley, Colo., a new 
company, plans to erect a factory to manufacture tire chains. 

The Berwick Cake Co., 1125 Harrison avenue, Boston, plans 
to build a new baking plant at an estimated cost of $200,000. 

The Chickasha Cotton Oil Co., El Reno, Okla., plans to 
build a new cottonseed oil mill at an estimated cost of $25,000. 

The Kreiss Potassium Phosphate Co., Tampa, Fla., is re- 
building a new phosphate plant at an estimated cost of 
$300,000. 

The G. A. Schacht Motor Truck Co., Cincinnati, will build 
a branch plant at Long Island City at an estimated cost of 
$50,000. 

The Western Machinery Co., 1000 Alhambra street, Los 
Angeles, will build a new factory at an estimated cost of 
$250,000. 

The Imperial Type Metal Co., 1800 South Fifty-fourth 
street, Cicero, will build a new plant at an estimated cost 
of $40,000. 

The Medina Irrigation District, Medina, Texas, is consid- 
ering plans for pumping plants at an estimated cost of 
$2,500,000. 

The American Meter Co., 1122 Harrison street, San Fran- 
cisco, will build a three-story factory at an estimated cost 
of $150,000. 

The Security Bank Note Co., 223 Chestnut street, Phila- 
delphia, plans to build a new factory at an estimated cost 
of $150,000. 

The Beckwith Iron Works, 540 West Seventy-ninth street, 
Chicago, plans to build a new fabricating shop on a site re- 
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Air Tanks Riveted 


Gasoline Tanks Welded 
Oil Tanks Copper Brazed 
Range Boilers Plain or Galv’d 

Expansion Tanks All Sizes 


WATER FILTERS and PURIFIERS 


For every industrial and domestic use 


Catalogues on Request 


Wm B. Scaife & Sons Co. 


Pittsburgh, Pa.—1st Natl. Bank Bldg. 
New York, N. Y.—26 Cortlandt St. 
Chicago, Ill—38 So. Dearborn St. 




















Turned and Polished Shafting 
Milled Key Seats at Reasonable Prices 
Cold Drawn Rounds, Flats, Squares, Hexagons 
and Screw Stock 


Shipments from stock made the same day. Jobbers—Send for our stock list. 


BLISS & LAUGHLIN, Inc. 


Mills and General Offices: Established 1891 Chicago Warehouse: . 
HARVEY, ILLINOIS 1023-1025-1027 West Jackson Blvd. 


Chicago Phone: Pullman 6496 Phone: Monroe 5356 and 5357 
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TRADE MARK REG. U. S. PAT. OFFICE 
STEEL BELT LACING inhi 
cut bolts, rods and wire. ¥ 
Models include Side Cut- 
ters in various sizes, End 
Cutters and Nut Splitters. 


Sold by leading tool deal- 
ers everywhere. 
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cently purchased near the Western Indiana Belt Line at Nine- 
teenth street. The estimated cost of the plant is $75,000. 

The Fraser Companies, Ltd., St. John, N. B., will build 
new paper mills at Madawaska, Maine, at an estimated cost 
of $1,000,000. 

The Cattie Brothers Corporation, 1712 Ninth street, Phila- 
delphia, galvanizer, will build a new plant at an estimated 
cost of $75,000. 

The West Penn Power Co., West Penn building, Pittsburgh, 
plans to construct a series of power dams at an estimated 
cost of $4,000,000. 

The Albemarle Paper Mfg. Co., Tredegar street, Rich- 
mond, Va., will build a new four-story mill at an estimated 
cost of $200,000. 

The Davenport Mfg. & Implement Co., 1032 East First 
street, Los Angeles, plans to build a new plant at an esti- 
mated cost of $150,000. 

The Mid Continent Portland Cement Co., Atlas building, 
Tulsa, Okla., plans to build a new cement mill at an esti- 
mated cost of $1,200,000. 

The Brighton Mills, Inc., Passaic, N. J., will build a new 
tire fabric factory and power plant at Rome, Ga., at an 
estimated cost of $300,000. 

The Empire Gas & Fuel Co., Blackwell, Okla., plans to 
build a pipe line from Blackwell to Wichita, Kan., at an 
estimated cost of $600,000. 

The Pacific Gas & Electric Co., 445 Sutter street, San 
Francisco, will build a foundry and other buildings at an 
estimated cost of $125,000. 

The Great Northern Railway Co., St. Paul, Minn., plans 
to electrify its road through the Cascade Mountain district 
at an estimated cost of $1,300,000. 

The N. O. Nelson Mfg. Co., 928 Chestnut street, St. Louis, 
has awarded contracts for a branch to be build in Memphis 
at an estimated cost of $175,000. 

The Victor X-Ray Co., 236 South Robey street, Chicago, 
manufacturer of precision equipment, is building a new fac- 
tory at an estimated cost of $300,000. 

The Atlantic Coast Line Railway Co., Wilmington, N. C., 
is reported to be planning to build a new shop at Tampa, 
Fla., at an estimated cost of $500,000. 

The James Stewart Grain Corporation, Regina, Sask., will 
build a new grain elevator on the Hamburg Turnpike, Buf- 
falo, at an estimated cost of $1,000,000. 

The city of Morgantown, W. Va., plans to install manual 
training equipment in new high school buildings which are 
to be built at an estimated cost of $650,000. 

The Hinde & Dauch Paper Co., Sandusky, Ohio, is re- 
ported to be considering plans for building a factory at Fort 
Madison, Iowa, at an estimated cost of $115,000. 

The Dixie Fireproofing Co., Georgia Casualty building, 
Macon, Ga., will build a new works to manufacture hollow 
tile, the estimated cost being reported as $125,000. 

The Transcontinental Oil Co., Equity building, Muskogee, 
Okla., is reported to be planning to build a new refinery near 
Fort Worth, Texas, at an estimated cost of $600,000. 

The Los Angeles Gas & Electric Corporation, 810 Flower 
street, Los Angeles, will build a new repair shop and meter 
department building at an estimated cost of $200,000. 

The Denver Chemical Mfg. Co., 20 Grand street, New York 
City, is reported to be planning to build a factory at Varick 
and Charlton streets at an estimated cost of $1,000,000. 

The Puget Sound Sawmill & Shingle Co., South Belling- 
ham, Wash., is considering plans for rebuilding its mill which 
was damaged by fire several weeks ago with loss estimated 
at $200,000. 

The Arkansas Power & Light Co., Pine Bluff, Ark., will 
build a hydroelectric plant at Colbert Shoals, Ala., at an 
estimated cost of several million dollars, including the cost 
of the transmission system. 

The Fort Worth Textile Mills, Inc., Fort Worth, Texas, a 
recently organized company, plans to build a cotton mill at 
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an estimated cost of $500,000. J. R. Griffin, Majestic build- 
ing, Fort Worth, is the company’s representative. 

Lazote, Inc., Wilmington, Del., a new subsidiary of the 
E. I. du Pont de Nemours & Co., will build a factory at 
Charleston, W. Va., to manufacture synthetic ammonia and 
other chemical products, the estimated cost being $500,000. 





Increased Capital 











The Leathem D. Smith Stone Co., Sturgeon Bay, Wis., 
has increased its capital stock from $200,000 to $650,000, and 
will purchase a considerable quantity of new equipment for 
its quarry. 

The Allsteel Mfg. Co., Battle Creek, Mich., will increase its 
capital to $100,000 and plans to double the present capacity 
of its plant. 

The Stamford Gas & Electric Co., Stamford, Conn., has 
increased its capital stock from $1,000,000 to $2,000,000 and 
will make plant improvements. 

Western Architectural Iron Co., 211 West Schiller street, 
Chicago, has increased its capital from $25,000 to $100,000, 
and has installed considerable new equipment. 





New Corporations 











Wisconsin Hardware Specialty Co., Madison, Wis., $25,000, 
to manufacture bottle capping devices; incorporators: O. B. 
James, Richland Center, Wis., and others, all incorporators 
being retail hardware merchants. 


Buol Machine Co., New Britain, Conn., $100,000, to con- 
tinue manufacturing machinery and parts, including chain 
saws, bars and sprockets for chain mortisers. 

Blue Point Tool Co., Sattley building, Racine, Wis., $85,- 
000, to manufacture electro-plating equipment and tools; in- 
corporators: Stanton Palmer, N. E. Tarble, G. A. Rhenberg 
ond J. J. Johnson. 
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Lavelle Rubber Company, Chicago, has moved from 413-421 
North Franklin street to a new location at 320 West Illinois 
street. 

Pennsylvania Pump & Compressor Co., Easton, Pa., has 
recently appointed Whitman & Brandt, Atlanta, its repre- 
sentatives in that territory. 

The Bristol Co., Waterbury, Conn., has opened a sales and 
service branch office at 1625 Age-Herald building, Birming- 
ham, Ala., in charge of H. E. Beane. 

The Scovill Mfg. Co., Waterbury, Conn., has purchased 
the Morency-Van Buren Mfg. Co., Sturgis, Mich., manufac- 
turer of tank fittings and shower valves. 

James McGraw, Inc., Richmond, Va., distributor of mill 
supplies and machinery, has been appointed Virginia district 
representative of the Pennsylvania Pump & Compressor Co., 
Easton, Pa. 

McWane Cast Iron Pipe Company, Birmingham, Ala., is 
understood to be planning to increase its production to 
20,000 feet of pipe daily, and also to be adding eight-inch 
pipe to its list. 

The Pittsburgh Supply Company is now located at 435-437 
Water street, Pittsburgh, where the company has more com- 
modious quarters than at the former location at Ross and 
Water streets. 

The New Jersey Machinery Exchange, which has been 
located for several years at 21-23 Mechanic street, Newark, 
N. J., dealer in new and used machine tools and machinery, 
has moved to a building at 2 Orange street. 

The North Jersey Hardware & Supply Association, which 
includes in its membership several well known mill supply 
houses, held a very enjoyable meeting and outing at the 
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SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 














How is this for a Single Order? 





The illustration shows 71 1 icity i the mair 
SCHULTZ SPLIT FRICTION iis order. The 
CLUTCHES furnished to _ the as few parts and 
Cribben & Sexton St W Its ability > 
of Chicago Thes ] he ds up sales and 

o ive fhr € t a real jobber proposi- 





tion. Ask for 


A. L. Schultz & Son, 1675 Elston Ave., Chicago 


catalo 





“\ WIZARRAS 
BULA Stich 


Guaranteed to contain no rosin 


WIZARD (Stick) Belt Dressing 


IS STRICTLY A JOBBERS’ PROPOSITION 
Jobbers specializing in transmission mate- 
rials will find our advertising system unusu- 
ally helpful in selling belt dressing. 





Sales guaranteed—Write for our proposition. 


RICHMOND BELT DRESSING MFG. CO., Inc. 
Richmond, Va. 








pan ew 











DAVIS 





Practical Force-Sight-Feed Oil Pumps 
on steam engines, steam pumps, compressors, 
etc., eliminates all guess work. They are 
positive and reliable, easily installed and ad 
justed, and feed any grade of oil with clock- 
work regularity. 

One of the fastest selling and best paying 
power plant specialties on the market today. 
sell- 
If vou are not one of the num- 
today for Catalog N 


Hundreds 
ing them. 
ber, write 


of Mill Supply Houses are now 


The Great Screw- 


Feed Mechanical 
Lubricator 


McCullough Mfz. Co., Minneapolis, Minn. 


o. 30, prices, 


= | =. Ettco 
B® Hettrick | = : 
METTRAICK ettric | z 4 Keyless Drill Chucks 
¥ HerrricK : Hand-Operated 
ae The Standard Self. Tightening 
Se Fabric Belt Rg Rag egret gh 
Blaariiag provements keep up with the times. 
— ea ie Sold by Dealers New Low Prices 
The Hettrick Mfg. Co. Eastern Tube & Tool Co., Inc. 
Toledo, Ohio = ete Ave. 
“The Bett of Service” "ed and Black—Conveyor and Transmission rooklyn, N. Y. 
aie ‘“ ” 
lM FORCE-FEED LUBRICATION| The “Blakeslee” Non-Auto- 
ee is claiming the attention of pment and a matic Water Jet Pump 
ae nenine t2 aeier teeie Tartan | = 


A simple and cheap apparatus for removing 
water from cellars, flywheel pits and founda- 
tion or for emptying gas water tanks. The 
motive power is hi-pressure water from mains. 





No Freezing—No Valves or other Moving 
Parts—Noiseless, Economical, Fool Proof. 
Blakeslee Makes and Guarantees It. Wise 
Dealers Sell It. Shrewd Men Buy It. 


Write for Bulletin No. 28 with full information. 


rT 


Blakeslee Mfg. Co., 10 Q St., Du Quoin, IIl. 








Every mill supply house 


should stock and catalog— 
VALYWIE 


5) AM SAVE RS SINCE 1875 | — 
SPs CIALTLES 
Pressure Regulators Float Valves 
Back Pressure Valves Steam Traps 
Stop and Check Valves —Other Valves, all listed 





Exhaust Relief Valves in the big catalog. 
Write for your copy and for the liberal dealer plan to— 


| G. M. Davis Regulator Co. 


408 Milwaukee Ave., Chicago 
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WATCHCLOCK 
CORPORATION 


SUCCESSOR 







EcoClockCompany 
Hardinge Patents 
Newman Clock Company 
PATROL—ALERT—NEWMAN 
and ECO Watchclock Systems 
Boston New York 
4141 Ravenswood Avenue, Chicago, Illinois 
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Colonia Country Club, Colonia, N 
sen, president of the Perth 
being host for the occasion. 

The James R. McMann Co., New York City, distributor of 
pipe and fittings, has moved from 56-60 Gold street to 120 
Liberty street. The business was incorporated in 1908. James 
R. McMann is president and treasurer. 

Eastern Tube & Tool Company, Inc., Brooklyn, recently 
announced a reduction in prices on its line of keyless drill 
chucks. The company also manufacturers self-gripping man- 
drels, tapping attachments and automatic drill chucks. 

Apollo Metal Works, La Salle, Ill., manufacturer of nickel 
zine and other products, held its annual meeting on May 15th 
and re-elected its officers. The annual report showed 1924 
Was a record year for the company. Harry O. Schuessler is 
general manager. 


. J.. on May 12, I. T. Mad- 
Amboy Hardware Company, 


The Gardner Tap & Die Co., Cleveland, announces that the 
E. H. Welker Co., Inc., 222 West Larned street, Detroit, will 
act as its representative in lower Michigan peninsula, and 
will handle its complete line of taps, dies, screw plates and 
threading tools. 

The E. S. Essley Machinery Co., Chicago, will represent 
the Colburn Machine Tool Division of the Consolidated 
Machine Tool Corporation in Chicago territory, the line 
including vertical boring and turning, milling and heavy 
duty drilling machines. 

The auction sale of the assets of the Garvin 
Machine Company, New York City, marked the passing from 
the field of one of the old machine tool builders. The 
business was founded in 1865 as a partnership under the 
name of Smith & Garvin. 

The Ferd. Mfg. Co., St. Louis, manufacturer 
of machined brass parts and brass castings, has changed 
its name to Messmer Brass Company. The business dates 
back to 1864, and has been incorporated since 1891. There 
is no change in personnel, plant or policy. 

William Laidlaw, Inc., is the new name of the business 
formerly known as Clark Tool Works, Inc., Belmont, N. Y., 
manufacturer of metal cutting band saws and special machin- 
ery. William Laidlaw, who was formerly treasurer and man- 
ager of the company, has purchased the business. 

The Hess-Schenck Company, Cleveland, Ohio, dealer in 
machine tools, moved May 1st to larger quarters at 3868 
Hamilton Avenue, Cleveland, where the company now has 
its offices, display room and warehouse all in one building. 
The company now has warehouse capacity of 22,000 square 
feet for new and used machinery exclusively. 

The U. S. Chain & Forging Company, Pittsburgh, has 
appointed Smith & Woodbury Co., Portland, Oregon, as its 
distributors in Oregon and southwestern Washington. The 
latter company will stock a complete line of the U. S. Chain 
& Forging Company’s proof coil black and galvanized chain, 
BB and BBB black chain, passing link bright chain and 
also conveyor chain. 


recent 


Messmer 


Timken Roller Bearing Co., Canton, Ohio, within the past 
month purchased the Gilliam Mfg. Co., of Canton, manu- 
facturer of bearings, the purchase including the plant, 
patents, marks and good will. It is understood to 
have been a cash transaction. George Lee Miller, patentee 
of the Gilliam bearings, will become consulting engineer for 
the Timken company. 

The Wayne Belting & Supply Co., 123 East 
Street, Fort Wayne, Ind., distributor of mill 
manufacturer of belting, has now added plumbing and 
heating supplies to its line. Frank G. Hanan has been 
appointed manager of the new department. The company 
was incorporated in 1916. W. D. Whipple is vice-president, 
treasurer and manager. 


trade 


Columbia 
supplies and 


Bridgeport, Conn., is holding an exposition, known as 
Progress Week, during the week of May 30 to June 6th, the 
purpose being to depict the growth of the city and its insti- 
tutions. During the past 50 years Bridgeport has added an 
average of 49 per cent to its population each 10 years and 
has grown from a town of 1800 people to a city of more 
than 150,000 population. The exposition will show what the 
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city’s industries manufacture. There are approximately 443 
manufacturing plants in the city, with more than 5000 
products. The exposition is being promoted by the local 
chamber of commerce, and any profits realized will be de- 
voted to the establishment of an industrial bureau to bring 
new industries to Bridgeport. 

H. Cadwallader, Jr., president of the Standard Shop 
Equipment Co., Inc., Philadelphia, recently notified the trade 
that in the first three months of this year, his company 
shipped more Cad bolts than in any nine months of the past 
three years, and that there remains a volume of unfilled 
orders. On certain sizes of bolts, the company does not 
anticipate catching up on back orders before September. 

Roeper Crane & Hoist Works, Inc., is now the name of the 
company which owns the business which previous to October, 
1915, was known as the Reading Crane & Hoist Works, and 
from that date until July 1, 1924, as the Roeper Crane & 
Hoist Works. The company is located at 1730 North Tenth 
street, Reading, Pa. The officers are: President, H. P. 
toeper; vice-president, A. F. Roeper; secretary and sales 
manager, E. F. Hendricks. 

The Black & Decker Manufacturing Company, of Towson, 
Maryland, manufacturer of portable electric tools, announces 
that it has just redeemed an additional $80,000 worth of its 
outstanding eight per cent bonds, leaving a total of only 
$130,000 as against the original issue of $350,000. The com- 
pany reports a very substantial increase in business during 
1924 over the preceding year, and up to the present time, 1925 
business is running well ahead of 1924. 

McMaster-Carr Supply Co., Chicago, moved last month 
from its former quarters at 174 West Market Street, into a 
building at 640 West Lake street, where the company occu- 
pies three floors and the basement. The first floor is util- 
ized for sales rooms, shipping and receiving. The other 
floors are all used as stockrooms. The company will soon 
issue a new catalogue, containing 448 pages. The officers of 
the company are: President, Harry Channon; vice-president 
and secretary, James A. Delaney. 

Among the recent requests for information received by the 
service department of MILL SUPPLIES were two which as yet 
have not been satisfactorily answered. One is from a Worces- 
ter mill supply house which is desirous of knowing where to 
procure the “Master” dowel, which is a brass dowel used by 
woodworkers. The other is a request from a mill supply 
buyer who is seeking the name of the manufacturer of “Red 
Devil” rope dressing. If any reader has knowledge of who 
manufactures either of these products, the information will 
be welcomed by MILL SUPPLIES. 

Exports of industrial machinery from the United States 
in 1924 amounted to $130,836,318, over $7,000,000 greater 
than in 1923, according to official reports. Last year the 
markets of Latin America absorbed more than one-third 
of the machinery exports while the volume to Europe was 
less than one-fourth of the total. Trade with Asia was not 
quite so satisfactory, the volume of machinery shipped to 
Japan dropping by $1,000,000 in value. Germany bought 
$2,590,000 worth of American machinery last year, and Rus- 
sia took very close to $1,000,000 worth. 

Control of the Hewitt Rubber Company, Buffalo, manu- 
facturer of mechanical rubber goods and tires, has been 
acquired from the Hewitt estate by J. H. Kelly and F. V. 
Springer, both of whom have been in active management of 
the company for several years. Although the purchase price 
was not stated, it is public information that the company 
was capitalized at $1,000,000 preferred and $1,000,000 com- 
mon stock. J. H. Kelly, who will be the new president of the 
company, began his experience in the rubber business in 
1898 with the B. F. Goodrich company, and later went with 
the Republic Rubber Company, of which in 1912 he became 
vice-president and director. He joined the Hewitt organiza- 
tion in 1917 as first vice-president, and has been in active 
charge ever since. F. V. Springer, now associated in the 
ownership of the business, in 1905 joined the sales organiza- 
tion of the Republic Rubber company as manager of eastern 
railroad sales, and later was that company’s general manager 

















SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 

















A Quality Mark 


At our present low 
prices, “AMERICAN” 
is the greatest Leather 
Belting Value. Our 
Sales are proving it. 


AMERICAN LEATHER 
BELTING Co. 
Manufact t 





lrers ¢ Leather 
Belting 

1455 West Congress St. 
CHICAGO 
k. H. Cornell, President 


Sfran 


Flexible Shaft 
Grinding, 
Polishing and 
Buffing Machine 
is a Mighty 
Handy Tool 


When once installed it 
becomes the most pop- 
ular machine in the shop. 


Several sizes 
Catalog Upon Request 
Manufactured by 


N. A. Strand & Co. 
5001-09 No. Lineoln St. 





No, 80 Fire Pot. 
Ask for latest price 








CH 


Pattern Makers’ Bench | 





Chicago, Ul. 


A PERFECT FIRE 


No. 80 is the latest improved Fire Pot for 
The 
duces a wonderful fire for heating a pair of 


tinners’ use. powerful burner pro- 
large coppers quickly and a six-inch pot ot 
metal can be melted at the same time. It 
is noiseless in operation and is not affected 
it excel- 
No. 80 
burns low grade fuels perfectly and is the 


hottest Fire Pot made. 


by wind or cold weather, making 


lent for inside or outdoor work. 
Jobbers supply at 
factory prices. Write for a catalog. 
CLAYTON & LAMBERT MFG. CO. 
6257 Beaubien St., 
DETROIT, MICH. t. 8s. A. 


RISTIANSEN 


This bench is a good seller among pattern shops 
and foundries. Fitted with Abernathy Rapid Act- 


ing Vise No. 









80 on 


shee 


front, and wood tail vise. 


. Bench is of hard 
af maple, with 78 in. 
d by 24 in. top. 


C. Christiansen 





wedi 


aay Ril 
78 inches tong 9 49 > of a 
<< edhen Geis vi 2814-42 W. 26th St., Chicago 
32 inches high { Manufacturer of Benches, Hana Screws, 
top 234 inches Vises, Swing Cut-off Saw Tables, Bench 
thick Stops, Manual Training Furniture, ete. 
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MASON 


Reducing Valves 
Are Standard 


Do You Carry Them in Stock? 


Our new Catalog No. 62 shows a num- 
ber of mew pressure regulators and 
valves. 24 pages of tables on proper 
valve sizes. A copy sent on request. 


MASON REGULATOR CO. 


BOSTON, MASS. 





Improved “Usé-Ew-Ue” 


Drill Sleeves and Sockets 





Flattened outside and reinforced 


THEY “NEST”’—THEY LAST 


Save your drills and other tools with taper shanks 


LOVEJOY TOOL WORKS 
328 West Ohio St., Chicago 


ALWAYS A SOUND INVESTMENT 


Production is faster—the work is done better—and your men are 
more contented if their tools are always keen and sharp. High quality 
work is impossible with dull tools. The 


BODINE TOOL GRINDER 
Portable—Electric 
svon pays for itself by increasing 
the amount of work each man can 
do, thereby lowering labor costs 

and saving time. 
The Bodine is made in % H.P. 
and '%, H.P. Equipped with ball 
. . bearings, heavy wheel guards, ad- 
justable tool rests, extra thick rubber covered cord. The Bodine is 
never an expense—always a saving. The price is reasonable. 


We will be glad to send you full particulars on request. 


THE BODINE ELECTRIC CO. 
2256 West Ohio St. Chicago, Ill. 
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The No. 401 Champion 


e 
Steel Rivet Forge 
can be seen working on 99 out of 
every 100 structural steel buildings 
being built in the United States to 
day. The same may be said of all 
railroads, bridge _ builders, boiler 
makers, etc. The No. 401 Forge has 
not only been adopted by this class of 
trade in the United States, but als 


throughout the entire world. 
Carried in stock by all the 
mill supply jobbers. 


iT ee Pa r ae P 
rite for catalog and price sheet. 


Champion Blower & Forge Co. 


Lancaster, Pa. 
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of railroad and export sales. When Mr. Kelly joined the 
Hewitt company, Mr. Springer went with him. 

The G. A. Gray Company, Cincinnati, manufacturer of 
planers, has let a general contract to the Austin Company, 
Cleveland, for a new plant in the Idlewild district, which 
will represent an investment of approximately $1,000,000. 
It will consist of a machine shop, with two main aisles 
110 by 420 feet and alternate high and low side aisles 100 
by 40 feet at right angles to the main bays; also a two- 
story office building, a boiler shop and a foundry; all under 
one roof. The officers of the Gray Company are: President, 
Henry Marx; vice-president, August Marx; secretary and 
treasurer, Edwin Cook. 

The Threadwell Tool 


new corporation, has 


Company, of Greenfield, Mass., a 
acquired the plants, machinery and 
patents of The Wells Corporation, Greenfield, and will con- 
tinue the business of the latter. The Wells Corporation was 
organized in 1923 as a consolidation of several old companies, 
and early in 1924 it went into the hands of receivers. 
Charles H. Keith, prominent New England manufacturer 
and banker, will be chairman of the board of the new com- 
pany. Otto Kolstad, treasurer of the C. F. Church Manu- 
facturing Company, Holyoke, Mass., will be president. W. 
S. Keith, formerly secretary of the New England Box Com- 
pany, of which Charles H. Keith is president, will be treas- 
urer of the Threadwell Company. 

The Sutton-Osborne Supply Company, Inec., was recently 
organized in Asheville, N. C., with capital stock of $100,000 
to deal in mill, mine, textile and contractors’ supplies and 
electrical equipment. The new company has leased quarters 
on Roberts street, Asheville, and has started doing business. 
The officers are: President, H. J. Sutton; vice-president and 
treasurer, Thomas Osborne; secretary, E. L. Brown. Mr. 
Sutton has been in the mill supply field for 15 years, and 
for the past four years has been associated with the Ashe- 
ville Supply & Foundry Company. Mr. Osborne was for- 
merly purchasing agent of the Champion Fibre Company, 
Canton, N. C. Both these officers attended the Atlanta con- 
vention, the new company having been admitted to member- 
ship in the Southern Supply and Machinery Dealers’ Asso- 
ciation, 

The “informashow” held in connection with the annual 
convention of the National Association of Purchasing Agents 
in Milwaukee auditorium May 25th to 28th was a great suc- 
cess. Among the mill supply manufacturers who were rep- 
resented by exhibits were the following: American Bolt 
Corp., Chicago; American Brass Co., Waterbury; Ames 
Shovel & Tool Co., Boston; E. C. Atkins & Co., Indianapolis; 
The Babcock & Wilcox Tube Co., New York; Baeder Adam- 
son Co., Philadelphia; Brown & Sharpe Mfg. Co., Provi- 
dence; The Wallace Barnes Co., Bristol, Conn.; Chain Belt 
Co., Milwaukee; Chicago Belting Co., Chicago; Cleveland 
Twist Drill Co., Cleveland; Clipper Belt Lacer Co., Grand 
Rapids; Detroit Belt Lacer Co., Detroit; Diamond Chain & 
Mfg. Co., Indianapolis; Joseph Dixon Crucible Co., Jersey City; 
Eagle Picher Lead Co., Chicago; Garlock Packing Company, 
Palmyra, N. Y.; The Heinn Co., Milwaukee; Howell Electric 
Motors Co., Howell, Mich.; W. A. Jones Foundry & Machine 
Company, Chicago; The Keystone Lubricating Co., Phila- 
delphia; The Leather Belting Exchange, Philadelphia; The 
Lunkenheimer Co., Cincinnati; Manning Abrasive Co., Troy, 


N. Y.; Milwaukee Electric Tool Corp., Milwaukee; Morse 
Twist Drill & Machine Co., New Bedford; Norton Co., 


Worcester; Chas. A. Schieren Co., New York; Seymour Mfg. 
Co., Seymour, Conn.; L. S. Starrett Company, Athol; Vilter 
Mfg. Co., Milwaukee; Wheel Trueing Tool Co., New York; 
Wisconsin Waste & Wiper Co., Milwaukee. 


CLASSIFIED ADVERTISEMENTS 
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~ SALESMEN WANTED 





WANTED—Salesman for New York metropolitan dis- 
trict, covering jobbers of mill supplies. Address No. 817, 
care MILL SUPPLIES, 537 S. Dearborn St., Chicago. 
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Counter salesman to work factory supply orders. Must 
have at least three years’ experience and furnish reference 
from last job. Address No. 824, care MILL SUPPLIES, 537 
S. Dearborn St., Chicago. 


WANTED—Mill Supply Salesmen can add to their income 
by taking orders for a specialty that is sold in volume. It’s 
by far the best and backed by highly rated company with 25 
years’ standing. Either side line or all of your time depend- 
ing on territory. Write for particulars giving reference and 
present occupation, territory covered, etc. Address No. 780, 
care MILL SUPPLIES, 537 South Dearborn St., Chicago. 

WANTED—Salesmen. To sell a standard plumbing supply 
article to jobbers in Eastern and Southern states. Must have 
experience and wide acquaintance. Fine opportunity for 
advancement. State age, experience, whether single or mar- 
ried, last or present employer’s address; also salary expected 
and how soon could start work. Strictly confidential. Address 
No. 822, care MILL SUPPLIES, 537 S. Dearborn St., Chicago. 

WANTED—tThoroughly experienced mill supply man for 
office detail work, by old established house in Florida. Must 
have some executive ability and know his business. Prefer 
man between 30 and 40 years of age. Answer in own hand- 
writing, stating whether married or single, and salary 
expected. Address, Supplies, P. O. Box 357, Jacksonville, Fla. 


WANTED—Salesmen to sell Transmission Leather Belting 
in Pennsylvania, Massachusetts, Connecticut and 
Island for reputable, old established company. Liberal com- 
mission or salary proposition. Excellent opportunity for 
experienced men who are acquainted with the trade. Letters 
strictly confidential. Address No. 820, care MILL SUPPLIES, 
557 S. Dearborn St., Chicago. 


Rhode 


Men calling on trade can make an extra $50 a 
selling an item used by every ladder user. 
trade magazines. Sells on sight. Can be 
line or full-time proposition. Write: 
Erie Building, Cleveland, Ohio. 


week 

Advertised in 
carried as side 
Director of Sales, 663 








SITUATIONS WANTED 

WANTED 
Age, 40; 
training. 

varnishes, 





Sales executive is now open for a proposition. 
married. Chemical and mechanical engineering 
Experienced salesman in technical lines, paints, 
machinery and other products. American and 
European experience. For nine years a sales executive, man- 
aging sales, engineering and advertising. Prefer metropolitan 
location. Must yield $10,000 a year either at start or within 
a reasonably short time. Address No. 823, care MILL Sup- 
PLIES, 537 S. Dearborn St., Chicago. 


WANTED—Thoroughly experienced mill supply man de- 
sires to make a change. Executive and sales experience. 
Would consider position with either manufacturer or jobber, 
northern or southern territory. Address No. 803, care MILL 
SUPPLIES, 537 S. Dearborn St., Chicago. 


WANTED—Position as factory representative to conduct 
sales and service division in Chicago for plant out of city. 
Would also consider supervising distributing depot in Chi- 
cago. Address No. 815, care MILL SUPPLIES, 537 So. Dear- 
born St., Chicago, Il. 


REPRESENTATION WANTED 


Two high-grade sales executives, well known to mill supply 
trade, offer unique opportunity to established manufacturers 
in that field. Can give unusually fine representation at con- 
siderable saving in present selling expense. New England 
territory. Address No. 821, care MILL SUPPLIES, 537 South 
Dearborn St., Chicago. 


FOR SALE 


In order to dispose of our stock of Grapho-Metal Packing, 
we offer same for sale at list less 40-10 per cent with a 
special discount of 50 per cent. Apply M. J. Gibbons Supply 
Company, Dayton, Ohio. 


BO RIA ETRE RIT RIE I 





tRNA NEST OATES 





Se 


ol 





TU: 
na \ TT 





ii Wists 


STAT a. 
>) 8} pip ILLES 








in the manufacture of 
Fire Protection Equip- 
ment is absolutely es- 
sential. The name 
“Diener” in connection 
with safety equipment 
is in itself a guarantee 
of correct design, care- 
ful workmanship and 
underwriters’ approval. 





“PERFECTION” APPROVED WASTE CAN 


like all Diener Products is a standard article 
with a definite demand in all industrial plants. 
It is easily sold by jobbers who go aggressively 
after business. 


JOBBERS: INVESTIGATE THE DIENER LINE 


If you do not carry a line of Fire Protection and 
Safety Equipment or if the line you carry has failed 
in any essential detail, investigate the Diener Line. 
Write for catalog, price list and other desired in- 
formation. 


George W. Diener Mfg. Co. 


400-420 MONTICELLO AVE. CHICAGO 














Mechanical 


Rawhide 





is vastly superior to the ordinary 
rawhide lace leather. 


In making it no lime or acids are used to distend 
and weaken the natural hide fibres. The genuine 
mechanical Chicago Rawhide has much greater ten- 
sile strength than any other, and you or your cus- 
tomer can safely carry it in stock for months or 
years without danger of its rotting or growing hard, 
as the ordinary rawhide or Indian-tan leather does. 


Chicago Rawhide “Selected” Cut Lacing 
Mechanical—Every lace perfect 


—lIt will pay you to handle 
this lace leather and none other— 


Write us for Prices and Samples 


The Chicago Rawhide Mfg. Co. 
1301 Elston Ave. Chicago, Ill. 


Mechanical Leather Tanners 


Rawhide—Indian Tan-—Krome 
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No. 780 





Tela = the Reversible Disc & Seat 





THE D. T. WILLIAMS VALVE CO. 


CINCINNATI, OHIO 


Seat and disc of Nicu- 
lanium — a hard, tough, 
close-grained nickel alloy 
—resists effectively the cut- 
ting, wearing action of high 
temperatures and pressures, 
that is one factor in the 
economy of Reverso Valves. 


To this is added the re- 
versible feature. When one 
side wears both disc and 
seat reverse and you have 
the life of another valve 
with no extra expense. 

But this is not all of Re- 
verso’s vitality as disc and seat 
are easily regrindable. 

Reverso is a valve unexcelled 
on steam, water, oil, air or gas. 
For other features, types, sizes 


and prices, ask for new bulletin 
No. 17. 


REVERSO: — Bronze 
for 200 lbs. pressure. 
temperature 550 deg. F. 


IROVERSO:—Iron body for 
150 lbs. pressure. Total tem- 
perature 450 deg. F. 


body 
Total 






















SHALLOW 
WELLS OR 
CISTERNS 


4 TWELVE SIZES 
CAPACITIES 
500109000 
_», GALLONS 
=” PERHOUR 
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For home, farm or country estate— ‘ 
for cottage, summer resort, hotel or ws 
golf course—for centralized school, LV 7 
college or sanitarium—for mill, mine ’ 
or factory. It’s not a question of but | ; SECTIONAL) 
one or two styles with the MYERS— : ew 


it's a question of the right style for 
Catalog and informa- 


the right place. 


tion on request. 


TERE, MYERS & BRO.co 
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ACCESSORIES, AUTOMOBILE 











McRae & verts Co, 
The Wm. ‘o 
The Rober 3 Mfg. Co. 
ACID RESISTING PAINT 
fy ) Cont \ 
ANVILS 
Columbus Anvil & Forging Co, 
Yost M ; 
P ih I ANC ES, SET-UP 
Standard § ( Inc. 
AP a LEATHER 
Chicago Rawhide Mfg. Co. 
Edward R. Ladew Co., Inc, 
ARBORS 
Mors Tw ’ & M hine Co, 
BABBITT METALS 
Dodge Manufacturing Corp. 
The Medart Compar 
BARRELS, STEEL 
Mullins Bo Corp. 
BARRELS, TUMBLING 
Royersford Foundry & Machine Co, 
BEARINGS, BRONZE 
The n 3 Bronze Co, 
Arthi far 
Oberdorfer 





Stewart Manutfactu 
BEARINGS, 





BABBITTE 


The Bunting Brass & Bronze Co, 
BEARINGS, SHAFT, BABBITTED 

Bond Foundry & Machine Co, 

Hi. W. ——— ll & aes Co. 

















Dodge Ma eturing Corporatior 
The Hill C ‘tute h, Mac oh ine & Foundry Co. 
Link-B 
The Me ny 
Roversford y & Machine Co. 
Valley Iron wi set 
T. B. Wood’s Sons Co. 
BEARINGS, SHAFT, BALL 
Chicago es & S Co 
Skayef Bal 3 
BE AR INGS, SHAFT, OITLLESS 
Arguto Oilless Bearing Co, 
BEARINGS, SHAFT, ROLLER 
Bo Foundry & Machine Co, 
Dodge Manufacturing Corp, 
Re: Reeves” € s Pulley Co. 
sfor I Machine Co, 

“BE = T DRESSING 
Alexand moun 
At t Ma ring Co. 
I ec Belt W ax 2 C. Atkins & Co., 
} »s . 








Ce Ir 
Rubber Co 
Dressing Mfg. Co., Inc. 
ren Co. 
it ag Corporation 





& Textile Be 
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The Bristol Company 
Clipper Belt Lacer Company 
Crescent Be stener Co, 
be icer Co, 
F ing Co 
T x AC INGS, LEATHER 
Brothe 
whide Mfg. re 
iL & Williams & Sons 
adew Co., Inc 
1ieren Co 
BELT LACINGS, METALLIC 
Clipper Belt Lacer Company 
Detroit Belt Lacer Co. 
Flexible Steel acing Co, 
The Bristol Company 
BELT SHIFTERS 


T. B. Wood's Sons Co, 

BELT TIGHTENERS 
Manufacturing Corporation 
Hill Clutch, Machine 


Dodge 


The 


W. A. Jones Foundry & Machine Co, 
Link-Belt Company 
The Medart Company 


T. B. Wood's Sons Co. 
BELTING, BALATA 
Victor Balata & Te oo le Belting Co. 


BELTING, CANVAS STITCHED 


The Hettrick Mfg. Co. 

The Mechanical Rubber Co, 

Victor Balata & Textile Belting Co. 
BELTING, CONVEYOR 

The diamond Rubber Co., Inc, 

The Hettrick Mfg. Co. 


ID 


& Foundry Co, 
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The Mech ani 11 Rubber Co, 
New Yorl lting & Packing Co. 
The R Rubber Co. 
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cto & Textile Belting Co. 
BE 1 TING, COTTON, SOLID WOVEN 
Stanley Belting Corporé ation 
Victor Ba a & Textile Belting Co. 
BE L TING, IMPREGNATED 
The Hettrick Mfg. Co. 
Stanley Belt Corporation 
BELTING, LEATHER 
Alexan * Brothers 
Amer Leather Belting Co, 
Chicag Rawhide Mfg, Co. 
Edward R, Ladew o., Inc. 
Moloney Belting Company 
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xtile Belting Co, 
BELTING, TRACTOR 
The Hettrick Mfg. Co. 


Victor Balata Textile Belting Co. 
TWISTED 
Co. ~ 

Te xtile 


ting Co. 
ING, w a" T E RPROOF 


& 

BE se TING, 
Edward R, Ww 
Ba a «& 









Co 
I. 
Victor Bal & Textile Belting Co. 
BE LTS, WELL DRILLING 

The Hettri Mfg. Co 
Stank Y Corporation 
Victor & Textile Beiting Co. 

BE NC HE S, CABINET MAKERS’ 
( Chris 


B NC HES (WORK), JEWELERS 
Leiman Br 
BENCHES, MACHINISTS’ 
Cc. Christianser 
BENCH LEGS 
The Hill Clutch, Machine & Foundry Co. 


andard Pressed Steel Co. 
BE nee — COILS, PIPE 
Chicago Ni Mfg 
BINDE RS, LOOSE 
The Heinn Compar 
BLOC KS, CHAIN 
Block C 


Co, 


LEAF CATALOG 


Ford Chain 
Wright f 





The Yale & Towne Mfg. Co. 
BLOCKS, PACKING AND STEP MACHINE 
SHOP 
Standard Shop Equipment Co., Inc, 
BLOCKS, PILLOW 


Bond Foundry & Machine Co, 

Chicago Pulley & Shafting Co. 

Dodge Manufacturing Corporation 

The Hill Clutch, Machine & Foundry Co. 
Link-Belt Company 

The Medart Company 

Royersford Foundry & Machine Co, 
Skayef Ball Bearing Co. 

Standard Pr Steel Co, 

Valley Iron Works 

T. B. Wood's Sons C 

BI ‘OWERS 

& Forge Co, 

r Co. (forge, exhaust, ventilating) 


essed 


Champion Blower 
Electric Blowe 
Leiman Bros. 





See 
797 \t? tanh 


AY ANTYATYAITANIYa\ Yat Ye) 
WOOLLY (iit 


1497 ‘i ' v7 7 hy v, 
Wretetet: ONO TOTO te etn 1S\i78' 





_BLOWE ms, 
Ele Blow 
BL OWE IRS, SANDBLAST 
Leiman Bros 
BOLL KE nee 
T Nitrose Cor 
BOLL ER TUBES 


staat TABLE, ELECTRIC 





ROOM PAINT 


National Tube Co, 
BOILERS, TUBULAR AND WATER TUBE 
Henry Vogt Machine Co, 
BOLTS, MACHINE TOOL TABLE 
Standard Shop Equipment Co., Ince. 
BOLTS, NUTS AND SCREWS 
Standard Pressed Steel Co. 
BOXES, TOTE 
Mullins Body Corp. 


BRACKETS, WALL 





Bond Four ay be Machine Co, 

Dodge Mf p. 

The Hill _Ciute “te Machine & Foundry Co. 
Link-Be Company 

The Med ae Company 

T. B. Wood's Sons Co, 


BR ASS GOODS, STEAM 
Co, 
Co. 





ator 
Roberts Co, 
thy Injector 


Co, 





s i Manufacturing Co. 

Tl berts Brass Mfg. Co. 

The Wm. Powell Co. 

Sh rwood Mfg. Co. 

; ling & ne r Mfg. Co. 
i; S. filliams Valve Co, 





BR ais OUTFITS, ACETYLENE 


Imperial Brass Mfg. Co 
BRONZE BARS, CORED AND SOLID 
The Bunting Brass & 


Bronze Co, 
Arthur Harris & Co. 
M. L. Oberdorfer Brass Co. 
Stewart Manufacturing Corp. 
BROOMS, FACTORY, WAREHOUSE AND 
RAILROAD 
Indianapolis Rrues & Broom Mfg. Co. 
The Joseph I 
BRUSHE BENCH, FLOOR, ETC. 
inapolis Brush & Broom Mfg. Co. 
ph Lay Co, 
= CKETS, EL EVATOR 


Ses Son Co. 





Co, 








e Joss 





Mul li ns "B -_ Corporation 










BURNERS, GASOLINE — KEROSENE 
Clayton & Lan rt Mfg. C 
Bl py BRONZE 
Buntir Br & 1Zé Co, 
Oberdorfer Brass Co 
Stewart Manufacturing Corp. 
CANS, OIL, SUPPLY 
P, Wall Mfg. Supply Co. 
CANS, OILY WASTE 
Geo. W. Diener Mfg. Co. 
CANS, SAFETY, GASOLINE 
Geo. W. Diener Mfg. Co. 
CAR-MOVERS 
Advance Car Mover _ 
Appleton Car Mover Cc 
Y *, FILE AND TRANSFER 
The General Fireproofing Co, 


CASING, WELL 
Tube Co, 
CASTERS, TRUCK 
& Machine Co, 
ster Co 

CASTINGS. GRAY AND MALLEABLE 
The Hill Clutch, Machine & Foundry Co. 
Illinois Malleable Iron Co, 
Link-Belt Company 
Poole Engineering & Machine Co, 
CASTINGS, SEMI-STEEL 

Bond Foundry & Machine Co 


National 


Bond F oundry 


he Faultless ¢ 





Poole Engineering & Machine Co, 
CATALOGS, MILL SUPPLY 
The Bluford Sharp Company. 
Brooklyn Daily Eagle, 
The Cuneo Press, Inc, 
R. R. Donnelley & Sons Co. 
The Heinn Company 
CEMENT, LEATHER BELT 


Alexander Brothers 

Chicago Rawhide Mfg. Co. 
Cocheco—I, B. Williams & Sons 
Fdward R. Ladew Co., Inc. 
Chas, A. Schieren Co, 


CEMENT, PIPE JOINT 


Joseph Dixon Crucible Co. 
CHAIN BELTS 
H. W. Caldwell & Son Co. 


Link-Belt Company 
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CHAIN DRIVES, SILENT The Medart 


























































































Company EJECTORS 
! . Royersford Foundry x Machine Co, American Injector Co. 
CHEESE CLOTH T. B. Wood's Sons Co. Nason Manufacturing Co. (acid) 
I CULMLINGS, HOSE Penberthy Injector Co. 
\\ \\ H. B. Ss r n Mtg. Co Sherwood Mfg, Co, 
CHUCKS, Al TOM ATIC COUPLINGS, Pir E, FLEXIBLE ELIMINATORS, OIL 
. : tert Moran Flexible Steam Joint Co. The D. T. Williams Valve Co. 
CHUCKS, DRI 1 cou NTERSHAFTS, =MALI ENGINE AND BOILER FITTINGS 
I ! & T ) Ettco, Birkle Machine Works, American Injector Co. 
M > a N. A. Strand & Co. McRae & Roberts Co. 
CLAMPs, BE " The Wm. Powell Co. 
T. > a pote Ry ag fhe Roberts Brass Mfg. Co 
> sogres ey « shatti ) rling & er Mfg. Co. 
CLAMPS, ( 1ufacturing Corporation Sh. ea Mfe ee ifg. Co 
A . itch, Machine & Foundry Co , TT ; i ‘ 
- “- nage n Mach . D. T. Williams Valve Co 
CLAMPS. HOSE Company EXPANDERS, TUBE 
. \ Roy Foundry & Machine Co, The Watson-Stillman Co, 
CLAMPS, MACHINISTS’ SETTING-UP ee ee ie enone ce ab = cr Mn cing 
Standar E Standard Pressed Steel Co EXPELLERS, OIL AND MOISTURE 
CLAMPS, WOODWORKERS’, ADJUSTABLE 7 B®: Wood's Sons Co. he ¥. f.. Andarmon Co 
=, lersor m 
: : ; a COUPL a SHAFT, FLEXIBLE EXTENSIONS, TAP 
Sherwood Mfg. Co. The Hill Clutch, Machine & Foundry Co. . ae NTINGU ISHER LIQUID 
CLIPPERS, BOLT " © Wostik dove Ch. Geo. W. Diener Mfg. Co. 
ri, 2 i ter a a "Ty TT. EXTINGUISHERS, FIRE 
oe COUPLINGS, SH: ” tICTION ¢ 1) , 
CLOCKS, WATCHMEN’S Paice scale isp — Ty, FRICT PRT ae gees ae 
. : ings Edgemont Machine Co., The FANS, VENTILATING, ELECTRIC i 
CLOSETS, FROST PROOF The Hill Clutch, Machine & Foundry Co. Electric Blower Co. 
s A Vog The Moore & W te Co, ——_ a — 
(CLOTHS, WIPING The Medart Company Ad FASTENERS, BELT 
Chicag San ‘Ra 1g Co Inc. A. L. Schultz & Son The Bristol Company 
Louis + 3 Co., Ine. T. B. Wood's Sons Co F ie Belt a Co, 
weit . : “lexible Steel Lacing Co. 
( CL UT¢ HE Ss, 1 RICTION COUPLINGS, SHAFT, MARINE X : : a : 
Bond i } hine Co. Bond Foundry & Machine Co FEED WATER SOFTENER AND PURIFIER 
Cc g shafting ° i g lodge Manufacturing Corporation 
Dodge } , ' yn COVERING, PULIFY The Swartwout Company 
Edgemont Machine Co., The ‘ Chicago Pulley & Shafting C: FEEDER VALVES, STEAM HEATING 
The Hill ¢ tute h, Ma *hine & Foundry Co. CRAYONS, LUMBER BOILER 
Link-Belt \ ep ixon rucible Co, Nason Manufacturing Co. 
rhe kart Comean) ; 
The Moore & White Co. CUPS, LEATHER FILES 
“The Reeves’—Reeves Pulley Co Chicago tawh ide Mfg. Co. American Swiss File & Tool Co. (Precision. 
A. L. Se olnebtie & Son Edwat w Co, In cers toolmakers’, jewelers’, machin- 
Valle Iron Works. The W 1tson-Sti man Co, 7} : ‘ F 
T. B. Wood's Sons Co CUPS, OIL AND GREASE AS See SOROS oe Cee aersce. 
COC Ks, AIR American Injec tor Co . pada Se. OG, Ese, 
, Detroit Lu eau Oe, FILI ERS, BARREL 
Penberthy Inje ector Co Moran [Flexible Steam Joint Co, 
‘ The Wm. Powe at Co FILLERS, OILER 
- ‘0. Sherwo Mfg oO. Pr. Wa Mfg. Supply Co, 
: tg. ©o ‘ ill ms alve Co 7 " amiiaies "OO _— 
Pinsehe D. T. Williams a V ye CO FIRE FIGHTING DEVICES—UNDER- 
CUPS, GREASE, MALLEABLE IRON WRITERS’ APPROVED 
“COC KS, BALI o iede eet etnenana eid : 
tor Ci 1 elt mpany Geo. W. Diener Mfg. Co. 
rts Co. CUTTERS, BELT FIRE PREVENTING EQUIPMENT—UNDER- 
Skinner Mfg. o. Clipper Belt Lacer Company WRITERS’ APPROVED 
COCKS, BATH SEE! acer Co Geo. W. Diener Mfg. Co. 
s Nipple Mfg. | Cc 7 T TEI Rs, BOLT, ROD AND CHAIN F i TINGS, HIGH PRESSURE 
COCKS, CORPORATION H. K. Porte Chas, F, Elmes Engineering Works 
The Wm. Powell Co. CUTTERS, GASKET AND WASHER Henry baaee Machine Co, 
COCKS, CYLINDER Edwat R. L w Co,, Ine The Watson-Stillman Co, 
Th Brs 1Ss Mfg. Co. : CUT wees, GLASS FITTINGS, HOSE 
Th & Skinner Mfg. Co. 4 t n Saw & Mfe. Co H. B. Sher . Mfg. Co. 
a ct TTERS, MILLING FITTINGS, HYDRAULE 
non ahaa Cleveland Tr Chas. F, Elmes Engineering Works 
— Pag Ba Morse Twist Dr & Mac hine Co, Henry Vogt Machine «o, 
“Ohie’-—The Ohio Brass Co. CUTTERS, PIPE The Watson-Stillman Co, 
The Wm, Powell Co. g Bros. Tool Co, FITTINGS, PIPE, BRASS 
The Roberts Brass Mfg. Co. Gre eld Tap & Die Corp, ; li, B. Sherman Mfg. Co, 
coeraece Mfg on i ai Toledo Pipe Threading Machine Co. FITTINGS, PIPE, MALLEABLE 
lh apie a i Blom 9c Mii CYLINDERS, WATER, AIR OR GAS Illinois Malleable Iron Co. 
The D. Williams Va ( —e valw > 
cock rTEAM AND SERVICE National Tube Co a a 
ks, Ss’ cinema rea _— 
secRac & Roberts Co DIES, THREADING FITTINGS, PIPE, STEEL 
Tt ag “Be Sorat HN = Armstrong Brus. Tool Co, Chas. F, Elmes Engineering Works 
The R bert "Br 138 Mfe ) Greent ‘ap & ve Cor fhe Watson-stillman Co, 
Walworth Mfg. Co. Morse Twist Drill & Machine Co. Henry Vogt Machine Co, 
The D. T. Williams Valve Co The Oster Mfg. Co. FLENIBLE SHAFT EQUIPMENTS 
COGS, FOR MORTISE GEARS Foredo Pipe Threading Machine Co. N. A. Strand & Co. 
Mer 1 Wood § Pu ( DIPPERSs, COPPER FLOATS, COPPER 
Poole Engineer ing & Machine Co. Arthur Harris & Co, The V. D. Anderson Co. 
COIL Ss AND BENDS, PIPE DISCS, VALVE Arthur Harris & Co, 
Chicago N e Mf Jenkins Bros. FLOOR STANDS 
COLL ARS, SHAFT Metallo Gasket Co, Bond Foundry & Machine Co. 
Bond Foundry & Machine Co. DOGS, LATHE Dodge Manufacturing Corporation 
Chi c y & <n ve Co. Armstrong Bros. Tool Co. The Hill Clutch, Foundry & Machine Co. 
Dodge Manufacturing ition : J. H. Williams & Co. The Medart Company 
The Hill Clutch, Mac hine "e Foundry Co. DRILLING POSTS Royersford rounary & Machine Co. 
oo I Par t 3. —— Armstrong Bros, Tool Co. T. B. Wood’s Sons Co. ; 
“aed stor dF und Ca Lovejoy Tool! Works FLUX, SOLDERING 
) stor< i 1a ’ : 
Rtandare DRILLS. ELECTRIC Chicago Solder Cc. 
Valley Iron we ‘Ss The B Decker Mfg. Co. FLY WHEELS, CAST IRON 
T. BB Wood’ s Sons Co a Mis i & Co. Dodge Manufacturing Corporation 
— ARS, SHAl ', MALLEABLE IRON Wisconsin Electric Co, The Hill Clutch, Machine & Foundry Co. 
Link-Belt Con y DRILLS, POS! Link-Belt Company 
COL U MNS, WATER Champion Blower & Forge Co The Medart ¢ ompany 
- safes <2 . T. B. Wood's Sons Co. 
Nason Manufacturing Co. The Crescent Machine Co. > BLOWERS, ELECTRIC 
COMPOUND, PIPE JOINT DRILLS, RATCHET Hisctsic smawer 4 m3 eee ee 
oseph Dix ‘rucible Co. The Armstrong Bros. Co. ses geet: — 
J »seph D zon Crucible % fs) aa ‘ pl ings sins Me Tool ° FORGES, BLACKSMITH 
et ONVEVORS, FOR ALL PURPOSE ) 22 Chesiplen Gaeier & Wee. Ge. 
. aldwell & S¢ >. 2a, =, . _ y 
Link-Belt Company land Twist Drill Co FORGES, RIVET 
COPPERS, SOLDERING ld Tan & Die Corn. Champion Blower & Forge Co 
Chicago Solder Co Twist & Machine Co, Lovejoy Tool Works 
FRAMES, HACK SAW 
Cou Sees a ° FRA . 
rhe , . vill DRIVES, POWER E. C. Atkins & Co., Inc. 
Mor r t Drill & Machine « The Toledo Pipe Threading Machine Co FRAMES, WALI 
‘COU NTERSHAFTS. DRUMS, CAST TRON Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co The Hill Clutch, Foundry & Machine Co. Modge Manufacturing Corporation 
Fdgemont Machine Co.. The The Medart Company The Hill Clutch, Machine & Foundry Co. 
The Hill Clutch, Machine & Foundry Co. T. B. Wood’s Sons Co. The Medart Company 
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Our Line is the Recognized Standard on 












Air Cocks Gauge Cocks 
Air Valves Water Gauges 
Cylinder Cocks Priming Cocks 
[ Write 
for 
Catalog 








THE 
STERLING & SKINNER MEG. CO. 


DETROIT, MICH. 











June Judgment 


and every other month picks 








Genuine 
Nason 
Steam 

Traps 


Class B 
1 to 20 Ibs. 


In 
1841 

Class C 
we made $0 00 0 te. 
our start 


and are still 
right on the job. 


Sidelug 
40 to 150 Ibs. 


Nason Manufacturing Co. 
71 Fulton St., New York 
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A Type for 


Every Service 


Bulletins on request 


THE GOULDS MANUFACTURING 
SENECA FALLS, N. Y. 





PE 








co. 











ease mention MILI 


MT 
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SUPPLIES 





Safety 
Always 


More and more are American railways and 
industries standardizing on the American 
made Libbey Gauge Glasses. And for these 
very good reasons: 

They stand sudden and radical changes of 
temperature and highest steam pressures. 


They remain clear and transparent in service. 
Uniform in size. 


As the demand grows we need more 
dealers to supply it. If you don’t sell 
them now, write for dealers prices. 


LIBBEY GLASS MANUFACTURING CO. 
TOLEDO, OHIO 









































\ { ry? ST WHT Ts @ 
eee ae IN Libs 14 os U iis ly ¢ YL 
} Royersford Foundry & Machine Co. HEATERS, FEED WATER MACHINERY, COAL HANDLING 
T. B. Wood's Sons Co. The Swartwout Co any H. W. Caidwell & Son Co, 
F t ma ACEs, SOLDERING HEATERS, GLUE, STEAM AND GAS Dodge Manufacturing Corporation 
yton & | ert Mf. j o. Nason Manufacturing Co, Link-Belt Company 
x7e0. W Diener Mfg. Co HOISTS, CHAIN MACHINERY, CONVEYING AND ELEVATING 
S lir W er Importing Cc Ford Chain Block Co Dodge Manufacturing Corporation 
fhe 3 v Wright Mfg. Co. ; The Hill Clutch Machine & Foundry Co, 
- “k The Yale & Towne Mfg. Co. nk-Belt Con 1 
GAGE GLASSES HOLDERS, TOOL exe te HINE eB iota ly << 
\ ’ Armstrong Bros. Tool Co. he i. G. Thompson & Son Co, ‘‘Milbanc 
Libbey Glass Mfg. J. H. Williams & Co. M AC HINEs, GRINDING AND POLISHING 
. ws : lectric Co 
GAGES, HYDRAULIC HOOKS, BELT Bond F Reco A age 
t s Ex ne nec W The Bristol Company I < he 7 . 
ny = Saas , ; 5 |W Flexible Steel Lacing Co. Royersford Foundry & Mac hine Co. 
fhe Watson-s . N, A, Strand & Co, 
GAGES, 1 L1Qc) ID AMMONIA HOSE, COTTON Wisconsin Electric Co. 
Nason Manufactui a oo Rut oe MACHINERY, ICE AND REFRIGERATION 
he Mech il Rut Co. ry Voge achinea C 
GAG ES WATER New York Belting & Packing Co. Henry Vogt Machine Co, 
| Americen Injector Co - “_ MACHINES, METAL CUTTING 





Detroit Lut 
McRae & Rot 
Nason Manufa 








Penberthy Inject 
The Penn Engir Co. 
e Wm. Powel 
I ts rass Mfg ) 
Ste g “«& S t Mitg ("o 
I \ ° 
GASKETS 


ber Co, 
Metallo Gasket Co. 
New York Belting & Packing Co. 


GEARS 





H.W. Caldwell & Son Co. 
ige Manu tu g Corporation 

The “Hi ( tat h, Machine & Foundry Co. 

I =e 

The Mee tas rt 

Poole Engineeri hine Co, (all kinds) 
GEARS, RAWHIDE 

Rawhide Mfg. Co. 

GEARS, SPEED REDUCING 

The Hill Clutch, Machine & Foundry Co, 

Poole Engineering & Machine Co, 

GENERATORs, ACETYLENE 





Chicago 





Imperial ass Mfg. Co. 
GLASSES. GAGE 
The Libbey G 1 . Mfg Co. 
GRAPHITE 1 = ALL PURPOSES 
Joseph Dixon Cru e Co. 


GRE AS, Lt BRICATING 
Bond Foundry & Machine Co., “Bondeline 























HOSE, RUBBER 

Diamond Rubber Co., Ine. 
Hewitt Rubber Co. 
The Mechanical Rubber Co, 
New York Belting & Packing Co. 
The Republic Rubber Co, 

HYDRAULIC LEATHER 
Chicago Rawhide Mfg. Co. 
Chas, F. IE E ring Works 





lieren ” Co. 
illman Co, 
INJECTORS 
American Injector Co. 
Penberthy Injector Co, 
The Wm. . 
Sherwood Mfg. Co. 
JACKS, elgg 
. Eli s Eng. Wor (hydraulic) 
Lovejoy Lvo “Works 
JOINTERS, 





WOODWORKING 


JOINTS, EXPANSION, COPPER 
Art H s & Co, 
JOLNTS, PIPE, FLEXIBLE 
M I “Lex Steam Joint Co, 
KETTLES, STEAM JACKETED 
Arthur Harris & Co, 
KNIVES, 
E. C. Atkins & Co. 
LACE LEATHER 
awhide Mfg. Co. 
2dw i hk. idew Co., Inc. 
Chas. A. Schieren Co 
I. B. Williams & Sons 
LACERS, BELT 


MACHINE 






Chicago 
E I 








EB. C. Atkins & Co., Inc, 

MACHINES, PIPE CUTTING AND 
THREADING 
& Die Corp. 





bal » ipe Three iding Machine Co. 
MACHINES, PUNCHING AND SHEARING 
Royersford Fovndry & Machine Co. 

MACHINERY, WOODWORKING 
E. C. Atkins & Co. 
The Crescent ee Co 
Greenfield Tap & orporation (lathes) 

MALLETS AND HAMMERS, KAWHIDS 
Chicago Rawhide Mfg. Co. 
MANDRELS 

Morse Twist In & Machine Co, 

MATS AND MATTING, RUBBER 
Diamond Rubber Co., Inc. 
The Mechanical Rubber Co, 
New York Belting & Packing Co. 

Nyro anes CONVEYORS 


Link-Belt Cor 






S. Mycre & ore. Co 

METAL, BEARING 
Dodge Mz anufac turing Corporation 
Bunting ze Co. 
The 


Stewart Manufacturing Corp. 

MILL LEATHERS, ALL KINDS 
Chas. Bond Co., Philadelphia 
The Chicago Rawhide Mfg. Co. 
Edward R. Ladew Co., Ine. 
hieren Co. 
ns & Sons 
























Co. Clipper Be ot La er Co, MOTORS, ELECTRIC 
Machine Co. Detroit B Lacer Co, Azor Motor Mfg. ' 
i \ is Co. LAC ING, BELT, METALLIC Wisconsin Electric Company 
GR INDERS. BENCH AND FLOOR Clipper Belt Lacer Company Bodine Electric Company 
|} Bond & M escent Belt rg Wa MOVERS, CAR 
} Chicago Pulley & Shafting Co. Detroit Belt — Co. Advance Car Mover Co, 
j Royersford Foundry & Machine Co, _ .~ Steel ee Co. Appleton Car-Mover Co. 
Wisconsin Electric Co ne ristol Company wk er . 
* . — —_ _ MULE STANDS 
| GRINDERS, ELECTRIC LADLES AND KETTLES, MELTING Bond Foundry & Machine Co, 
rM Mullins Body Corporation Dodg Manufacturing Corporation 
& ) er Mfg. LAMP GUARDS a Hill C Cc _ i Machine & Foundry Co, 
| i ae Flexible Stree Lacing Co re Me ( any 
| rand & Co ay : . & Weeks bens ce 
i ( Electr Co LATHES, WOODWORKING 
1 El I ‘ : NIPPLES, PIPE 
} GRINDERS, TOOL, ROLLER BEARING Chicago Nipple Mf Co. 
| Chicago Pulley & Shafting Co. «to * P ‘ 
| — : A yy teen LEATHER SPECIALTIES NOZZLES, HOSE 
| GRINDERS, VALVE I.B. Ss n NX 
i * ne aR ee ree Alexander Brothers ; tetieks 
Wisconsin Electric Co. Chicago Rawhide Mfg. Co. NUTS, TOOL, ROOM 
GUARDS, ELECTRIC LAMP Edw 2. Ladew Co., It Standard Shop Equipment Co., Inc. 
Flexible Steel Lacing Co. W. S. Nott Company OLL PUMPS, MAND 
GUNS, OIL AND GREASE LEATHERS, HAND Sherwood Mfg. Co. 
Bond Foundry & Machine Co, Chicago Rawhide Mfg. Co OLL WELL ACCESSORIES 
Royersford Foundry & Machine Co, LEGs, BENCH The Wm, Powell Co. 
ee : HANDSCREWS Standard Pressed Steel Co. OLE ms, HAND 
pis , LONGSCREWS P. Wall Mfg. Suppl 
NGER 5 AL oF NG . . , ; 
ene >, : gp Bes ae gaa Chicago Nipple Mfg. Co. OLL MULTIPLE FEED 
| Skaye 3earing Co. — LUBRICANTS, BALL & ROLLER BEARING P*troit Lubricator Co, 
t+ V: I Works. Bond Foundry & Machine Co. Sherwood Mfg. 
— Royersford Foundry & Machine Co. OLLING DEVICES 
HANGERS, DOOR 
F, B. Myers & Bro. Co 7 moe oP eee ee tn aoe 
i 2 : ; . s e ) ubricato oO. 
HANGERS, PIPE i tate UBRICATOR Lidseen Products, 
i “Ball Joint’—The Penn Engineering Co. pert jee ‘ “sig McCullough Mfg. Co. 
; 5 ; Detroit Lubricator Co. 7" : Mgt: 
linois Malle e Iron oO. McCullough Mfe. Co apa W = badge Co, 
Walworth Mfg. Co pstmt “gg rcp = Sherwood Mfg. Co, 
— . ‘ M« Rae & Robe rts ; o. The D. T. Williams Valve Co 
eng ance SHAFT The Wm. Powell Co. y 
|} American Pulley Company Sherwood Mfg. Co. OILS, LUBRICATING 
| Bond Foundry & Machine Co, The D. T. Williams Valve Co, Waverly Oil Works Co 
| Chicago Pulley & Shafting Co. \ NE TC s ; Rte sneeerige ? 
} Dodge Manufacturing Corporation a er mc 7" wae : _ PAC KING, AMMONIA 
| The Hill Clutch Mac hine & Foundry Co. Giseukatih Sas a tie Caco Chicago Rhopac Products Co. 
} Link-Belt Comp pi es shes , he Bg ag Co Braiding & Packing Works of America 
| The Medart rahe COP CEREUS. weak —_ wee Diamond Rubber Co., Inc, 
| Royersford Foundry & Machine Co. MACHINERY CLUTCHES Greene, Twe ed & Co, 
} Skayef Ball Bearing Co. Chicago Pulley & Shafting Co. Hollow Center Packing Co, 
| Standard Pressed Steel Co. Dodge Manufacturing Corporation The Mechanical Rubber Co, 
} Valley Iron Works Edgemont Machine Co., Inc. New York Belting & Packing Co, 
| T. B. Wood’s Sons Co The Hill Clutch, Machine & Foundry Co, The Republic Rubber Co. 
HE ADE RS, PIPE Link-Belt Company PACKING, FLEXIBLE METALLIC 
| Chicago Nipple Mf Co The Medart Company Chicago Rhopac Products Co, 
' a isa The Moore & White Co, PACKING, HYDRAULIC 
' HEADS, EXHAUST A. L. Schultz & Son . NG, AULIC 
| The Swartwout Company T. B. Wood's Sons Co elena Works of 
i an rote . wsinite . . — raidin acking Works of Ame 
| _ HEAT RESISTING PAINT MACHINES, BAND SAW, FOUNDRY Chicago Rawhide Mfg. Co. _ 
' The Nitrose Company The H. G. Thompson & Son Co, “MilClark”’ Chicago Rhopac Products Co, 
: 
| 
i 











When writing to Advertisers please mention M11u SuppLiza 


edn lind 


es 

















st nal ate tre tn Nn SPO aT 


ae 


An ad PIE BUN te 





wearer 





SWARTWOUT PRODUCTS 
High Pressure Bucket, Low Pressure 
Float and Return, Lifting and Vacuum 
Steam Traps. Cast Iron Exhaust Head. 
Steam, Oil and Air Separators, Air 
Traps, Water Level Control Valves, and 
the well known Swartwout eo Service 
and Junior Feed Water Heater 















Flexible 


ss The Non-Tilting 
Joints 


Swartwout 


Return Lifting 
and Vacuum 


Steam Trap 


, I \H E Swartwout Return Trap was de- Swartwout High Pressure 


at, For Steam, Air, Water, 
Straight Pattern Gas, Oils and other 
liquids 





MORAN Flexible Joints are 





















suitable for almost every pur- signed as a positive, economical and Bucket Type Steam Trap 
pose requiring a flexible con- efficient means of returning condensa- The reversible, inter- 
veyor of steam, air, gas or tion direct to boilers at high temperatures. changeable valve and seat 
liquids, Years of actual service Trunnion stuffing box leaks are eliminated tt a sea eh aN atu eg 

é because of the non-tilting feature. No adjust- porcare testing 4 Pebltcas'S gepecesint Rea 
have demonstrated their superi- ments are necessary for varying pressure. Honantiones sae reat 
ority. They are made in seven Same trap operates from 5to250 Ibs. pressure caus sing trouble at all pres- 
types, all of which can be sup- without adjustment because entire operation sures up to 250 Ibs. per 
plied with either flange or screw takes place through only one perfectly bal- square inch. 


Angle Pattern - anced valve 
S ends. All standard joints are anced valve. 
suitable for a working pressure 


up to 150 pounds. Extra heavy 


Swartwout Low Pressure 
Float Type Steam Trap 


Swartwout Hydromatic Steam Traps asa ; 
Is designed for use in heat- 


joints from 250 to 1000 pounds. This Swart wout trap does its work perfectly, ing systems, draining oil 
Whe ar ae a ee without trouble, without expense. The Model separators or any other 
nen ordering specity what steam apparatus operating 

. metal valve and valve seat are both,reversible 


type of joint wanted and if for pacer Bn 





. Py . ° e not exceed- 
gaat and interchangeable, insuring perfect fit and ‘ m Valve open- 
steam or liquid. They are made long wear. Should be carried by every jobber. inc full. pive ‘size. 


--- || Swartwout 
Joint Co Steam Specialties 


217 W. Main St. 


o— ts Louisville, Ky. THE SW ARTwoOw gi COMPANY, Cleveland, cw | 
Special Liquid Type : : 








Offices 2 1 ie wetories Cleves nd, Ohio--Orrville, Ohio 














THE SUCCESSFUL SALESMAN AR fsctiog Sowing 


“Crescent” vise-like grip 

. \ on the lengthwise fibres 

A Book for Mill Supply Salesmen = A “Crescent” joining 
By FRANK FARRINGTON 


utlasts the belt. 


Contains chapters on the following subjects: 


What Makes a Salesman—lIt Pays to Study Sales- 
manship—Salesman and Salary—The Salesman’s 
Mental Attitude—Understanding the Customer— 
What Customers Want—Keeping Up the Cus- 
tomer List—The Entering Wedge—Getting On with 
Customers—Showing the Goods—Where Compe- 
tition is Concerned—Selling Better Goods—Putting 
On the Finishing Touches—Putting Punch into 
Salesmanship—Honesty in Selling—The Morning 
After—'‘Selling’’ vs. ‘‘Introducing’’—The Salesman 
and the Catalog—Netting a Profit—Cooperating 
with the House—The Value of Optimism—Curing 
Indifference—The Salesman and his Stomach— 
Selling Goods *‘As Is’’-—The Element of Luck— 
The Value of System—The Traveling Man and the 
Time Table—Getting It Right the First Time—The ; 
Value of Push—The Dead Center—‘‘It Can't Be : : a : : 

Done’'—The Art of Selling Yourself. Crescent Belt Fasteners grip the 
belt fibres—become part of the belt 


USE THE COUPON itself. No weakening holes. Noth- 

















“The Successful Salesman”’ and a year’s ing touches the pulleys. No wear 

subscription to MILL SUPPLIES, for $1.50. nor noise. Write for Booklet on 

oe ee ee Modern Belt Joining, Crescent Belt 

The Crawford Publishing Co., Fastener Co., 247 Park Avenue, 
537 S. Dearborn St., Chicago. New York. 


send a copy of “The Successful Salesman” and MILL 


P 
SU PPLIE S for one year, for which we will remit $1.50 upon 
receipt of the book. 
DEE hc cccceaciinntnaoptas isincecaiearnabemcan dansanescaaieebabeeceeaes tea anaaigsacecaaaant ; 








ee ee erany 
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a t i t Co., In 


$ \\ . 

Hewitt Rubber Co. 

I 0 Y 
Kkdw I 

eM 
\ w y & I > 
Ww. S. Nott C pany 

has \ = I ) 
T W S 
I. B. W t & S$ 

PACKING, PISTON 

Br: ng & |} r Wor America 
bi lr 
Hewi Ru I 
The M t tu 
New Y I tir & I 
The 


PACKING, RUBBER 
raiding & Pa g¢ Works of America 
Diar Ir 


Hewitt Rubber Co, 





rt Me d I 

New Yor Belting & P ing Co, 

The Rubber Co, 
PACKING, SHEET 

Braiding & I king Works of Ar a 

Diamond hu r ¢o. Ie. 

‘Jenkir 96°°—Jenkins Bros 

Hewitt Rubber Co. 

The Mechani« Co 

New Y . B I Packing ) 

The Republi Rubber Co, 


PACKING, VALVE STEM 
Bra & Pa g Works of America 
Diamond Rubt , Inc, 
*} | jucts ¢ 





Greer! rw i & Co. 
Hewitt Rubber Co. 
Ho ( yt Pp 





Ne w York Belting I 
Penberthy Injector Co. 
The Republic Rubber Co, 
The Roberts Br 3 Mfg. Co. 
Sherwood Mfg. . 
PAINT, ACID RESISTING 

The Nit Compan 

PAINT, BLACK INDUSTRIAT 








The N 

Pr MINT, COLD RESISTING 
The N r 

PAINT, HEAT RESISTING 
T} S . 


PAINT, MOISTURE RESISTING 


P ANT, SILICA-GRAPHITE 
Joseph Dixon Cru Co. 


PAINTS, WEATHER RESISTING 
Nitr ' 
PANS, TOTE 
P ASTE, SOLDERING 


Chicago Se r Co, 


PEGS OR PINS, BELT LACING 
Raw ' fg 











N Co, 
t I er Co. 
Steel L ng Co. 
PrP IP E THREADING TOOLS 
Armstrong Bros. Tool Co, 
Toledo Pipe Threading Mack Co. 
PIPE, HIGH PRESSURE 
The Watson-Stillman Co. 


PIPE, STEEL 
National Tube Co 





PT. ANERS WOODWORKING 
Ve Co 
BASE 
Bond > C 
Dodge rporation 
Ss FLOOR AND CEILING 

The Per 

early LIFT TRUCK 
Standar I S , 


PL U GS , BRASS AND FUSIBLE 


TUBULAR STEEL 





Al TOMATIC CONTROT 


POWE R TRANSMISSION APPLIANCES 





& Max hine Co, 
1 & Son Co 
& Shafting Co, 
iri Corporation 
ir y The 
‘Ma hine & Foundry Co, 






The Moore & White Co. 
ford Foundry & Machine Co, 
* z & Son 









Pr RE SSES, BEET, HYDRAULIC 


Work 






: DRILL, JEWE 





r RE SSE S, DRILL AND FOOT 
toyersford Foun 1dry & Machine Co, 
PRESSES, HYDRAU LIC, FORCING 
> Wor 


Pr RIMING CUPS 





Detroit Lub itor Co, 
McRae & Roberts Co, 
Th : t Bras Mi , 
The Ste r s I "Mfg. 
PRO’ r EC rw ‘EL EC TRIC LAMP 
PULLEY COVERING 
Chicago Rawhide Ca. 
Pl LLEYS s, ‘BAI I. BEARING 
SI} B Be ng Ce 
; I y & SI Co. 





‘AST IRON 





Birl 

Bond F ne Co 

H, Ww. Co. 

Dodge Manufacturing Corporation 





The Hill Clutch Mac hine & Foundry Co, 





n 
I 1 vy & Machine Co, 
Valley Iron W orks 
T. B. Wood's Sons Co. 

PULLEYS, CONVEYOR 
ildwell & Son Co, 


HM ( lute h, Mi achine & Foundry Co, 





i Co. 
y t LLEYS, FLANGE 
Dodge Manufacturing Corporation 
The Hill Clute h, Machine & Foundry Co, 








Saginaw Mfg. 

T. B. Wood's 
PULLEYS, FRICTION CLUTCH 

Bond Foundry & Machine Co, 

Chicago thowsind & Shafting Co. 

Dodge obs inufacturir Corporation 

The Edge nent Machine Co. 

The Hill Clutch, Machine & Foundry C 
elt Company 

> Jon s Foundry & Machine Co, 

The Me dart Company 

The Moore & = nite Co. 

Reeves Pulley 


oO. 









9 








g z & Son 
Ball Be ng Co. 
Wood's Sons Co, 
PULLEYS, IRON CENTER 
Dodge Manufacturing Corporation 









is Co. 

LEYS, LOOSE 

l 1afting Co, 

e Manufacturing Corporation 

AM Clutch, Machine & Foundry Co. 
It Company 

Me dart Company 


Ce, 

















Bes Pu 
le M 
Dodge Mar is orporation 
The a > Clut h, Ms achine & Foundry Co. 
W. Jones Foundry & Machine Co, 
hale Be It Cos ny 
The Meda Company 
Reeves Pulley Co, 


The Rockwood Mfg. Co, 
Saginaw Mfg. Co. 


T. B. Wood's Sons Co. 
PUL -% YS, PAPER 
Best Pulley Mfg. Co. 
The Rockwood Mfg, Co. 
PULLEYS, ROLLER BEARING 
Skayef Ball Bearing Co, 
PU LLEYS, STEEL 


lley 
facturing Corporation 
PULLEYS, STEEL RIM 
The Medart Company 
PULLEYS, STEP AND TAPER CONE 
Dodge Manufacturing Corporation 
The a Clutch, Machine & Foundry Co. 
The Medart Company 
Men ah L Wood | Ss 
es Pulley Co, 
s naw Mfg. Co. 
T. B. Wood's Sons Co, 
PULLEYS, WOOD SPLIT 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 












Pulley Co, 








.ERS' SENSITIVE 


The Medart Companys 
Menasha Wood Split Pulley Co, 
Keeves Pulley Co, 


Saginaw Mfg. Co, 


PUMP JACKS 


The Goulds Mfg. Co, 


Mast, Foos & Co, 
E. Myers & Bro, Co 
PUMPS , AIR 
Leiman Bros, 
PUMPs, BOILER FEED 
The M, L, Oberdorfer Brass Co, 
PUMPs, ELECTRIC 


“M. a Ober lorfer Brass Co, 
PUMPS, GAS AND VACUUM 

in Bros 
PUMPS, HAND AND POWER 

The Goulds Mfg 

Mast, Foos & 

F. E. Myers & 

The M. L. O 








fer Br: iss Co, 
P UMPs, JET 

in Injector Co, 
eslee Mfg. Co, 

PUMPS, MINE 
The Goulds Mfg. Co. 
Mast, Foos & Co 
Fr, E. Myers & Bro, Co. 

PUMPs, O11 
Detroit Lubricator Co, 
Leiman Bros, 
McCullough Mfg. Co. 
The M. L, Oberdorfer Brass Co, 
Sherwood Mfg, Co. 
PUMPS, TANK 

The Goulds Mfg. Co, 
Mast, Foos & Co. 
F, E. Myers & Bro. Co, 

PUNCHES AND DIES 
Royersford Foundry & Machine Co. 

PUNCHES, SCREW 
Lovejoy Tool Works 
RADIATORS, HIGH PRESSURE VERTICAL 
TUBE 





Nason Manufacturing Co, 
RAILS, ELECTRIC MOTOR 
Birkle Machine Works 


RASPS 
Seandinavian Western Importing Co., Ltd. 
RATCHETS 
Armstrong Bros. Tool Co, 
REAMERS 


veland Twist Drill Co. 
enfield Tan & Die Corp. 
Morse Twist Drill & Machine Co, 
REDUCERS, SPEED 
The Hill Clutch, Machine & Foundry Co, 
Poole Engineering & Machine Co, 
ROPE DRIVES 
H, W. Caldwell & Son Co. 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co, 
Link-Belt Company 
The Medart Company 
T. B. Wood's Sons Co, 
ROPE, WIRE 
Wickwire Spencer Steel Co., Inc, 


RUBBER GOODS, MECHANICAL 

Diamond Rubber Co., Inc, 
Hewitt Rubber Co, 
Jenkins Bros, 
The Mechanical Rubber Co, 
New York Belting & Packing Co, 
The Republic Rubber Co, 

SAFETY DEVICES 
The Crescent Machine Co, 
Dodge Manufacturing Corporation 

SAND BLAST OUTFITS 

Leiman Bros, 





SANDERS, DISC 
JI. D. Wallace & Co, 
SAWS, BAND 
American Saw & Mfg. Co. 
E. C. Atkins & Co. 
The Crescent Machine Co. 
The H. G. Thompson & Son Co, (metal cutting) 
J. D. Watlace & Co, 
SAWS, BAND, NARROW, WOOD CUTTING 
. Atkins & Co, 
The H. G. Thompson & Son Co, 
SAWS, CIRCULAR 
E. C. Atkins & Co, 
Rt. Hoe & Co. 
SAWS, HACK (Blades) 
American Saw & Mfg. Co 
E. C. Atkins & Co. 
The H, G. Thompson & Son Co, 
ictor Saw Works, Inc. 





SAWS, HACK (Machines) 
E. C. Atkins & Co. 
SAWS, HAND 
E. C. Atkins & Co. 
SAWS, SWING, CUT-OFF 
B. C. Atkins & Co. 
The Crescent Machine Co. 
SAWS » UNIVERSAL, 
yA Wallace & 
SCRI iS, WIRE 


Wickwire Spencer S Co., Inc, 





When writing to Advertisers please mention MILt Suppries. 
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110) BCO)NES 


~SILICA— GRAPHITE 


To buy paint on a jz 


gallon” 





“cost per 


basis is an expense, 


but on a “cost per 
year of service’ basis 
an investment. DIX 
ON’S 

dends of longer and 
better service. The 
best is cheapest In 
the end. Booklet 
71-B tells why. 


returns divi 


JOSEPH DINON 
CRUCIBLE 
COMPANY 


Jersey City, 








HILL CLUTCH 
MILL EQUIPMENT 


Friction Losses Conquered 


“CLEVELAND TYPE” 
COLLAR OILING BEARING 


(Patented) 


oll The perfect bearing for 
power transmission thru 
line shafting. Anti-fric 
tion in the true sense of 
the word. 

The constant and steady 
oil circulation in four 
even streams maintains 


an UNBROKEN OIL 
FILM on which the shaft 


(Sectional View) 


Showing the positive oiling system 3 
that never fails—that produces the rides free from. all 
almost frictionless oil film. metallic contact. No 
Furnished in all styles of Rigid and wearing surfaces to 
3all and Socket Mountings. : 





waste power. 

Unbelievable economies effected thru saving in power, oil 
consumption and maintenance. An investment that pays 
dividends thru long years of uninterrupted service 

; : - Fr Pe) EE Any in 
Easy to install. The SPLIT FEATURE is a tremendous 
advantage over other anti-friction bearings of the solid 
type which necessitate stripping of shafts. 
Such concerns use them as Standard Oil Company, American Steel 
& Wire Company, Spencer Kellogg & Sons, Inc., White Motor 
Company, Packard Motor Company, Atlas Portland Cement Com- 
pany, Anaconda Copper Mining Company, Great Western Sugar 
Successful concerns want the best, naturally. 


Write for Catalog and full information 


THE HILL CLUTCH MACHINE & FOUNDRY CO. 
Power Transmission Engineers 


General Offices and Works, New York Office, 
Breakwuter Ave. & W. 65th St., Liggett Blde.. 
Cleveland, Ohio. 41 W. 42nd St. 


When writing 


to Advertisers please mention Mitt Suppiies 
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OUTWEAR YOUR MOTOR 


EFORE leaving the factory Oberdor- 
fer pumps undergo the most rigor- 
ous tests. Their construction and design 
provide for strength and simplicity. For 
all industrial uses including water, oil or 
fuel supply. Housing, shafting and gears 
are of non-corrosive bronze. Forms and 


sizes to meet all pump requirements. 


— Write for _ Bulletin 
“M” and name of near- 
est distributor. 


M. L. OBERDORFER 
BRASS COMPANY 


Syracuse, N. Y. 





Type 7 
By-Pass 


Made of Bronze Throughout 
































WATER GAUGES 


and 


Products 


Air Cocks 
Steam Cocks 
Gauge Cocks 

Ball Cocks 

Air Valves 

Ete. 





Write for Catalog 


The McRae & Roberts Co. 
100-146 South Campbell Avenue 
DETROIT, MICHIGAN 


other quality 



































SCREWDRIVERS, ELECTRIC 


The Black & Decker M g. Co. 
N, A. Strand & Co, 


SCRE WDRIVE Rs, HAND 





Ame n Saw & Mfg. ¢ 
SCREW MAC HINE PRODUCTS 
p & Set Scre . 
Standard Pressed Steel Co. 
SCREW PLATES 
Greenf i Tap & I Cort 
Mor T t & M 


SCREWS, CAP AND sET 


The Allen M 


Star rd Pressed St 





1 omp ny 
Standard Pressed Steel Co 


SEPARATORS, vat. AND STEAM 


The Swartwout Com 

The D, T. Williams We ulve Co. 
SHAFTING 

Bond Foundry & Machine Co 








a nuf ' ( Corpor an 
The Hill Clutch 
Tir ae 
The Medart 
Royersfor< 





A. L. hul & Son 
T. B. Wood's Sons Co. 


SHEAVES, MANILA AND WIRE ROPE 
The Hin Cc lute h Mai hine & Foundry 
I 


The Me le iart Com pa any 
T. B. Wood's Sons Co 
SHOVELS 


Wood Shovel & Tool Co. 


SI _EvES AND SOCKETS, DRILL 


Lovejoy Lah Ww 


ATors T 


Chicago Solder Company 


SOLDERING corres FLUX, PASTE 
SALTS 


Chicago Solder Company 


SOL — one ‘ot TI ITS, ACETYLENE 





Imr 


“Sp AC E RS. “we uC HININTS. SETTING-U rE 


SP EED PRANSFORME RS 
The Hill Clutch Machine & Foundry Co. 


SPROCKETS 
The Medart Company 
A. L. Schultz & Son 


Ma n¢ : 
STE. AM SPECIALTIES 
American Injector Co 





The V. ndet 7 
G. M Dav s Regulator Co 
—? t Lubricator Co 
Metal G t Co 








Nason Manufacturing Co 
Sterling & Skinner Mfg. Co. 
The McRae & Roberts Co. 
The Wm. Powell Co. 
The Swartwout Compan} 
Walworth Mts. Co. 
The D. T. Willian Valve Co. 
STEEL 
Bliss & Laughlin, Inc. 
STOCKS AND DIES 





Armstrong Bros, T 
Greenfi« T é i ry 
The Oster Mfg. Co. 


Toledo Pipe Threading Machine C 


STRAINERS 
American Injector Co. 
The Swartwout Company 
STRAPS, LEATHER 
Chicago Rawhide Mfg. Co. 
Chas. A. Scl eren Co. 
. & W ums So 
SW AG E S, UPSET 
BE. C. Atkins & Co., Inc, 
TABLES, STEAM 
Nason Manufacturing Co, 
1 APE R PINS 
Machir ; 


Mi I 
7 APPING ATTACHMENTS 
E tern ” & Tool Ce Inc, Ettco.”’ 
TAPS 
Greenfield Tap & Die Corp. 
Mor se Twi Drill & M hine Co, 


TIL ING, RUBBER, LNTERLOCKING 


New York Belting & Packing Co. 
TOOLS, BORING 
Armstrong Bros. Tool Co. 
TOOLS, MACHINISTS’ 
American Swiss File & Tool Co. 
Armstrong Bros. Tool Cn. 


The Grobet Fil Yorp. of America, 


Greenfield Tap & Die Corp 


Scandinavian Western Importing C 


J. H., Williams & Co. 


SCREWS, SAFETY SET 


> & Foundry 


Co. 


SOLDER, BAR AND WIRE 


ides ANDS, EMERY WHEEL 








TOOLS, PLUMBERS’ AND STEAMFITTERY’ 
Armstrong Bros. Tool Co, 
Greenfield Tap & Ba Corp. 
Toledo Pipe Thr ling Machine Co. 
Walworth Mfg. Co. 

TOOLS, SAW 
E. C. Atkins & Co., Ine, 
TOOLS, SCREW CUTTING 
Greenfield Tap & Die Corp, 
TORCHES, BLOW 

Pg Co, 

Co, 








we rks 


rorc ane s, ENG INEERS 
M Ss 
TRANSMISSION, Vv ARIABLE SPEED 

The Moore & White Co. 
Reeves Pulley Co. 

TRAPS, AIR AND SEDIMENT 
I Ve J Ander n Co, 
The Swartwout Company 
TRAPS, STEAM 







Z 4 ator Co. 

facturing Co. 

Valve Co. 

mpany 
TROLLEYS 

Lovejoy Tool Works 

TRU¢ HAND 








TRU ve Lie r 
L Tr ion 
TRUC KS, w AREHOL SE 
Menas] Wood S} 


Tt BES, “BULLE 
National Tube Company 
TUBING, RUBBER 
New York Belting & Packing Co. 
TUBING, STEEL 
National Tube Co. 
UNIONS, BRASS AND IRON 
Illinois Malleable Iron Co. 
Walworth Mfg. Co. 
_ UNIONS, BRASS 


VAL v re L. EATHERS 





Vv AL VE- t NIONS 
Nason Manufacturing Co, 

VALVES, AIR 
The Penn Engineering Co. 


The Roberts Brass Mfg. Co, 
Sterling & Skinner Mfg. Co. 
VALVES, BALANCED, FLOAT 
Mason Regulator Co. 
VALVES, BLOW OFF 

" El: s Engineering Works 
enkins Bro 
I Wr ’ Ce. 








é W s Valve Co. 
Walworth Mfg. Co. 
VALVES, CHECK 


ring Works 





Je nkins" Br os. 
The Ohio Brass Co. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
Walworth Mfg. Co. 

VALVES, COLD WATER, BALATA 
Victor Balata & Textile Belting Co. 

VAL NEES, FLUSH 

I Brass Mfg. Co 


heen oo , GATE, GLOBE AND ANGLE 
Illinois leable Iron Co, 
Jenk ns 3ros. 

The Ohio Brass Co. 
The Wm. Powell Co. 
Walworth Mfg. Co. 

The D. T. Williams Valve Co. 


VALVES . HIGH PRESSURE 
Chas, F. Elmes Engineering Works 
Jenkins Brom, 
The Ohio Brass Co. 
The Wm. Powell Co. 
Henry Vogt Machine Co, 
The D. T. Williams Valve Co. 
Walworth Mfg. Co. 


lle 


he Watson-Stillman Co, 
VALVES, HYPRAULIC 
Chas. F, Elmes Engineering Works 


Jenkins Bros. 
The Wm. Powell Co. 
Henry Vogt Machine Co, 
Walworth Mfg. Co. 
The Watson-Stillman Co, 
The D. T. Williams Valve Co. 
VALVES, POP SAFETY AND RELIEF 
Detroit Lubricator Co. 
The Wm. Powell Co. 
Walworth Mfg. Co. 


VALVES, PRESSURE REGULATING 
G. M. Davis Regulator Co. 
Chas, F, Elmes Engineering Works 


Mason Regulator Co, 
Walworth Mfg. Co. 
VALVES, PUMP, RUBBER 
Diamond Rubber Co., Inc, 
Jenkins Bros. 
The Mechanical Rubber Co, 
New York Belting & Packing Co. 
VALVES, QUICK OPENING 
Nason Manufacturing Co, 
VALVES, RADIATOR 
Detroit Lubricator Co. 
Jenkins Bros. 
The Ohio Brass Co. 
The Wm. Powell Co. 
Walworth Mfg. Co. 
The D. T. Williams Valve Co. 
ALVES, THROTTLE 
Detroit Lubricator Co. 
Jenkins Bros. 
Walworth Mfg. Co. 
The D. T. Williams Valve Co. 
VISES, DRILL PRESS 
Yost Mfg. Co. 
VISES, MAC repeal 








The Fulton Drop Forge Co. “Dropfo.” 
The Chas Parker Co. 

Pre Fist re 

Wal worth Mfg. Co. 

Yost Mfg. Co. 


VISES, PATTERN MAKERS’ 
C, Christi 


lansen 
Yost Mfg. Co. 
VISES, PIPE 
Armstrong Bros. Tool Co, 
Greenfield Tap & Die Corp, 
The Chas. Parker Co. 
Toledo Pipe Threading Machine Co. 
Walworth Mfg. Co. 
Yost Mf Co. 
, as s, , WOODWORKE RS’, RAPID ACTING 
( istiansen 


Yost Mfg. ¢ 





WASHERS, LEATHER 
Chic ri Rawhide Mfg. Co. 
ziward R. Ladew Co., Ine. 
WASHERS, RUBBER 
Diamond Rubber Co., Ine. 
New York Belting & Packine Co. 
Ww. bys Rs, STEEL, MACHINISTS’ 
Star rd Shoy Eauipment Co., Inc. 
w AST, CUTTUN AND WOUL 
‘hicago Sanitar Rag Co. 
The J. Milton Hagy Waste Works 
Ww “= HCLOCKS 
¢ Watchel rporation 
WATER CLOSET S, FROST PROOF 
Jos, A. Vogel Co. 
WATER GAGES 
Nason Manufac turing Co, 
The Brass Mfg. Co 
& Sk nner Mfg. Co. 
Ww ATER LEVEL CONTROL 
Nason Manufacturing Co, 
W ronigp-ivemeve RESISTING PAINT 
T Nit I 
WE wge Ss, MACHINE SHOP 
} Co.,. iz 
Ww EI DING roan CUTTING E Qu IPMENT 
Imperial Brass Mfg. Co. 
WE LDING ROD, FLUX AND SUPPLIES 
Imperial Brass Mfg. Co, 
WHEELS, GRINDING 
E, C. Atkins & Co., Inc, 
New York Belting & Packing Co. 
WINCHES 
A. L. Schultz & Son 
: wir ING CLOTHS, MACHINERY 
Chicago Sanitary ag Co. 
The J Milton Hagy Waste Works 
Louisville Sanitary Wipers Co., Ine. 
WIRE AND WIRE CLOTH 
Wickwire Spencer Steel Co., Ine, 
WIRE KOPE 
Wickwire Spencer Steel Co., Ine, 
WIRE SOLDER 
Chicago Solder Co. 
WOODWORKERS, VARIETY 
Crescent Machine Co, 
WRENCH SETS 
Armstrong Bros. Tool Co. 
J. H. Williams & Co, 
WRENCHES, ADJUSTABLE 
Walworth Mfg. Co. 
J. H. Williams & Co, 
WRENCHES, OPEN END 
Armstrong Bros. Tool Co. 
J. H. Williams & Co, 
WRENCHES, PIPE 
Armstrong Bros. Tool Co, 
Greenfield Tap & Die Corp, 
Walworth Mfg. Co. 
J. H. Willlams & Co. 
WRENCHES, PIPE, CHAIN 
Armstrong Bros. Tool Co. 
J. H. Williams & Co, 


WRENCHES, SOCKET 
The Allen Mfg. Co. 
Armstrong Bros. Tool Co. 
The Black & Decker Mfg. Co, 





The Ster 


St rd Shoy rit nt 
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GROBET 


Swiss Precision Files 


F. L. Grobet was the original Swiss file maker and the present 

product is the result of over 100 years’ experience and untiring 

effort to produce only the best. The Rabbit trade mark stamped on 
the tang of every Grobet Swiss file is 


Z st your guarantee of quality. Dealers can YH 4 
P + be supplied promptly from our large a | 
arent New York 2 






’ “7B” 


\ Victor Balata 


( | Belt 


Ampere 
CANVAS STITCHED 
/ BELTING 

Z Sold Extensively by 
| Will Supply Houses 


stm isk for Prices ; 
‘ : Victor Balata & Textile Belting Co. 
Grobet File Corp. of America Main Sales Office, 38 Murray St., New York 

64 Reade Street, New York Chicago Warehouse: 345 W 








stock. Send for our illus- 
trated price list and dealers’ discounts. “== 


2: 


. Austin Ave. Factories: Easton, Pa. 











Industry’s Chief Asset-—36 Sizes 


Material Handling Minimized  1\ | It’s YOUR Packing 


New 12 page Bulletin illustrates many radical ad 
F j 


vantages in use and design. Progressive Jobbers and Mill Supply Houses 
Sold almost exclusively through Mill Supply now sell their own PACKING 
Houses. Most attractive propositions for Distribu- 
tors, Dealers and Agents. Write today. Highest grades of Asbestos, Cotton, Flax and ‘Spe- 
. . cial” Packings are manufactured by us under your 
The Plimpton Lift Truck Corp. own Brand—under your own name. In attractive 


Elmcourt, Stamford, Conn. wrappings and at very low cost. 


Investigate-—say the word and full particulars will be 
mailed. 


BRAIDING AND PACKING WORKS of AMERICA 


a r : 1 r or Oy 251-253 Forty Sixth Street Brooklyn, New York 



































POOLE GEARS 


give the best service 


THE BEST 


Could we say more? 


LA 





WIPERS 


Can be one of your Best Sellers 






Many jobbers have seen the 
possibilities in the market for 
sanitary wipers and have gone 
into it on a large scale. These 
jobbers first make sure of the 
quality of the brand of wipers 
they consider selling, and the 
source of supply. We _ invite 
your investigation. The quality 
of BLUE GRASS Wipers is 
inexcelled and our plant is 
equipped to produce them in 
quantities to supply large dis 


tridutors 





Distributors Wanted 


Write at once for special arrangement with 
jobbers. Frequent turnover and liberal ar- 
rangement makes BLUE GRASS Wipers 
You should know about their distinct advantages. profitable for mill supply distributors and 
Let us tell you more about them. Bulletin No. 259 hardware jobbers 

sent by request. We also make speed reduction 

ars, Cd C ry. . ° ° ° 
SET See ae ee Louisville Sanitary Wipers Co., Inc. 


Poole Engineering & Machine Co. Manufacturers 
Baltimore, Maryland Louisville, Kentucky 
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May 30th Advertisement 


in the Saturday Evening Post 
Is Shown Opposite 
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Featuring specifically the Black & Decker Half-Inch 
Special, together with the price. 


You Mill Supply Jobbers who have handled the 
Black & Decker line for a number of years know that 
this is the drill which revolutionized the Industry. 


Ever since the early days of the Drill Industry, the 
half inch size has been the most popular, but until 
the Black & Decker Half-Inch Special was brought 
out, it was necessary to pay in the neighborhood of 
$100 for a good half inch drill. 


When this drill was first put on the market, there 
was no profit in it to Black & Decker. The whole 
thing was a gamble that the low price would increase 
volume to an extent where quantity production 
would justify the price. 


Black & Decker are generally given credit for hav- 
ing pioneered the portable electric tool and are gen- 
erally considered responsible for the position of im- 
portance which it now occupies among modern ma- 
chine tools. Consistency in advertising over a long 
period of years has been gradually establishing the 
fact that portable electric drills are useful in prac- 
tically every line of trade, which is briefly but forc- 
ibly emphasized in this particular piece of Saturday 


Evening Post copy which appeared on May 30th. 
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Not Touched in 


Twenty-Two Years 



























“When you can put bearings on 
your countershafts and run them for 
22 years—as Argutos have done for 
me—with no sign of wear to shaft or 
bearing, or a drop of oil applied dur- 
ing that time—you are getting pretty 
nearly 100% efficiency.” 


That’s the kind of service that has 


won Arguto Oilless Bearings their 
reputation. 


ARGUTO OILLESS BEARING CO. 


Wayne Junction, Phila., Pa. 
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The steel nut is tapped 
thru and the brass 
shell holding the steel 
nut allows the ad- 
vantages of nickel- 
plating over brass. 

















+ 
| Tapped as 
desired 


This shows the actual size 
and dimensions of the 
Ferry Patented Acorn 
Nut illustrated above. 





PROC 
















Cross section of new 
FerryPatentedAcorn 
Nut showing how 
the steel hexagon 
nut fits snugly into 
the brass shell. 


At last—a real non-corrosive 
Acorn Nut 


ERE’S the first steel 

nut with a strictly non- 
corrosive brass shell ever 
developed. It is patented by 
Ferry and can be supplied 
atonce in unlimited quantities 
at a price that is most attrac- 
tive compared with regular 
brass acorn nuts. 


This new acorn nut is really a 
steel hexagon nut with a pro- 
tecting brass shell. The shell 
is shaped like that of any ordi- 
nary acorn nut but instead 
of being solid, it is hollow. 


It actually has all the 
strength of a solid steel nut 
and in addition, possesses 
the feature of taking nickel 
plating without rusting. 


We can furnish these nuts 
either in brass, nickel-plated 
barrel finish or nickel-plated 
polished and buffed. 


There are hundreds of places 
where this nut is particularly 
adapted. 


They are made up to both 
SAE and USS specifications. 
Furnished tapped to 4", 
*/6" and "inclusive. These 
sizesonlyarecarried instock. 
Any desired threading up to 
%s"can be supplied at very 
little additional cost. 


Many car manufacturers 
have placed orders for this 
remarkable Ferry Patented 
Acorn Nuton first inspection. 


Let us send you samples. Fill in the 
coupon below, today. Don’t delay. 


THE FERRY CAP & SET SCREW COMPANY, Cleveland, Ohio 


-=-SS SCREWS 








The Ferry Cap & Set Screw Co. 
Cleveland, Ohio 


2151 Scranton Road + - 


Please send us sample of your 
new Ferry Patented Acorn Nut. 


INGO os 


PS a Sati: 


City 
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